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‘Sparks 


State of the§Nation’s Economy: 
Up 

N. Y. Timeg INpex—Business ac- 
tivity for wetk ended Oct. 18 rose 
to 175.4 frong 174.7 (revised) in the 
preeeding ek. Figure for week 
endéd Oct. @, 1951, was 168.4. 

Store Saiks — Department store 
sales.in wd@ek ended Oct. 18 were 
ioe ent fabove sales in corre- 

g week last year, it is re- 
geree Wy federal Reserve Board. 

MacHINE Toots — Makers shipped 
an estimated $110,000,000 of tools to 
producers of defense goods and 
civilian items in September. This 
was more than in any previous 
month in over a decade. 

TV Ovurput—Shipments in Au- 
gust totaled 315,332, more than 
twice as many as in like month 
last year. 

Bank Cieartncs —In week ended 
Oct. 22, clearings of 25 leading 
cities amounted to $20,476,965,000, 
representing a 20.4 percent increase 
over $17,004,210,000 cleared in same 
1951 week. 


* * * 


Down 


Sree.—It was estimated that op- 
erations last week would be at 105.9 
percent of theoretical capacity, 
equal to 2,199,000 tons of ingots and 
steel for castings. Operations in 
previous week were 106.9 percent. 


CarLoapINGs — Revenue freight 
for week ended Oct. 18 was off 
5.4 percent from like 1951 week 
and 0.5 percent below the preced- 
ing week this year. Totaled 838,- 
877 cars, a drop of 48,271 from 
1951 week. 

BaNnKRuptTcies—Business and in- 
dustrial failures rose to 154 in the 
week ended Oct. 16, compared with 
139 in preceding week, according to 
Dun & Bradstreet. 

Auto Propuction —A total of 3,- 
524,222 new cars were produced in 
the United States between Jan. 1 
and Nov. 1 this year, versus 4,715,- 
260 in the same period last year, 
according to Automotive News. 

* . * 


General 


Factory Waces — Average earn- 
ings of nation’s 13 million factory 
workers rose to record high of 
$69.58 a week in September, accord- 
ing to the Bureau of Labor Sta- 
tistics. 


Top Cars 
New-car registrations for 
eight months, plus 31 states for 
September: 
1952 Pos. 
1—576,740 
2—475,462 
3—312,966 
4—216,101 


Make 1951 Pos. 
Chev. 

Ford 

Plym, 

Buick 

Pontiac 

Dodge 

Olds. 

Mercury 

Stude. 

Nash 

Chrysler 

DeSoto: 

Cadillac 

Hudson 

Packard 

Kaiser 

Willys 

Henry J 

Lincoln 

Austin 

Brit. Ford 2,367—21 
Crosley 4,197—20 
Allstate 


For further details, see page 
52, today’s issue. 
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DETROIT, 


Used-Car Stocks 
Rise as Dealers 


Clear Out ‘52s 


Sales of New Cars 


Topping Year Ago 
In Some Sections 


By Sam Sampson 
Staff Writer 

[pzALans appear to be meeting 

the cleanup problem on ‘52 
models squarely, for reports from 
some areas show new-car. sales to 
be better than comparable periods 
a year ago. In support of this, sev- 
eral factories are reporting that 
the cleanup problem for their 
dealers is already a thing of the 
past. 

In all cases, reports received at 
Automotive News show that new- 
car sales are continuing to climb 
over the most recent comparable 
periods. This rising trend, it is 
thought, will gain even greater 
strength as more 1958s are placed 
on the market. 


One of the chief problems, how- 
ever, is said to be the rising inven- 
tories of used cars in the hands of 
franchised dealers, particularly in 
view of recent sales campaigns to 
move out the ’52s. Many dealers re- 
port that they have been forced to 
overallow or discount to clear the 
decks for action on the ’53s. 

* ” 

N MANY areas, it is reported 

that retail sales of used cars are 
down, and that prices of them are 
still falling. Dealers say they must 
either “give ’em away” or keep op- 
erating capital tied up in used cars. 
Since used-car prices are dropping 
off quite sharply, holding them 
may result in serious losses. 

One auto company, which is 
carrying on an active program in 
an attempt to control this b- 
lem, reported that the ratio of 
tradeins to new-car sales is about 
85 percent for its dealers. The 

(Continued on Page 65, Col. 3) 
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1,150,000 Cars Probable in First Quarter .. . 


Sufficient Steel Likely 


By William Ullman 
Washington Correspondent 
ASHINGTON. — Despite con- 
servative statements now being 
issued, it appeared last week that 
after the steel situation is shaken 
down, auto makers will get suffi- 
cient steel to build 1,150,000 new 
ears in the first quarter of 1953. 


This is the minimum figure 
estimated by the auto makers as 
necessary to keep the industry 
on an even keel. Earlier, auto 
makers had asked for 1,150,000 
cars, while NPA had allowed ad- 
vance allotment tonnage for 630,- 
000 cars, and was pessimistic on 
increasing that figure much. 

At the industry-NPA meeting last 
week, NPA said there would be an 
extra 1,480,000 tons of steel and that 


the auto makers would get a sub- 
stantial share. Auto men argue 
forcefully that the extra tonnage 
will top 2,000,000 tons and may go 
as high as 3,000,000. Some extra 


High Truck Output 
Pushed for 753 


ASHINGTON.—Confident of 
getting additional allotments of 
steel, truck manufacturers last 
week told NPA that they were 
going ahead with schedules for the 
production of 300,000 units in the 
first quarter of 1953. 
They warned NPA that unless 
they received sufficient extra steel 
(Continued on Page 67, Col. 3) 


Chrysler's 1953 Styling Saves a Family Resemblance— 


The new Chrysler New Yorker Deluxe six-passenger sedan has lower lines. 


CMP tickets are due to start going 
out to the auto makers at once. 
* + * 

OINTEDLY stated, here is the 

auto industry view: 

“Give us more CMP tickets im- 
mediately—not a month hence—and 
we'll cash them, get the kind of 
steel we need and avert what might 
readily develop into a major crisis 
soon in our industry.” 

On the one hand, the Govern- 
ment agency is inclined to be 
tough with the auto makers, but 
on the other it realizes the threat 
to prosperity that auto unemploy- 
ment might bring. As the pattern 
has worked out in the past, in a 
“crisis” NPA usually finds more 

(Continued on Page 67, Col. 1) 


It has a wheelbase of 125% inches and is 


powered by Chrysler's 180-horsepower FirePower V-8 engine. Front-end styling, says Chrysler, has been designed to retain 


Packard Revives Clipper; 
Prices to Hold on °53s 


By Pete Wemhoff 
Editor, Automotive News 
ACKARD will introduce two 
lines of 1953 models—the upper- 
priced Packard and a revived me- 
dium - priced Clipper — at dealer 
showrooms Nov. 21, President 
James J. Nance told newsmen in 
Detroit last week. 
The price line will be held at 


1952 levels, he declared, adding 


James J. Nance Fred J. Walters 
that Packard hopes to increase 
production from 65,000 this year 
to 120,000 in 1953. This, of course, 
is based on the anticipated end 
of government controls over auto 
output. 

To handle this increased volume, 
Packard plans to boost its dealer 
total from 1,500 to 2,000 in the 
immediate future, it was revealed 
by Fred Walters, general sales 
manager. Already 100 new dealers 


have been appointed ‘on a selec- 
tive basis,” he said. 


* ” * 
Tos revived Packard Clipper will 
have strong resemblance style- 

wise to the other Packards in 1953, 
Nance declared, but eventually will 
probably be called only the Clipper 
(made by Packard) as differences 
become more pronounced—and as 
more emphasis is put on the name 
Packard in the luxury-car field. 

The price break will be at 
around $3,000 between the Clipper 
and upper-priced jobs. The Clip- 
per will start around $2,500. 

Emphasizing that the 1953 auto 
market looks good, Nance said his 
company hopes “to get a bigger 
piece of the whole juicy auto pie.” 
Packard’s increased sales goal is 
divided thus: One-third in the up- 

per-priced field and two-thirds in 
the medium-priced market, Nance 
asserted. 

+. * = 
At A SERIES of dealer meetings 
across the nation during the 

next three weeks, dealers will be 
told that: 

1. The name Packard will be 

(Continued on Page 65, Col. 1) 


Produetion 


Automotive News Estimates, 
U. 8. Cars, Trucks 


aeasee 136,146 


111,562 


Last Prev. 1951 
Week Week Week 
For complete production totals 
by makes, see table, page 63. 


Output Reaches 
16-Month High 
Of 144,038 


By Bernie Thomas 

Associate Editor 
Ca and truck output soared to 
the highest level of the year 
(144,038) in U. S. plants last week, 
while statisticians were marking 
down October (610,676 vehicles) as 
the auto industry’s biggest produc- 
tion month since June, 1951, when 

617,000 units were built. 

Moreover, automotive-building 
operations in this country during 
the past week looked like a tune- 
up for even greater production 
volume in November and early 
December. 

Materials are coming into better 
(Continued on Page 63, Col. 1) 


| established identification. However, the grille has been redesigned and refined. (Other photos are on page 60.) 
2) 


* * * 


03 Chrysler Eights 
Cut $155; Sixes 
Increased $73 


NEW 1953 Chryslers, which will 

compete in the upper-bracket 
price markets where the auto in- 
dustry has been obtaining an in- 
creasing share of its sales, bowed 
in dealer showrooms last week. 

Announced factory retail prices 
of the eight-cylinder models, 
where comparable to those of 

1952, are lower—$154.96, for ex- 
ample, in the case of the New 
Yorker six-passenger sedan. 

But prices of the six-cylinder 
Windsor and Windsor Deluxe lines 
are up an average of $73.35, or 
2.92 percent, before taxes and other 
charges. 

* * x 
(petsoraL special transmissions 
have been reduced. Fluid Torque 
on the eights, formerly $166.51 in- 
cluding Federal tax, now is $139.75. 
Fluid-Matic for the Windsor, pre- 
viously $131.81, now sells for $130.10. 

The cars feature new styling, 
with long, low lines that empha- 
size length and width. However, 
by intent, according to Chrysler, 
a family resemblance to 1952 
models has been retained for 
1953. 

Also featured are the 180-horse- 
power V-8 Fire-Power engine, full- 
time power steering, power brakes 
and Oriflow shock absorbers, de- 

(Continued on Page 61, Col. 1) 
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Crowell-Collier Survey Points Up New-Car Potential . . . 





3,496,000 Prospects for °53? 


HERE will be 5,496,000 prospects 
for new cars in 1953, according 
to the 1952 Crowell-Collier Auto- 
motive Survey released last week. 


The 16th of a series of automo- 
tive surveys, conducted by the pub- 
lishers of The American, Collier’s 
and The Woman’s Home Compan- 
ion magazines, also shows that 
there are 2,015,000 prospects for 
new cars during the last half of 
1952. 

(Car production for the second 
half of this year is expected to be 
about 2,160,000, topping the number 
of prospects indicated in the Crow- 
ell-Collier survey. 


(Estimates for 1953 production 
run from 4,500,000 to well above 
5,000,000, depending on the extent 
to which governmental restrictions 
are removed.) 


“While demand had been soft- 
ened by inflation and higher taxes 
the survey now indicates that in- 
dustry is back on a more compet- 
itive basis,” Ray Robinson, re- 
search director, Crowell-Collier 
Publishing Co., said. 

The data for this year’s survey 
came from improved survey meth- 
ods, he pointed out. All interviews 
were selected by mathematical 
means—the most scientific and 
modern methods of sampling known 
to market research today. 

* * * 


HESE are some of the high- 

lights of the survey: 

Seventy-four percent of U. S. 
homes now own cars; 26 percent 
do not. Car ownership ranges by 
income groups from 91 percent 
among families with total annual 
incomes of $5,000-$7,500 down to 40 
percent among families with in- 
comes under $2,000. 

Ownership is highest in the 
West, where 86 percent of the 
families own cars and lowest in 
the East, where 64 percent are 
car owners. Ownership is 81 per- 
cent in the central states and 73 
percent in the southern states. 

Eleven percent of the car-owning 
homes own more than one car— 
10.6 percent own two, 4 percent 
own three and .1 percent own four 
or more. 

Multi-car ownership is as high 
as 27 percent among families with 
incomes of $7,500 or more, and 
ranges downward to 3 _ percent 


Upcoming... 
But Unofficial 


Where Away? 

Directional signals have won a 
strong place in the driving habits 
of American motorists. On the idea 
that they are an important safety 
device, one independent maker 
(Nash) will supply them as stand- 
ard equipment on all of its 1953 
models. 





Lifetime Contract 
One auto maker is giving seri- 
ous consideration to a lifetime 
contract for its dealers. But it’s 
still too early to forecast whether 
such a pact will be forthcoming. 


‘Captive’ Dealers 
In the midst of an all-out battle 
for truck sales in 1953 will be a 
sideline fight between “captive” 
and exclusive truck dealers. The 
“captive” dealers, of course, are 
those who handle both cars and 


trucks of the same make, such as ‘* 


Chevrolet, Ford, Dodge, Studebaker 
and Willys. 

If you’d like some more details 
on this battle, see story on page 25 
today. eee 


Ford’s V-8 Engine 


Best guess is that Ford’s new V-8 
engine will go into 1954 models, 
but some sources believe it could 
come sooner, if desired. 

Pontiac’s new V-8 appears at 
least a year away. What’s the 
status of new engines for Chev- 

rolet, Buick, Packard and Hud- 
son? 

(For more details, see FOB Fac- 
tory on page 16 today.) 






among families with incomes under 
$2,000. 
+ + + 
: DOES not vary greatly by city- 
size groups—averaging 13 per- 
cent in cities of 100,000-500,000 and 
among families living on farms, 
and averaging 10 or 11 percent in 
other city-size groups. 

Sixteen percent of the families 
in the West own more than one 
car, compared with 12 percent in 
the central region, 11 percent in the 
South and 7 percent in the East. 

Of total U. S. homes, 34 percent 
own new cars only, 38 percent 
own used cars only, 2 percent 
own both new and used, and 26 
percent own none. 

Homes with family incomes of 
$5,000 or more, representing 22 per- 
cent of U. S. total, own 42 percent 





Wives to Help Drive 


Wash. State Voters 

WASHINGTON. —NADA is 
recommending to all other state 
groups the voter-transportation 
plan devised by dealers in Wash- 
ington State. 

Under the Washington plan, 
the wives of dealers and of sales- 
men will drive voters to the polls 
in company cars and demon- 
strators. Dealers and salesmen 
themselves will use available 
used cars. 

“The Washington plan brings 
the ladies into the activity and 
doubles the personnel available 
to do the job,” NADA points out. 





| of the cars which were bought new 


and 16 percent of the cars which 
were bought used. 

The average total mileage on reg- 
istered speedometers of cars now 
owned is 33,412 miles. The average 
mileage driven by cars owned dur- 
ing the entire year 1951 was 9,714 
miles. 

hd aa ” 


VERAGE annual mileage is 
greatest in the highest income 


group; in cities of 100,000-500,000 
population and in the southern 
states. 


From the findings of the survey, 
Crowell-Collier estimates that as of 
July 1 this year there were 34,075,- 
000 car-owning homes in the U. S., 
owning a total of 38,062,000 cars. 

Among the prospects for new 

cars, 47 percent expect to finance 
the purchase through savings, 29 
percent by means of a banking 
loan, 17 percent through auto 
finance companies, 4 percent by 
other means and 83 percent are 
uncertain about their financing 
plans. 

Among prospects for used cars, 
26 percent plan to make the pur- 
chase from savings, 33 percent by 
means of banking loans, 34 percent 
through auto finance companies, 5 
percent by other means and 2 per- 
cent are uncertain about how they 
will manage the purchase. 

Sixty-eight percent of all those 
who bought cars traded in another 
car. Among buyers of new cars, 75 
percent traded in another car; 
among buyers of used cars 61 per- 
cent traded in another car. 





Coal Truce Eases Threat 
To High Steel Output 


By Ed Howard 
Staff Writer 

ND of the coal strike, a con- 

tinued lull in dealer-organiza- 
tion drives, and general quiet on 
other labor fronts left most auto 
dealers free today to concentrate 
on last-minute drives to get out 
the vote. 

Sudden suspension of the week- 
long coal walkout, following a 24- 
minute White House talk by 
President Truman, operator 
spokesman Harry M. Moses and 
United Mine Worker chief John 
L. Lewis, apparently hinged on an 
earlier, unprecedented move by 
Moses. 


The operators’ representative had 
joined with Lewis in appealing the 
Wage Stabilization Board decision 
to hold miner wage raises to $1.50 
daily, instead of the $1.90 nego- 
tiated. Jt marked the first time a 
major industry had made such an 
appeal. 

At press time, eventual fate of 
WSB’s bid to hold the wage line 
was uncertain. The truce eased the 
threat to high steel production. 


* * ca 


(pa* four dealerships figure in 
the latest NLRB report. The 
AFL International Assn. of Machin- 
ists lost its bid for bargaining 
rights in the two dealerships where 
elections were held. 

These were P. E. Ashton Co. 
(Chevrolet), Provo, Utah, where 
the vote was 2-0 against the union, 


* 


Be. 


and Nealon Motors (Dodge), Scran- 
ton, Pa., where the total read 18-8 
against organization. 

Bargaining unit sought in the 
Provo dealership—where only two 
valid votes were cast—included 
lube and grease men, used-car 
maintenance men, washers, pol- 
ishers, tiremen and greasers. The 
IAM bid in Scranton was aimed 
at mechanics, body and fender 
men, lubricators, washers and 
polishers, receivers and testers of 
service work, parts and merchan- 
dise handlers, and painters. 

Two other IAM contests were 
still pending at press time. They 
included another attempt to organ- 
ize salesmen—in this case, all auto 
and truck salesmen of David Con- 

don, Inc. (Ford), Brooklyn, N. Y. 
In the other vote ordered by NLRB, 
all employes of States Motors Co., 
Ine. (Ford), used-car recondition- 
ing shop and repair shop were 
slated to ballot on IAM or no union 
in Briston, Tenn. 
+. ~ * 
N OTHER NLRB elections: 

Service section employes, Gen- 
eral Motors Technical Center, War- 
ren, Mich., voted for CIO United 
Auto Workers, 31-15. Technical sec- 
tion employes approved UAW, 
46-12. 

Ford Motor Co. plant protection 
guards and firemen voted in favor 
of independent Plant Protection 
Assn., 40-9, in Cleveland. 

Plant guards at the Dodge plant 

(Continued on Page 62, Col. 3) 


Connecticut Dealers Win Safety Awards— 


At the recent convention of the Connecticut Automotive Trades Assn., Goodrich Tire President John J. Newman, former chair- 
man of the Inter-Industry Highway Safety Committee, presented citations to dealers who have loaned more than 180 cars to 
schools for driver training. He was assisted by Finis E. Engleman, Connecticut commissioner of education. In the first row (from 
left) are Robert Stirling, Alfred Monacello, F. Marston, George Jackson, Kenneth Johnson, James Backus, Myron Gale, Newman, 
Engelman, Oliver Bowen, G. 1. Place, Egidio Baldoni, Silas Frazee, R. F. Ostrander, and Stuart Bristol. Middle row: Andrew 
Mattesen, Aldo Santin, C. B. Guernsey, Joseph Horosky, Robert Parsons, Irving Smith, Frank O'Meara, Thomas Bouvier, Delbert 


Rav, Maurice Leonard, James Plunkett, Stanley Volovski, Stewart Dillon, and Carl Larson. Back row: Edgar Williams, Roy Miles, 





Triumph Sports Car at London— 

A visitor at the Earls Court motor show in London takes a peek inside a sleek 
Triumph sports car. The British product is one of some 300 models on display at the 
show, including American makes.—{UP photo.) 


Federal, Fawick Merged; 
Offer New Dual Brake 


CLEVELAND. — Officers of Fa- 
wick Airflex Co., Inc., have com- 
pleted the merger of the Cleveland 
firm with Federal Motor Truck Co., 
Detroit. New firm name is Federal 
Fawick Corp. 

Production plans for a “revolu- 
tionary new brake” were announced 
at the same time. Company officials 
said the brake, long tested by the 
U. S. Army, is expected to reduce 
truck and auto accidents. 

Thomas L. Fawick, founder and 
president of Fawick Airflex, is 
board chairman of the new corpor- 
ation. Richard S. Huxtable, who 
was Fawick executive vice-presi- 
dent, is president of Federal Fa- 
wick and general manager of the 
Cleveland division. 

George H. Hammond, who was 
Federal’s president, has become 
executive vice-president of the new 
concern and general manager of 
the Detroit division. 

Joseph B. Newman, secretary- 
treasurer of Federal, will be treas- 
urer of the merged firms. Charles 
W. Steadman, secretary of Fawick, 
will be secretary of the new com- 
pany. 

Federal division will continue to 
operate as heretofore from Detroit 
and through its nationwide dealer 
organization. 

Fawick predicted annual sales of 
$50 million in 1953 under the 
merger, compared with combined 
sales of $20 million in 1952. Federal 
has a current backlog of $30 million 
in truck and tractor orders, he said. 

Net worth of the new firm will 
be in excess of $5,500,000 with capi- 
talization of 1,008,143 shares. 

Fawick said exhaustive tests at 


Illegal Passenger Hauls 
Under Fire in Mich. 


LANSING.—The Michigan Pub- 
lic Service Commission has placed 
inspectors on 24-hour duty to halt 
illegal hauling of passengers in for- 
hire autos and station wagons. 


Illegal commercial passenger 
hauling between Detroit and Lan- 
sing, Pontiac and the Upper Penin- 
sula, and between Flint and Arkan- 
sas and Missouri, has become “un- 
usually heavy,” an MPSC spokes- 
man said. The law prohibits com- 
mercial carrying of passengers in 
|any car not licensed by MPSC. 





Emil Karl, Louis Halbwacks, John Karl, Mayor Simon, William Cook, H. F. Leibman, John Quaglioroli and Geoge Flint. 








the Aberdeen (Md.) Proving 
Grounds had indicated that the 
firm’s new brake should cut high- 
way accidents, besides effecting 
many economies. 

The dual system provides that if 
regular air brakes fail, equally 
powerful hydraulic stoppage is 
available at the push of a button, 
he said. 

Both brake systems may be used 
for emergency stops, Fawick said. 


Ken Moore Quits 


AMA Traffic Post; 
Brown Moves Up 


DETROIT.—Retirement of Ken- 
neth A. Moore as general traffic 
manager of the Automobile Manu- 
facturers Assn., 
after 32 years’ 
service, was an- 
nounced last 
week by William 
J. Cronin, manag- 
ing director of 
AMA. 

Cronin also an- 
nounced that Car- 
man E. Brown, 
who joined the 
staff of the Auto- 
mobile Manufac- 
turers Assn. in July, 1952, will suc- 
ceed Moore. 

Moore, who was born Sept. 9, 
1887, in Downers Grove, IIl., joined 
the Detroit office of AMA on June 
15, 1920, as assistant traffic man- 
ager. In 1940, when the association 
moved its headquarters from New 
York City to Detroit, Moore was 
promoted to general traffic man- 
ager. 

Prior to his association with the 
automotive industry, Moore had 
served with the New York Central 
Railroad for 15 years. 

Brown previously held the posi- 
tion of traffic manager of the 
armor plate division, Standard 
Steel Spring Co., Detroit. Earlier, 
he had been a supervisor in the 
traffic department of Reo Motor 
Car Co. 


*52 Models Slide 
$152 Since Sept., 
U.C. Index Shows 


Wf SOLESALS prices on 1952 
models have declined $152 
since September, a study of AutTo- 
motive News’ wholesale used - car 
price index revealed last week. 

At the end of August, before 
the market began to slide, the 
average price of ’52s was $2,385. 
At the end of October, the com- 
parable price was $2,233. 

This loss is more than twice as 
much as that suffered by ’51s. The 
loss for the year-old cars is $71— 
from $1,697 in August to $1,626 in 
October. 


K. A. Moore 


* * * 


OSSES on the older cars were 
progressively less, with '50s off 
$60 ($1,383-$1,323); °49s down $54 
($1,084-$1,030); °48s off $29 ($802- 
$773), and ’47s down $15 ($647-$632). 
On ’46s, the price rose from $538 

in August to $547 in October. 

—Sam Sampson 
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By John 0. Munn 


eventos for many years I have 
advocated a more mutual con- 
tract for automobile dealers, I 
received much mail on the subject. 
I am printing one letter below 
which is typical of many. I am 
doing it for the purpose of encour- 
aging dealers to write me their 
opinion of the necessary steps to 
take to obtain a better contract 
and what the new contract should 
contain. 


Many dealers tell me they are 
very dissatisfied that many leaders 
of this trade seem to feel that 
better contracts are not a subject 
to be negotiated by associations. 
They are much disappointed, also, 
in statements to the effect that 
good factory relationship is an in- 
dividual problem between the dealer 
and his factory. Neither do many 
dealers like to hear that the great- 
est hope of better contracts is in 
factory-dealer councils. 


Many dealers have pointed out 
that there have been factory- 
dealer councils for many years, 


Boston Dealers 
Study Trend to 


Late Shopping 


BOSTON.—The new trend of 
keeping department-store doors 
open two nights a week—Monday 
and Thursday—is being studied by 
auto dealers here, who may follow 
suit. 

However, the two-night-a-week 
opening has aroused salespeople, 
1,600 of whom crowded a protest 
meeting held by the Retail Store 
Employes Union (AFL). 


At the conclusion of the session, 
it was unanimously voted to ap- 
prove a plan to petition the next 
Massachusetts Legislature for con- 
trol of store hours. 

The two-night-a-week policy in 
Boston is following a trend 
throughout the country, according 
to Daniel Bloomfield, executive sec- 
retary of the Retail Trade Board of 
Boston. The board made an ex- 
haustive study before adopting the 
night policy, Bloomfield said. 


Ninety percent of working wom- 
en prefer more evening shopping 
hours, Bloomfield said a survey has 
shown. 









Liens, Repossessions 
Rising in Michigan 

LANSING.—Liens and repos- 
sessions of automobiles are 
showing a great increase in 
Michigan this year over 1951, 
George O’Connor, director of the 
Michigan title division, reports. 

Liens stand at 99,761 as of 
Sept. 1, 1952, compared with 62,- 
156 for the first eight months of 
1951. Repossessions number 11,- 
095 for the 1952 period, as against 
7,703 the previous year. 
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and contractural relationship has 
not been improved. A_ greater 
share of the dealers, who write 
me, look upon _ factory - dealer 
councils more or less as company 
unions. 


Company unions, dealers tell me, 
did not get automobile factory 
workers a five-year contract and 
pensions for life. A dealer who is 
wined and dined by the factory and 
perhaps shown many other favors, 
dealers say, can’t lay himself open 
to retaliation by objecting to fac- 
tory programs and cannot fight for 
better contracts. 


I am sure better contracts are 
coming, but they will not come 
automatically. Let’s not wait until 
many dealers are crucified on the 
cross of percentage-of-price class. 
Let’s get together for better con- 
tracts now. Read this dealer’s letter. 
Tell me what you think of his sug- 
gestions. Then let me have your 
own suggestions. 

* * * 


Suggests Commission 


“AS A FORMER factory zone 
man and a dealer of some 11 
years’ standing, I derived a keen 
interest from reading your column 
in Automotive News of Aug. 25. 
“I think you are performing a 
dealer service in continuing to 
direct your column from time to 
time towards this vital subject. 


“May I offer a suggestion which, 
I believe, can be instrumental in 
being adopted by the national deal- 
ers association, to wit: 


“Let the president and director 
of the association appoint a com- 
mission, so to speak, consisting of 
the best brains in the automobile 
business, and then employ top legal 
talent to draw up a model contract. 
I mean have that commission and 
attorneys frame a contract as be- 
tween the producers and the deal- 
ers, which would cover all the 
things you have reviewed from 
time to time in your column, and 
which would cover all the items any 
dealer would ask to be included in 
the contract—in other words, a 
complete contract acceptable to all 


dealers. 
* K * 


Procedure Outlined 


““MHIS accomplished, then submit 

that contract to every factory, 
asking the factories what part of 
it they will accept. Let them then 
embody all the parts acceptable to 
them in their next contract. 


“Having accomplished this 
much, under the assumption that 
the factories would accept some 
of the reforms embodied, then 
from there out it would be the 
association’s month-to-month and 
year-to-year job of trying to sell 
one factory after another addi- 
tional items in the model con- 
tract, until perhaps some enlight- 
ened factory would deem it advis- 
able to adopt the whole thing and 
claim to be the first in playing 
fair with a dealer body. 

“I don’t know if this is very 
coherent or not, but maybe you will 
get the idea. As it is, we all con- 
tinue to talk more or less in gener- 
alities and never submit anything 
complete in concrete form. 


“Keep up the good work.” 


Little Rock Dealers 


Elect Jennings 


LITTLE ROCK, Ark. — Walter 
Jennings, vice-president of Jen- 
nings Motors (Chrysler-Plymouth), 
has been elected president of the 
Greater Little Rock Automobile 
Dealers Assn, He succeeds Dave 
Russell, president of Ark-Lin (Lin- 
coln-Mercury). Jennings has been 
vice-president of the association for 
the past two terms. 

Other officers elected are Eu- 
gene Bale, of Bale Chevrolet, vice- 
president; Fred Poe, of Poe Motor 
(Chrysler-Plymouth), North Little 
Rock, treasurer, and George H. 
Benjamin, executive secretary. 
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Ride's on Dealer— 


Frank A. Kienle, East Orange (N. J.) 
Packard dealer, hit the publicity jackpot 
when he arranged an all-Packard motor- 
cade which carried Gen. Dwight D. Eisen- 
hower, Republican presidential candidate, 
and his party on a campaign tour through- 
out New Jersey. At least six radio stations 
mentioned the motorcade. The New York 
Daily News, with the largest circulation of 
any U. S. newspaper, devoted most of its 
front page to a picture similar to the one 
above. The motorcade is shown in Pater- 
son — passing, undaunted, under a Stev- 
enson banner. 





Tenn. Dealers Elect Clark .. . 





No Sizeable Price Dips 
Seen by Dr. Haake 


NASHVILLE. — General Motors 
consulting economist, Dr. A. P. 
Haake, told over 400 Tennessee auto 
dealers here last week that he be- 
lieves inflation-created high prices 
for automobiles may level off, but 
will never drop to former levels. 

He made this observation as 
principal speaker of the 13th an- 
nual convention of the Tennessee 
Automotive Assn. 

Dr. Haake sees three threats to 
American economic’ enterprise, 
but declared that the nation’s 
present economic course was even 
greater than the Russian menace, 
or the possibility of outright war 
involving America and Russia. 

The convention elected James A. 
Clark, of Kingsport, president to 
succeed John Walker, Covington. 
Other officers elected are: Van 
Payne, Springfield, vice-president; 
and W. A. Brown, Alamo, secre- 
tary-treasurer. For regional vice- 
presidents, the group selected Ivan 
Potts, Shelbyville, and Fred Michie, 
Jackson. 

Dr. Haake also predicted that 
present high prices will hold up, 
since this country has never shown 





Texas Assn. Tells Dealers 


To Hold Up OPS Quiz 


AUSTIN, Tex.—Texas dealers re- 
ceiving the second OPS question- 
naire were advised last week by 
their association to withhold the 
information demanded in the form 
and file a protest with OPS. 

The Texas Automobile Dealers 
Assn., in a bulletin to all mem- 
bers, said that attorneys for the 
organization have been studying 
the second quiz order, and feel 
that even though the protest is 
dismissed by OPS, a further ap- 
peal can be made to the Emerg- 
ency Court of Appeals. If it is 
dismissed there, dealers were ad- 
vised that they may apply to the 


OPS Threatens 
Broad-Scale 
Utah Prosecution 


DENVER.—The Office of Price 
Stabilization has announced a 
crackdown on a considerable num- 
ber of Utah automobile dealers, al- 
leging that they charged buyers 
$1 million more than ceiling prices 
during the past year. Charges are 
that prices from $1 to $200 over 
ceiling per car. 

Of more than 200 new-car dealers 
investigated in Utah in a 14-month 
period prior to last May, some two- 
thirds may face prosecution, ac- 
cording to the OPS enforcement 
officer, Elmer W. Pratt. 

New-car dealers have hotly con- 
tested the OPS charges. Some deal- 
ers have contended that OPS is 
embarked on a program of perse- 
cution rather than presecution in 
Utah. 

Involved in the Utah OPS pro- 
gram is the questionnaire which 
was sent to 1,435 dealers and which 
caused such a row in Washington. 

Pratt declared most price viola- 
tions at motor dealerships involve 
the way the car bill is figured on 
factory-installed accessories, local 
advertising, freight to Utah and 
handling costs. 

Dealers contend that all contest- 
ed charges for cars are based on 
“historic pricing formulas in Utah.” 


Neighbors Push Fight 


On Pa. Dealership Site 


PHILADELPHIA.—Nine Rhawn- 
hurst residents have appealed a 
Zoning Board ruling approving the 
construction of a new-car dealer- 
ship building on Castor Ave., be- 
tween Friendship and St. Vincent. 

The appeal was filed in Common 
Pleas Court. The Zoning Board had 
authorized Jules E. Kutner to erect 
the building in a residential district 
on condition that no painting or 
body and fender work be done on 
the premises. 





U. S. Supreme Court for a writ 
of certiorari. 

The atorneys said that it is rea- 
sonable to argue that the order 
may be in violation of the consti- 
tutional guarantee against searches 
and seizures, and to insist that 
OPS consider and decide on merit 
any protests to the present order. 

In addition, they said that the 
order is not authorized by the De- 
fense Production Act of 1950, and 
that it calls for information which 
is irrelevant to a fair determina- 
tion of whether Ceiling Price Regu- 
lation 83 violates that provision of 
the Herlong Amendment guaran- 
teeing sellers “their customary per- 
centage margins over costs of the 
materials or of the customary 
charges during the period May 24 
to June 24, 1950.” 

Accordingly, TADA advised 
dealers to withhold submitting 
the filled-out questionnaire; to 
protest the second order pro- 
pounding the OPS quiz dated 
Oct. 13, and to write TADA rela- 
tive to further procedure in the 
event that the protest is turned 
down. 

The bulletin said TADA had re- 
ceived information that OPS had 
revised its list of dealers to whom 
the questionnaire is being sent, but 
the revised list has not been made 
public yet. 

The attorneys said it may well 
be that protest action will not se- 
cure the results desired, but added 
it is also apparent that mere com- 
pliance with the CBS order will 
never do anything for the dealers. 

In any case, dealers were re- 
minded that they had 30 days after 

receipt of the order in which to 
take action. 


a backward trend toward inflation 
in history, and added that, “We'll 
do well to-hold them where they 
are.” 


The Park Ridge (Ill.) mayor also 
foresaw that plants would not shut 
down or have violent changeovers 
in event of war, since management 
has learned from experience that 
mobility is necessary in production. 
He cited General Motors as an ex- 
ample, explaining that GM’s dual- 
purpose plants could be changed 
from peacetime to wartime basis in 
the matter of 24 hours. 


He also told the convention that 
he could see no radical changes in 
automobile building until the 
emergency has passed, or, until 
present highways are converted 
to accommodate the revolution- 
ary changes which production 
has in design. 

The association selected Biloxi, 
Miss., as the site of next year’s 
convention, and heard both panel 
discussions and speeches, Speakers 
included J. C. Doyle, sales and ad- 
vertising director of Ford Motor 
Co.; James C. Moore, general coun- 
sel for NADA, and John J. Hooker, 
senior partner of the Tennessee as- 
sociation’s law firm. 


Doyle said that when the time 
comes to prevent a destructive sag 
in the nation’s economy (after de- 
fense production levels off), the 
current competition for the sales 
dollar will become even stronger. 
He declared that dealers would 
have to contend with dollar diver- 
sions to “television, washing-ma- 
chines, deep-freezes—and even fur 
coats.” 


He warned that after military 
stockpiles are built, personnel in 
the selling fields will find them- 
selves burdened with the respon- 
sibility of maintaining the na- 
tional economy, but assured 
dealers that the market is “still 
there.” 


Predicting 1952 as near a five- 
million-car year, Doyle pointed out 
that 15-million prewar cars are still 
in use, and that their average age 
is older than those which dealers 
started out to replace in the post- 
war period. 


Moore gave association members 
a word picture of efforts by NADA 
in Washington to counteract what 
he termed a “hostile attitude” 
toward the industry by OPS. He 
criticized a questionnaire which 
OPS issued to a cross section of 

(See HAAKE, Page 63, Col. 3) 


Toledo Dealers 
Re-Elect Banham 


TOLEDO.—D. Nelson Banham, 
president of Banham Oldsmobile, 
Inc., has been re-elected president 
of the Toledo Automobile Dealers 
Assn. 

Also re-elected were James Ward, 
vice-president of Carl F. Weissen- 
berger, Inc., first vice-president; 
John O. Davis, vice-president of 
Bob Eddy Buick Co., second vice- 
president, and Edward Trepinski, 
secretary-treasurer. 


On the House .. . 


If newsmen’s judgment means anything, Packard is headed for a 
new era under President Jim Nance and his aides. Impressed by their 
first dealings with Nance shortly after he took over last June, writers 

were even more impressed last week at the press 
preview of 1953 models. They like Nance’s frank- 
ness and his energetic program for Packard... 
And those of the trade press like his activity and 
understanding at the dealer level. An expert at dis- 
tribution, he realizes that dealers provide the foun- 
dation; that Packard will prosper only if its dealers 


prosper... 


Ribbing K. T. 
autographed photo from President Truman, news- 
men at the Chrysler preview got this reply: “I'm 
going to turn the photo to the wall after Nov. 4” 
. . . New Mexico association has issued a clever 
vote reminder to its members... 


A 


Wemhoft 


Keller because his office has an 


President Joe Paretti reports Louisiana association now has 97 
percent of state’s dealers in its fold . . . North Carolina group has 


added 32 new members recently. 





—Pete WeMuHorr, Editor, 
Automotive News 
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OUR PLATFORM: |. Fair and equitable contracts between manufacturers 






AUTOMOTIVE 

o m and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 
t the dealers on every used vehicle accepted in partial payment for a new 
A A car or truck. § 3. Every dollar of gasoline tax collected by state or federal 
tL jovernments applied to the building and maintenance of highways. 
£ e f< The elimination of government and bureaucratic controls over this 
® & industry. § 5. A return te the precepts of independence and the rewards of 


— energy and ability, which made America and gave more of her 
citizens more of the better things of life than anywhere else in the world. 





Resistance to Auto Prices 


Makes OPS a Joke 


_—— who has even a passing acquaintance with the 
auto industry knows that there is price resistance up 
and down the line. Both new and used cars are selling well 
below the ceiling in nearly all cases. 


While many in the industry are concerned about the 
possibility of over-production, there are none who see 
anything like the posibility of a shortage of cars in the 
future. 


By the end of this year, there will be 44,000,000 cars on 
the road. The problem of the day is to try to build roads 
fast enough to handle these cars—plus 9,500,000 trucks. 
And all authorities concede that it will take many years for 
roads to catch up to the vehicles. 


Under such circumstances, can you understand why the 
federal government, already up to its ears in debt, would 
spend millions of dollars to see that auto dealers do not 
charge too much for cars? 


Does it seem a little silly to send crews of OPS investi- 
gators from city to city to see that dealers have tagged 
every car on their lot with a specific OPS ceiling price—a 
price which is a great deal higher than the market price? 


Would you believe that the federal government would hire 
scores of able lawyers to write up millions of words of rules 
and regulations to govern or confuse the men who are 
selling cars at prices lower than ceiling? And the cost of 
this adds a little more to the fantastic tax burden on every 
one in the nation. 


The latest index of used-car prices, printed elsewhere 
in this issue of Automotive News, shows the overall average 
price at $1,166. The September average was $1,214, and_ 
the August average was $1,220. 


The price trend is definitely downward on used cars— 
and new-model announcements indicate hope that new-car 
list prices will hold steady or be slightly down. But whatever 
the list is, dealers know that they have had to overallow on 
tradeins, or discount, in order to move new cars. 


It is long past time for the federal government to stop 
wasting our money on such foolishness as ceiling prices on 
auto products. 


Auto 
Forum 


“Goodwill is the one and 
only asset that competition 
cannot undersell.” — MarsHALL 


Fievp. 
* * + 


Tough Decision 


“We know that this country 
faces a most critical period in 
the years ahead. The question is 
not only, what can we afford for 
national security? It is also, can 
we afford not to do what is 
necessary for our security?”— 
Henry H. Fowler, director of 
defense mobilization. 

* * * 


According to Order 


“Under our system, factory 
profits are plowed back into 
tools, research, machinery for 
lower-cost production. They 
have to be—the competition of 
new models sees to that.”— 
William O’Neil, president, 
General Tire & Rubber. 

ok * * 
Sales Lure 

“The goodwill, customer satis- 
faction and sound relations 
which result from a_ business 
policy of aiming to please the 
customer are the best sales re- 
cruiters you'll find anywhere.”— 
John O. Huse, sales manager, 
Chrysler Motor Parts Corp. 


* * * 


Doesn’t Fit Crime 


“Should trucks be nailed to 
the cross because they grew up 
and the highways didn’t? 
Definiaely not! It’s like pad- 
dling a youngster because his 
pants keep tearing at the 
seams, when any dunce can 
see there’s more boy than 
there was a year ago.” — Dr. 
TENNYSON Guyer, public rela- 
tions director, Cooper Tire & 
Rubber Co. 


* * * 


Uncle Sam’s in Business 


“The most casual examination 
of the party platforms this year 
reveals that economic issues are 
more important than ever. The 
government in Washington is 
deeply enmeshed, for good or ill, 
in the economic life of citizens 
in all parts of the country.”— 
Economic Intelligence. 

* * * 
Big Selection 
“Today the public is being 
offered three brands of air 
power: The Administration’s; 
a Congressional brand, and an 
Air Force package. Since all 
three add up to total bank- 
ruptcy, the outlook is unfavor- 
able.”— Eugene E. Wilson, 
former president, United Air- 
craft Corp. 
* * * 
Missing Link 

“There are large areas within 
the Soviet orbit that hold prom- 
ise of tremendous output. What 
is truly lacking is the incentive 
for advance that has come from 
the dollar-and-cents struggle for 
survival that characterizes 
American industry.” — Secretary 
of the Interior Chapman. 


* * * 


Better Do Something 


“Our toll (traffic fatalities) 
makes the figures in Korea in- 
significant. What are we going 
to do? Dammit, we (Cali- 
fornia) kill more people than 
any two states in the Union. 
—Gov. Earl Warren of Cali- 
fornia, 
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‘Would Stop Crooks ... / 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





How Title Law Helps 


Have just read “Case for Georgia 
Title Law” in the Oct. 20 issue. 

I, too, am puzzled as to the rea- 
son the new-car dealers are not in 
support of a title law for their state 
of Georgia. Perhaps it is prevalent 
among those dealers who have not 
suffered the agony of losing a new 
automobile into the hands of a 
“crook” as was the writer’s experi- 
ence on Apr. 30, last when a check 
on a nearby city’s bank was given 
in full payment for the new 1952 
car which was promptly turned 
down by the bank with notation of 
“No Account.” 

An application for a title had 
been given the “culprit,” properly 
acknowledged by a notary, which, 
as always, is a bill-of-sale to ac- 
company the application for new- 
car title. 

The vehicle department was im- 
mediately notified of the fraud and 
requested to refuse issuing Kansas 
title and license for stolen car. 
Facts are he never obtained title 


The Big Story 


Sales of frozen cars continue to sag, from 28,500 in August to 21,400 
in September, according to OPA estimate. Price body refuses to guess 
on October sales, but Automotive News reports indicate volume “well 


below” September’s . 


.. Army ordnance begins procurement of 30,000 


Chevrolets, Fords and Plymouths under new, higher price ceilings of 
up to $1,500 .. . NADA says if Government is so concerned with 
maintenance of 435,000 new cars and trucks as to issue stringent rules 
for their upkeep, it must also be interested in other 32,000,000 vehicles 
already on road—and in doing something constructive to keep auto 
mechanics on job. Pious hopes and an end to official pressure (by 
War Production Board) to force mechanics into war plants are not 
enough, NADA says, asking positive program. 


—From the files of Automotive News. 





but used Arizona plates lifted from 
another car. 

On July 18, following, a call came 
from Tampa, Fla., from a man who 
had made a partial payment toward 
purchase of this car, making in- 
quiry as to why Roberts was unable 
to secure a Kansas title. Thus the 
car was trapped then and there. 
Without title laws in most of our 
states it is likely my new car would 
never have been retrieved. 


The innocent purchaser made the 
statement to me: “If I had wished 
to be dishonest I could have driven 
into the state of Georgia and se- 
cured a title and you would never 
have found your car.” This state- 
ment, as I understand Georgia law, 
is correct. 

Tell them for me not to wait 
until this happens to each of the 
dealers for them to be in support 
of a title law.—B. S. Brooxs, Brooks 
Motor Co. (Chrysler - Plymouth), 
Norton, Kansas. 

+ * = 


Engine in Rear 


We heartily “second the motion” 
with respect to your suggestion in 
AvuTomMoTive News, Oct. 20, that 
some manufacturer bring out a 





How Stevens Sees lt 


sports car with engine in the rear 
to test public reaction. 

If one of the leading makers 
would present a rear-engine model 
and really “turn the heat on” in 
promoting it, we have no doubt 
about its success. There are many 

(Continued on Page 61, Col. 3) 
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Hudson wonder car shown to Hudson’s sales force on September 15th at Detroit’s Masonic Temple. 


Still Time to Get on the Band Wagon! 


c3 a 










THE BOSTON POST v MAY be face to face with the greatest sales opportunity of 

a ; Hodson Field Staff t your career. In all the world, there’s no other car like this. . . 

Newsweek Ra: ae Previews New Model, f a low-priced car that performs like the fabulous Hudson Hornet, 
<a preview of activities that will / ae och ag ow iF) national stock-car champion! With the addition of the new 

aking mows in the wont low ~~ tenit this week to pre: { } wonder car to Hudson’s present line, Hudson dealers will enjoy 










idson: The thriving 0 é 
ae a new model to compete a _ 
low-price field. Over-all dimensions ee 
carefully guarded secret, but : = 
learned that the mystery car — pe _ 
offered as 2 low-slung, four~ eet Je 

issenger sedan. It will wae a ape 
5.800 pounds and will be oe a = 
engine of more than 100 horsey ; 
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Road tests prove Hudson’s new wonder car outperforms anything 
in the low-price field. Possible only because of exclusive “‘step- 
down”’ design, this trim, compact car glides over a washboard 
back road just as smoothly and surely as it does over a new 
parkway. It hugs the road tighter and is safer than anything 
except another Hudson. 





| HydraMatic transmission. 









You can profit with this great new car and the other outstanding 
Hudson series, starring the fabulous Hudson Hornet. A few choice 
Hudson's New Car ( dealer franchises are available . . . if you hurry! For full and con- 
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New-Car ‘Bootlegging’ Also Hit... . 


End of Controls Urged 


AUTOMOTIVE NEWS, NOVEMBER 3, 1952 


By Virginia Dealers 


RICHMOND, Va. — Nearly 800 
dealers attending the annual con- 
vention of the Virginia Automotive 
Trade Assn. last week urged Con- 
gress to hasten abolition of con- 
trols. 

In addition, they asked NADA 
to study “bootlegging” of new 
cars and seek to end the prac- 
tice. They pointed out that the 
practice was a menace to new- 
car dealers and it places the pur- 
chaser of such cars in jeopardy 
as to rights under factory war- 
ranty. 

The resolution on controls hit 
specifically the OPS, Controlled 
Materials Plan, and the Wage Sta- 
bilization Board. The dealers urged 
that Congress see that sufficient 
materials were provided for defense 
and the rest made available to 
consumers. 

Congress was asked to save tax- 
payers’ money by immediately dis- 
charging all employes of the “un- 
necessary” government agencies. 

“Sell if you want to keep up” 
was the theme of most conven- 
tion speakers. 

Joseph E. Bayne, general sales 
manager, Lincoln-Mercury, put it 
bluntly: “Buyers feel they’ve been 
slighted too long. If I were a dealer, 
I’d get a batch of salesmen who'd 
get out and contact the public. We 
need to improve relationship be- 
tween dealer and consumers.” 

Ewing Stumm, director sales 
training for National Cash Reg- 
ister Co., warned: “If dealers 
don’t get out and sell, they’re 
going to have trouble moving 


Okla. Legislature 
Asked for Vehicle 


Inspection Law 


OKLAHOMA CITY.—Compulsory 
motor vehicle inspection was recom- 
mended to the Oklahoma State 
Legislative Council late last month 
by its public safety committee. 

Other recommendations for trans- 
mission to the 1953 Legislature in- 
clude: 

Construction of experimental 
truck pull-off lanes on hills. 

City control of emergency vehi- 
cles using sirens. 

Exetnsion of uniform traffic con- 
trol requirements to counties. 

Preparation of a model traffic 
ordinance for cities. 

Authorization for State Highway 
Patrol enforcement of traffic laws 
on the Oklahoma City-Tulsa toll 
road, with the turnpike authority 
paying the cost. The authority 
would retain the power to set speed 
limits on the road. It has discussed 
a 40-mile minimum. 

Prohibition of outdoor movie 
screens visible from the highway. 

Restriction of 16, 17 and 18-year- 
olds to provisional driver’s licenses, 
with automatic revocation for traf- 
fic violation. 

Increasing authorized State High- 
way Patrol strength from 296 to 
300. Present strength is 227. 

Strict statutory qualifications for 
the post of state public safety com- 
missioner, with state senate con- 
firmation of appointments to the 
commission by the governor. 





5,500,000 cars to be manufactured 
next year. 

Arthur H. Motley, president, Pa- 
rade Publications, declared: “Auto 
dealers have to get back to selling 
and doing things they once knew 
but have since forgotten. It’s no 
longer a seller’s market.” 


Results of mail ballot, an- 
nounced during convention, 
showed Paul R. Lauritzen, of 
Richmond, reelected president 
(second term); Harry W. Ben- 
dall, of Alexandria, also reelected, 
first vice-president. 

Other officers: 

Seaborn Flournoy, of Norfolk, 
second vice-president; William T. 
Robey jr., of Buena Vista, third 
vice - president; R. Cary Mount- 
castle, of Covington, secretary- 
treasurer. 

John E. Raine was renamed gen- 
eral manager, and David L. Raine 
as counsel. 

New directors include: George E. 
Shields, Newport News; W. T. 
Goode jr., Portsmouth; J. L. Ty- 
ringer, Hampton; J. Roland Chap- 
man, Richmond; W. D. Dunning- 
ton, Hopewell; H. Lee Turpin jr., 
Wytheville; P. C. Duckworth, 
Lynchburg; E. J. Kerfoot, Front 
Royal; Harold Smith, Grundy; 
Wilter H. Eyles, Arlington; Ken- 
neth H. Moore, Alexandria; Charles 
T. Moses, Appomattox. 

Entertainment arranged by John 
E. Raine, general manager of the 
association, included an 8 a.m. 
Southern sausage-ham-hominy-egg 
breakfast, honoring 185 “Oldtimers” 
—Virginia automotive men who've 
been in business 25 years or more. 

Honored “Oldtimer” was George 
H. Robinson, midland (Fauquier 
County) repair shop owner, who 
bought and drove the first auto- 
mobile ever used in the White 
House. He bought two White 
Steamers 1908, on request of Wil- 
liam Howard Taft. When they 
arrived, day before inauguration, 
Robinson stayed on as chauffeur 
through Taft’s term. 

At the final session, 68 car dealers 
were awarded citations for con- 
tributing cars to school driving 
class in Virginia. At the same time, 
dealers listened to talk by Amer- 
ica’s first traffic engineer, Burton 
W. Marsh, director of traffic engi- 
neering profession in Pittsburgh in 
1924. 

Citations to dealers given jointly 
by Automobile Club of Virginia, 
NADA, Interindustry Highway 
Safety Committee, and the Auto- 
motive Trade Assn. of Virginia. 


Reapportionment Plans 


Up at Economic Club 


DETROIT. — Michigan reappor- 
tionment amendments to be voted 
on tomorrow (Nov. 4) will be dis- 
cussed today at the luncheon meet- 
ing of the Detroit Economic Club. 
August Scholle, Michigan CIO lead- 
er, will speak on Amendment No. 2, 
and Creighton R. Coleman, state 
senator from Battle Creek, will dis- 
cuss Amendment No. 3. 

Next week’s speaker will be John 
S. Coleman, president of Burroughs 
Adding Machine Co., who will dis- 
cuss “What Business Should Ex- 
pect from the New Administration.” 





Hudson's Target: 1,000 More Dealers— 


With a goal of 1,000 new dealers “strategically located in areas where increased 
sales strength is needed," Hudson is widening its market coverage preparatory to 
introducing its new low-priced car. Discussing the expansion move are N. K. Van- 
Derzee (center), sales vice-president; Roy D. Chapin jr. (left), assistant sales manager, 
and C. A. J. Hadley, sales manager. 











Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Aptco Auto Auction. Sale every Wednesday.) 


Oct. 29 


(Sale was quite fast. 
to be leveling off. Sold 
of 89 offerings.) 
BUICK—’50 Special 4-dr., $1,050. °48 

RM 2-dr., $760. °47 Super 2-dr., 
$600, $700. 

CHEVROLET — '51 SL Deluxe club 
coupe, $1,300; Bel-Air, $1,580. ‘50 
Bel-Air, $1,340; SL Deluxe 2-dr., $1,- 
175; 4-dr., $1,115. °48 SM conv., 
$495. '46 FM 2-dr., $510. 

CHRYSLER—’51 NY 4-dr., $1,435*. 
NY club coupe, $1,450*. 

DeSOTO—'50 Sportsman, $1,580*; Cus- 
tom 4-dr., $1,325; club coupe, $1,330. 
’49 Custom club coupe, $1,075*. 

DODGE—’51 Meadowbrook 4-dr., $1,- 
295°. 

FORD—’'51 Custom (8) 2-dr., $1,300*; 
club coupe, $1,275. ‘50 Custom (6) 
4-dr., $925. '49 conv., $715. ‘47 SD 
(8) 4-dr., $465; SD (6) 4-dr., $435. 

KAISER—’'48 4-dr., $455. 

MERCURY—’51 station wagon, $1,360. 
"50 2-dr., $1,300. '49 4-dr., $975. ‘48 
club coupe, $700. 

NASH—’49 (600) 4-dr., $740. 
bassador 4-dr., 2 at $600. 

OLDSMOBILE—’49 (76) conv., 
’48 (76) club coupe, $740. 

PACKARD—’48 4-dr., $800. 

PLYMOUTH—’50 SD 4-dr., $1,025. 
Deluxe 4-dr., $390. 

PONTIAC—’51 Chieftain (8) club coupe, 
$1,680*; Chieftain (6) club coupe, 
$1,500. '47 conv., $450; SL (8) club 
coupe, $530; Chieftain (8) 2-dr., $690. 

MISCELLANEOUS—’48 Anglia-Prefect 
4-dr., $125. 


Prices appear 
49 cars out 


‘50 


‘48 Am- 


$990*. 


"46 






Oct. 22 
(Sale was slow and way off. Prices 
still declining. Sold 42 cars out of 

80 offerings.) 

BUICK—’50 Super 4-dr., 
250. 

CADILLAC — '50 (62) 4-dr., 
49 (62) conv., $2,265*; 4-dr., 
880°. 

CHEVROLET — '52 SL Deluxe conv., 
$1,735*. ‘'50 SL Deluxe conv., §$1,- 
490°; 4-dr., $985; 2-dr., $1,035. ‘41 
club coupe, $175. 

DeSOTO—’'49 Custom club coupe, 
130°. 

DODGE—’50 Coronet 4-dr., $1,180. '49 
Coronet club coupe, $1,110. °48 Cus- 
tom 4-dr., $715. ‘47 Custom 4-dr., 
$725. 

FORD—’52 Mainline (8) 4-dr., $1,850*. 
’51 conv., $1,500. ‘50 Custom (8) 
4-dr., $1,210. °49 Custom (6) 4-dr., 
$885. °48 Deluxe (6) 4-dr., $400. 

FRAZER—’51 4-dr., $1,210. 

HUDSON—’46 Super (6) 4-dr., $275. 

KAISER—’51 4-dr., $1,250*. 

LINCOLN—’51 4-dr., $1,910*. 

MERCURY — ’51 club coupe, $1,705*; 
4-dr., $1,690, $1,660, $1,625. 

NASH—’46 (600) 4-dr., $475. 

PACKARD—'47 4-dr., $660. 

PONTIAC—’'50 Catalina, $1,950*; Chief- 
tain (8) 2-dr., $1,880*, ‘47 SL (8) 
4-dr., $570; Chieftain (8) 2-dr., $675. 

STUDEBAKER — '52 Commander (8) 
club coupe, $2,000. ‘51 Champion 
2-dr., $1,280. 


$1,300*, $1,- 


$2,770°*. 
$1,- 


$1,- 


*Indicates automatic transmission or overdrive. 


Other Auction reports are on Pages 48-50 





Industry Plans Tribute 


To AP’s Dave 


DETROIT. — Auto industry lead- 
ers and newsmen will join in pay- 
ing tribute to David J. Wilkie, 
automotive editor 
of the Associated 
Press, at a golden 
anniversary din- 
ner Nov. 25—ex- 
actly 50 years 
from the day he 
joined the AP in 
Detroit. 


The affair, to 
be held at De- 
troit’s Sheraton- 





Cadillac Hotel, 
David J. Wilkie will feature a 
talk by C. F. “Boss” Kettering, 
General Motors research consult- 
ant. Toastmaster will be Michael 
A. Gorman, editor of the Flint 
(Mich.) Journal. 

Other speakers will include 
Frank J. Starzel, general man- 
ager of the Associated Press, and 
Siler Freeman, automotive editor 
of the Detroit Times. 

A gift commemorating the golden 
anniversary of Wilkie’s AP service 
will be presented to him by those 
attending the dinner. 

To his present-day associates and 
friends, Wilkie has been the Asso- 
ciated Press automotive editor 
ever since there were automobiles. 
But this title has been officially 
a part of his byline only since 1939. 
He wrote almost daily stories of 
the fast-growing automobile indus- 
try for many years before that, 
but he served in a great many 
capacities since joining the AP in 
Detroit as a $4-a-week messenger 
boy Nov. 24, 1902, at the age of 14. 

By 1914 Wilkie was writing his 
own copy, handling vacation re- 
lief assignments on the editorial 
staff; in 1915 he was assigned as 
night editor, and in 1917 he was 

named correspondent, in charge 
of the Detroit AP bureau. 
In 1928, Wilkie was appointed 





Lloyd on TV Climaxes 


NADA Vote Drive 


NEW YORK.—J. Saxton 
Lloyd, president of the National 
Automobile Dealers Assn., cli- 
maxed the NADA’s intensive 
“get-out-the-vote” campaign 
when he appeared as spotlighted 
guest on Ed Sullivan’s “Toast 
of the Town” television program 
Sunday. 

The invitation of Lloyd is re- 
garded as a tribute to the drive 
waged by the NADA’s public- 
relations committee. The audi- 
ence for the Ed Sullivan pro- 
gram is estimated at from 15 to 
18 million persons. 

A RISES 


Wilki 
chief of bureau for AP in Detroit, 
but he continued to write. By his 
own calculation, the biggest single 
writing job he ever handled was 
a biographical sketch of Henry 
Ford, which ran in excess of 20,000 
words and which he revised peri- 
odically, perhaps six or seven times, 
before Ford’s death. 

Wilkie was a personal friend of 
Ford, and knew him perhaps more 
intimately than any other working 
newspaperman. 

When Henry Ford died late one 
April night in 1947, Wilkie was 
at his desk in the AP bureau 
directing the coverage of a Michi- 
gan primary election. After break- 
ing into the main trunk wire 
with his first bulletin that Ford 
had died, Wilkie stuck to his 
typewriter for nine solid hours 
pouring out the story of the in- 
dustrialist, his life and his vast 
automotive empire. 


A citation in the AP General 
Service Log for that week told how 
Wilkie wrote most of the story 
right out of memory, “a memory 
so accurate that not a single im- 
portant error was made as he fol- 
lowed his first bulletin with adds, 
tops and sidebars that no one else 
could write.” 

Wilkie has a basement workshop 
devoted to his hobby, an intense 
interest in electronics. 


As for any plans to retire, he 
isn’t even thinking of it! 





Colorado Meves 


On Unsafe Cars 


Dealer Sales Under 


Inspection System 


DENVER. — The state revenue 
department has prepared a drastic 
new regulation designed to elimi- 
nate used cars with mechanical 
faults from the highways. 

It requires inspection of these 
vehicles by the dealers before 
they attach the stickers at the 
time of transfer. Any violation by 
the dealers will mean the loss of 
their licenses to sell cars and the 
grounding of the drivers to whom 
improper inspection certificates 
may have been issued. 

Following are the main phases of 
the new regulations, which are 
considered by the revenue depart- 
ment to be a forward step to 
greater traffic safety: 

1. Dealers’ permits are to be 
issued on sales from dealer to pur- 


chaser, one dealer to another 
dealer, or on sales of vehicles 
through licensed auto auctions. 


Permits must bear the same date 
as that of the sale. 

2. Only one permit is to be is- 
sued for each sale. No extension 
of time or additional issue is 
permitted. 

3. Permits are good for 20 days 
only, including the date of issue. 
They are not valid after the plates 
are received and must immediately 
be removed from the vehicle and 
plates attached. 

4. All motor vehicles must have 
a valid state-inspection sticker be- 
fore the vehicle can be operated on 
the highways under the permit. 
Dealers’ permits cannot be placed 
on motor vehicles that are not in 
condition to pass state inspection. 

5. Dealers’ sales agreements or 
bills of sale, properly issued by a 
licensed dealer, or the assigned title 
or completed title to the vehicle 
must accompany the car upon 
which the permit is placed, and 
must be retained in the car at all 
times when operated under the 
permit. 

6. Permits are not be to used to 
demonstrate cars, transport cars or 
deliver new cars from factory to 
dealer, except when a bona-fide sale 
has been made by a Colorado 
dealer. 


'Glides' to Million 
Chevrolet’s Transmission 


Hits Record Output 


DETROIT. — Chevrolet, the first 
automobile maker to introduce an 
automatic transmission in the low- 
price field, has completed its mil- 
lionth Powerglide unit. 

T. H. Keating, Chevrolet general 
manager, said the first million 
Powerglide units were built in 34 
months, an industry record. 

Actual production required less 
time than it took for the unit’s 
engineering development and test- 
ing, which spanned four years. 

Keating paid tribute to the Chev- 
rolet engineers responsible for sim- 
plifying torque-converter design for 
mass production, and said it had 
proved virtually trouble-free in 
mass use. 





First Mercury from New Plant— 


Civic officials were on hand when the first car made at the new Lincoln-Mercury 
assembly plant at Wayne, Mich., came off the final assembly. The Mercury four-door 
was delivered to Robert F. Hutcherson, L-M dealer in Wayne, by Plant Manager Owen 
F. Marsal and P. D. Warren, Detroit district sales manager. At the ceremony (from 
left) are Warren; Marsal; Wilson J. McCormick, mayor of Wayne; Hutcherson, ana 
Sherman J. Bunnell, supervisor of Nankin Township. The plant is on a 174-acre site 
on Michigan Ave. at the western extremity of Wayne. It is 1,500 feet long and 90( 
feet wide and has a floor space under cover of 1,335,500 square feet. Productior: 


capacity is 320 units in eight hours. 
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Still setting the pace... 


Che Philadelphia Inquirer 


shows a gain of 


920,000... 


for the first nine months of 1952, following a record year 


in 1951...while the 2’ paper shows a loss! 


*Source: Media Records 
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Delaware Valley. Especially 
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4,500,000 people. THE 


Che Philadelphia 


Constructively Serving 


record with 36,894,000 lines 
last year is on its way to another 
new high... making advertising 
records because it gets adver- 


tising results! 


Anguirer 


The World’s Greatest Industrial Area 


ne Exclusive Advertising Representatives: ROBERT T. DEVLIN, JR., Empire State Bidg., N.Y.C., Longacre 5-5232; EDWARD J. LYNCH, 20 N. Wacker Drive, Chicago, Andover 3-6270; GEORGE S. DIX, Penobscot Bidg., 


ite = 


10 Detroit, Woodward 5-7260. West Coast Representatives: FITZPATRICK & CHAMBERLIN, 155 Montgomery St., San Francisco, Garfield 1-7946 © 1127 Wilshire Boulevard, Los Angeles, Michigan 0259 


ior: 








Sponsor 35th Chevrolet Dealer Sons’ Class— 


AUTOMOTIVE NEWS, NOVEMBER 3, 1952 
Christopher Heads Assn... . 


Alabama Dealers Rap 
Laxity on Highways 





Dealer-sponsors of students who graduated from the Chevrolet dealer sons’ school get together in Detroit after recent gradu- 
ation exercises of the 35th session. Front row (from left): W. F. Gaddy, North Wilkesboro, N. C.; S. J. Willcox, Jeffersonville, Ind.; 
H. G. Huffman, Millersburg, O.; W. E. Lyons, Manhasset, N. Y.; H. G. Tucker, Stroudsburg, Pa.; G. A. Hornbeck sr., Forest City, 
Pa.; R. E. McCoy, Carroll, la.; M. N. Keith, Sheridan, Ark.; J. F. Crankshaw jr., Montpelier, Ind.; G. W. Hoselton, East Rochester, 
N. Y., and J. L. Jones, Greensboro, N. C. Middle row: C. W. Greening, Breckenridge, Mich.; C. D. Ludwick, Keyser, W. Va.; C. A. 
Ludwick, Keyser, W. Va.; Lou Wilsch, Columbus, O.; Frank McNally, Flushing, Mich.; Jerry DeNooyer, Kalamazoo, Mich.; A. A. 
Gustman, Kaukauna, Wis.; B. C. Waling, Wilmette, Ill.; H. Y. Ruby, Chicago, and G. L. Clawson, Delphi, Ind. Third row: Mandell 
Ourisman, Washington; O. C. Wellman, Livermore Falls, Me.; Leo E. Karl, New Canaan, Conn.; Ernest Seitz, Toronto; Bernard F. 
Curry jr., New York; H. W. Winslow, Kingstree, S. C.; Ross Axtell, Hamburg, la.; J. V. Chamberlin, Weiser, Id., and John Hendler, 


Burlington, N. J. 


FBI Tells Dealers How to Protect Selves .. . 








Car Thefts Now Top Crime List 


Eprror’s Note: To help its deal- 
er readers in combatting the 
alarming incidence of car theft, 
Automotive News presents the 
following article, based on infor- 
mation obtained from officials of 
the Federal Bureau of Investiga- 
tion. 

ee Despite the ef- 

forts of law-enforcement agen- 
cies, auto thefts are mounting. An- 
nual losses of dealers and owners 
victimized by thefts and swindles 
amount to nearly a fifth of a bil- 
lion dollars, before recoveries. 

And with mounting evidence 
of the growth of highly-organ- 
ized theft rings, fully equipped 
to “modify” a stolen car in a 
hurry, the percentage of recov- 
eries is declining steadily. 
Federal Bureau of Investigation 

officials, moving to intensify their 
war on car left, are hoping to en- 
list the support of the nation’s 
thousands of dealers in a campaign 
to slash incidence of the crime to 
an absolute minimum by squeezing 
the profit out of it. 
* +” + 


ous officials say auto dealers 
can be of major assistance in 
reversing the two-year “boom” that 
has shot auto theft to the top of 
the list of crimes against property. 


FBI Director J. Edgar Hoover 
points out that 1951’s stolen cars 
were worth a staggering $190 mil- 
lion—up 15 percent from 1950, 
and 20 percent higher than in 
1949. 


The average stolen car was val- 
uel at $965 last year—more than 
four times the value of the loot in 
the average robbery, next most 
lucrative crime. Meanwhile, the 
percentage of stolen cars recovered 
has slipped steadily from 97.9 in 
1942 to 91.8 last year. 

+ * * 


TH FBI's reports from 40 U. S. 
cities show that “car stripping 
and theft of articles left in the ve- 


hicles account for 41 percent of all 
larcenies. 

Dealers are not only victimized 
as unwitting “middle men” in car 
thefts, but often find themselves 
the object of swindles or outright 
theft from their lots, the agency 
says. 

More than 500 cars a day were 
stolen last year. Many of them 
found their way into dealers’ hands, 
provided with complete (but false) 
identification papers, and with nor- 
mal identifying characteristics 
usually altered to make tracing 
difficult. 

* * + 

O MEET this situation, FBI of- 

ficials are huddling with state 
and local enforcement agents in 
more than 100 meetings, starting in 





Old Folks Entertained 


’ By Paterson Dealers 


PATERSON, N. J.—One hun- 
dred aged residents of Passaic 
County public institutions were 
the guests of the Passaic County 
New Car Dealers Assn. at an 
7 outing at Bear Mountain 
nn. 

Entertainment was contribut- 
ed by volunteers from 12 to 83 
years old. The Paterson Morn- 
ing Call, which had cooperated 
in staging the affair, praised the 
Passaic County association for 
its “magnanimously humane 
spirit,” and, encouraged by the 
event’s success, the sponsoring 
committee decided to make it 
annual. 

H. Sherman Beatty was chair- 
man of the special dealers’ com- 
mittee. Other members were 
President Eugene De Tone, Vice- 
President Walter Merrell, Treas- 
urer J. George Cuccia, Thomas 
Brogan jr., Louis Cohen, George 
Delaney and Albert Streelman. 








. \ 





Fla, Officers Congratulated by Lloyd— 


J. Saxton Lloyd (left), president of NADA, congratulates new officers of the Florida 
Automobile Dealers Assn. at the state convention in Miami Beach. From left are 
Lloyd; Eugene R. Elkes, president; Edward Lee, first vice-president, and John F. Zeder,| Will go to the trouble of reregister- 


secretary-treasurer. 


October and continuing through 
this month and next. 

State motor vehicle officials, 
representatives of the National 
Automobile Theft Bureau, Gen- 
eral Motors Acceptance Corp., 
and other interested agencies are 
cooperating. GMAC is turning out 
a 20-minute motion picture to 
highlight the problem. 
Meanwhile, the FBI says, alert 

dealers can save themselves and 
their customers from loss, incon- 
venience and embarrassment by 
taking some comparatively simple 
precautions. 
*: * * 

ee taking in any car in 

trade, or buying it for a used- 
car lot, each dealer should take the 
following steps: 

1. Examine the keys. Are they 
factory keys or duplicates? 
Original keys for General Motors 

cars carry a key number. Replace- 
ment keys do not. However, re- 
placement keys generally carry 
some identifying mark, such as a 
small number 15 on the side of the 
key, or the name of the locksmith. 
Duplicate keys for all makes are 
usually easy to distinguish from 
originals for the make. 

* x * 


2 HAS the vent glass on either 

© side been replaced? FBI experi- 
ence shows that most thieves will 
break the vent glass on the driv- 
er’s side of a locked car, then jump 
the switch to steal the car. 

Every piece of factory-installed 
glass will have a _ trademark, 
usually in a lower corner. 


Replacement glass doesn’t have 
the trademark. Sometimes, too, the 
open edge of a replaced vent glass 
is rough, unlike the original. When 
the vent has been pried open with 
a tool, tool marks often appear on 
the body. 


8. Check the ignition. Is there 
any sign of tampering with the 
switch? Is there a patch of friction 
tape on the lead from the coil? 
Thieves who jump a switch by 
placing a wire direct from the coil 
wire to the battery, and that is 
most of them, will then replace 
the switch, but usually just patch 
the coil wire with a piece of tape. 


4. Do the license tags look like 
they belong with the car? New 
tags on a used auto at mid-year 
should have a good explanation. 
Most thieves, FBI records show, 
buy new plates for a stolen auto 
to get the car registered in the 
name under which they intend to 
sell it. 

New tag bolts don’t belong in old 
plates. Such bolts will generally 
rust within two to three weeks aft- 
er installation. Old tag and new 
bolts often means a stolen tag. 

* * + 
5 WHEN was the car registered? 
* Very few legitimate owners 


(Continued on Page 66, Col. 1) 





BILOXI, Miss.—W. F. Hufstader, 
vice-president in charge of distri- 
bution for General Motors, told 
members of the Automobile Dealers 
Association of Alabama that “High- 
way construction and moderniza- 
tion has been pitifully inadequate.” 
He called for a halt in the “Use of 
highway funds for any other pur- 
pose” than road development. 

Hufstader addressed the opening 
session of the Alabama group’s 17th 

annual convention here last week. 

In line with the address, the 
association adopted a resolution 
deploring “the present inadequa- 

cies of the highway system of our 
own state” and expressing a& 
“keen interest in the development 
of our highways in as thorough 
and rapid manner as our econ- 
omy will permit.” 

Hufstader said 53,000,000 cars 
and trucks were using the streets 

and highways of America today. 
Sixty percent of the nation’s traffic 
is concentrated on 7 percent of the 
highway mileage, he said. 

“In terms of the value of the 
1941 dollar,” Hufstader asserted, 
“annual highway expenditure for 
1939-41 averaged 2.5 billions per 
year. The same expenditures for 
1949-51, ten years later, were only 
2.3 billions of dollars per year, 
measured in the same kind of dol- 
lars.” 

H. C. Christopher, of Fort 
Payne, was elected president of 
the Alabama dealers for next 
year. 

Other. officers are Clarence House, 
Birmingham, first vice - president; 
R. S. Hicks, Decatur, second vice- 
president; F. E. Davidson, De- 
mopolis, second vice-president, and 
John McGarity, Troy, secretary- 
treasurer. 

Directors are A. B. Woods jr., 
Russellville; Hershel Littrell, 
Athens; W. Herbert Ray, Hunts- 
ville; George Averitt, Dora; Joe 
Wittmeier, Oneonta; T. M. Calla- 
way jr. Gadsden; V. C. Adams, 
Anniston; Charles Whitaker, Ens- 
ley; Rhea Fayssoux, Tuscaloosa; 
Harry Hooper jr., Selma; T. J. Kir- 
ven, Jackson; L. C. Steele, Mobile; 
D. I. Stuart, Evergreen; Forrest 


McConnell, Montgomery; W. M. 
Polk, Clanton; J. R. Hubbard, 
Dadeville; Fred Clark, Eufaula; 


Judson Colley, Troy, and A. C. 


Freeman, Dothan. 


Resolutions adopted by the con- 
vention called for stricter ob- 
servance of regulations regarding 
the use of dealer automobile tags; 
complimented J. Saxton Lloyd for 
his work as president of NADA; 
called the attention of automobile 
manufacturers to the “importance 
of avoiding conflicts as far as 
possible between factory meet- 
ings and association meetings.” 

Don H. Maring, of Maring-Craw- 
ford Motor Co., Birmingham, a 
dealer for 31 years, received a 
plaque as “Mr. Alabama Automo- 
bile Dealer of 1952.” A Birmingham 
business, civic and religious leader, 
Maring was selected on a basis of 
“service rendered to industry, state 
and community.” 

Participating in his selection was 





Chrysler's Bid in Racing Field— 


an awards jury made up of J. Ed 
Livingston, chief justice of the Ala- 
bama Supreme Court; Alabama 
Episcopal Bishop C. C. J. Carpenter, 
and Dr. Ralph B. Draughon, presi- 
dent of Alabama Polytechnic In- 
stitute. 

Charles J. Farrington, assistant 
to the president of NADA, told 
the dealers that they must as- 
sume more responsibility in the 
field of politics. “You’re in poli- 
tics these days if you’re in busi- 
ness,” he said. 

Maring and Dealer I. C. Pendar- 
vis, of Mobile, Ala., and Tampa, 
Fla., led a forum on dealer prob- 
lems, emphasizing the importance 
of sound service programs, good 
advertising and close controls on 
operation costs. 

Other speakers included Joseph 
F. Leopold, Dallas business coun- 
sel; J. Lance Rumble, general man- 
ager, GMC truck retail branch, 
General Motors Products of Can- 
ada, Ltd.; Fred Smith, vice-presi- 
dent of Powell Valve Co., Cincin- 
nati, and Edward McFaul, Chicago 
lecturer. 


GM Profits Up 
As Dollar Sales 
Hold °51 Pace 


DETROIT.—Combined dollar 
sales of General Motors defense 
and civilian products for the first 
nine months and also for the third 
quarter of 1952 nearly equaled sales 
in the corresponding periods of 
1951, C. E. Wilson, president, and 
Alfred P. Sloan jr., chairman of 
the board, reported last week to 
486,000 shareholders. 

Net profits for the nine months 
was $397,030,986, equal to $4.32 a 
common share, against $372,790,913, 
or $4.14 a year ago of which $117,- 
982,901, or $1.31, was earned in the 
third quarter, compared with $92,- 
207,779, or $1.01, last year. 

For the first nine months of 1952, 
total sales amounted to $5,564,000,- 
000 and net income was $387,000,000, 
it was announced. General Motors 
provided $729,000,000 during this 
period for U. S. and foreign income, 
and excess profits taxes on the 
basis of the rates now in effect. 

Earnings on the common stock 
in the first nine months, after de- 
ducing dividends on the preferred 
stocks, were equivalent to $4.32 per 
share, the officials said. 

With production curtailed by the 
steel strike, total sales of $1,659,- 
000,000 in the third quarter were 
18 percent lower than in the second 
quarter but nearly equal to the 
total for the third quarter last year. 
Net income was $118,000,000 for 
the third quarter of 1952. Earnings 
on the common stock, after de- 
ducting dividends on the preferred 
stocks, were equivalent to $1.31 per 
share. 


Dollar sales of defense products 
in the third quarter of 1952 were 
about the same as in the second 
quarter but 66 percent higher than 
in the third quarter of 1951. 





In addition to hitting speeds of 170 miles per hour on the straightaway, this 
Chrysler-powered racing car's 400-horsepower engine enabled it to reach 135.020 
miles per hour for 140 miles (56 laps) at the Indianapolis Speedway, Chrysler re- 
ports. Joe James, driver, is at the wheel. The owner is Roger G. Wolcott, of Indian- 
apolis. This year an official speed record of 133.008 miles was set at the track. 
Modification by Chrysler Corp.'s engineering division include a specially designed 
fuel system, higher compression, larger intake and exhaust porting, and a special 
camshaft. Magneto ignition and mechanical valve tappets are used, and the oil sup- 


ply is of the dry-sump type. 
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The Sound of a New Season 


UNDER THE SPONSORSHIP OF WILLYS-OVERLAND MOTORS, INC. 
THE NEW YORK PHILHARMONIC-SYMPHONY RESUMES ITS 23rp SEASON 
OF BROADCASTS OVER CBS RADIO 


...and this is news not only in a music circle that’s the 
biggest in the world but it’s news in American Business. 

For it gives impetus to a notable advertising trend: 
the use of network radio for products that people think 
about long before they buy. ..cars, watches, appliances, 
and furnishings. (This season CBS Radio’s schedule 
shows the largest number of “consumer durable goods” 
advertisers in post-war years. ) 

Radio launches a new model everywhere —pre- 
sells a product... gets prospects to visit showrooms—all 
with matchless speed and economy. And “hard goods” 
advertising can accomplish nothing more important 


than to give salesmen a chance to meet people and close 


a sale—with sight-sound-and-touch demonstration. 

What brings Willys-Overland to the Philharmonic 
is not only pride of association with America’s oldest 
and most celebrated orchestra, but radio’s unique 
influence with its listeners. The Sunday concerts echo 
all week long in the lingering enjoyment of millions... 
and the sponsor’s news of the new Aero-Willys will 
flash frequent reminders to see and drive it—all through 
the concert season. 

If your own product is the kind that customers must 
first consider—consider radio. For whether it’s music or 
a message, radio makes it come alive in the minds and 
moods of the nation. 


Other Durable Goods 
Advertisers on CBS Radio: 


WRAL 
WORLD NEWS WITH ROBERT TROUT 
Sun. 5:30 pm 


CORK 
THEATRE OF TODAY Sat. 12:00 n 


ELECTRIC AUTO-LITE 
SUSPENSE Mon. 8:00 pm 


DEALERS OF AMERICA 
ROBERT TROUT AND THE NEWS Mon. 
10:30 pm, Wed. 9:25 pm, Fri. Sun. 10 pm 


FRIGIDAIRE 
ARTHUR GODFREY SHOW 
Mon.-Fri. alt. days, 10:15 am 


ELECTRIC 
BING CROSBY Thurs. 9:30 pm 


WITTNAUER 
SYMPHONETTE Sun. 2:00 pm 
CHORALIERS Sun. 10:05 pm 


-CORNING FIBERGLAS 
ARTHUR GODFREY SHOW 
Mon.-Fri. alt. days, 10:15 am 

UNITED STATES RUBBER 
GALEN DRAKE Sat. 10:00 am 
WESTINGHOUSE 
ELECTION RETURNS 
Tues. 9:00 pm, Nov. 4 


THE CBS RADIO NETWORK 


All times shown are EST 
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Picture Is Shifting for Five Contenders .. . 





How High-Priced Cars Line Up 


By Bernie Thomas 
Associate Editor 


C IS not surprising that industry 
observers predict intense compe- 
tition for sales in the luxury-car 
market in 1953, because records in- 
dicate that there has already been 
something of a sales race going on 
this year in that field. 

At the end of August, some 
significant changes in sales posi- 
tion had already taken place, as 
compared with last year, in the 
sales arena where prices start at 
around $3,200. 

The contestants in that market 
are Cadillac, Chrysler V-8 models, 
Buick Roadmaster and Packard 
250, 300 and 400 models. They line 
up on the sales ladder in that 
order. However, the spaces between 
the rungs which separate each of 
them were of a different size at 
the end of August, this year, than 
at the end of August, 1951. 

+ + + 

HRYSLER, Lincoln and Packard 

have moved up, while Cadillac 
and Buick have dropped down in 





the luxury market. This market 
accounted for 6.6 percent of all 
new-car sales in the first eight 
months of this year, as against 5 
percent in the same period of 1951. 

At the end of August this year, 
Cadillac was accounting for 32.7 
percent of all luxury new-car 
sales; Chrysler, 26.8 percent; 
Buick, 20.3 percent; Lincoln, 10.2 
percent, and Packard, 10 percent. 

At the same point in 1951, the 
comparable shares of such sales 
were: Cadillac, 37 percent; Buick, 
24.9 percent; Chrysler, 19.8 percent; 
Lincoln, 9.7 percent, and Packard, 
8.6 percent. 

7 + * 

T IS impossible, of course, to 

predict what further changes in 
market penetration may take place 
in the luxury-car field during 1953. 
But it is certain that the competi- 
tors in that market are shooting 
for nothing less than bigger shares 
of total sales. 


For what is believed will be 
the real showdown, all the con- 


one, are reported to have readied 
more powerful engines. There 
will also be restyled bodies and 
more extra-cost equipment such 
as air conditioners, etc. 

A new styling trend may also 





Teague N amed 


AAA Race Champ 


WASHINGTON. — Marshall 
Teague, Daytona Beach (Fla.) 
stock-car driver who didn’t come 
into AAA ranks until May, is the 
American Automobile Assn.’s stock- 
car racing champion for 1952, ac- 
cording to final standings released 
by the contest board last week. 

Teague, driving Hudson Hornets, 
started his AAA career with a five- 
race winning streak, then added 
two more victories out of the seven 
championship events remaining to 
lead his nearest rival, the late 
Frank Luptow, by 1,000 points. 

Teague now holds 18 of the 29 
recognized AAA track records and 


tenders, with the exception of ' nine of the 11 national marks. 


become apparent. That is, bodies 
on luxury cars in the future will 
be styled so as not to make prede- 
cessor models look too outmoded 
by comparison. 

7 * * 

HREE of the contenders in the 

luxury new-car field also do a 
volume of business a notch lower 
on the price scale. They are Buick, 
Packard and Chrysler, and the 
market penetration the latter has 
achieved in the luxury field has 

|come at the expense of lost poten- 
| tial down the price ladder. 

For example, during the first 
eight months of 1951, Chrysler was 
accounting for 22.2 percent of all 
the sales in the price field where 
basic advertised delivered prices 
start at around $2,478. In the same 
period of this year, Chrysler has 
accounted for only 13 percent of 
such sales. 

However, Chrysler Corp. has 
not forsaken its aims in the 
$2,478-and-up price field. DeSoto, 
which did no business at all in 
that field during the first eight 
months of 1951, is accounting 
for 10.1 percent of such sales 
this year. 

So, by revising its market aims, 
Chrysler has been accounting for 
26.8 percent of all luxury-car sales 





Use Genuine 


HYATTS 


5 For Correct 


‘ 


Replacements 





Bearings packed in distinctive yellow and blue cartons are your guar- 
antee of completely safe Hyatt replacements—exact duplicates of the 


originals. 
Automotive engineers, thoroughly familiar with all bearing appli- 
cation requirements, originally designed the correct Hyatts into the car, 


truck or bus. 
So, on any overhaul job, whenever it is necessary to replace a Hyatt 


Roller Bearing, we are helping you to eliminate all guesswork and to 


give your customer complete satisfaction by selecting another Hyatt 
Bearing of the same type and size. Hyatt Bearings Division, General 
Motors Corporation, Harrison, N. J. and Detroit, Mich, 


HYATT ROLLER BEARINGS 


OM 


A GENERAL MOTORS PRODUCT - 


A UNITED MOTORS LINE 


DISTRIBUTED BY WHOLESALERS EVERYWHERE 











in 1952, as against only 19.8 per- 


cent in 1951. 
* *¢ ® 


A™ down the price ladder a 
step, by adding DeSoto to the 
team, Chrysler Corp. is getting 23.1 
percent of total sales, as against 
22.2 percent in 1951. 

Packard, which has been doing 
better from a market-penetration 
standpoint in the luxury market 
this year, can claim similar suc- 
cess in the $2,478-and-up market. 

In the luxury market, Packard is 
getting 10 percent of all such sales 
this year, as against 8.6 percent in 
1951. Down a notch, it is account- 
ing for 11.6 percent of total sales, 
as compared with 9.3 percent in 
1951. 

Meanwhile, Buick has lost mar- 
ket penetration in both categories 
—4.6 percent in the luxury field, 
while in the $2,478-and-up market 
it is getting 33.8 percent of total 
sales this year, as against 36.5 per- 
cent in 1951. 


Auto Engine Life 
Greatly Extended, 


Wolfram Asserts 


LANSING. — Field reports indi- 
cate that the life of a passenger 
car is being greatly expanded, ac- 
cording to J. F. 
Wolfram, general 
manager of Olds- 
mobile. 

“Precision man- 
ufacture of auto- 
mobile engines is 
paying off in 
stamina, just as it 
has done through 
the last four 
years in greater 
power perform- 
ance and fuel 
economy,” Wolfram stated. 

Giving an example of longer op- 
erating efficiency, he declared that 
“one fleet of seven Oldsmobiles 
has run up 1,139,182 miles in regu- 
lar commercial service in the 
Southwest, averaging 162,740 miles 
per car and requiring only normal 
maintenance while doing so. As of 
last week, these seven cars were 
still on the road.” 

“Examinations by experienced 
maintenance experts of the com- 
pany have shown that major en- 
gine overhauls are not required,” 
Wolfram declared. “To me this 
marks a new era of engine 
stamina, when contrasted with the 
former accepted practice of per- 
forming major engine overhauls at 
anywhere from 25,000 to 50,000 
miles.” 

In Wolfram’s view, the combina- 
tion of high-compression design 
efficiency and new precision manu- 
facturing standards accounts for 
the improvement. 


J. F. Wolfram 


Denver Revenue Grows 


DENVER. — City Motor Vehicle 
Department receipts since Jan. 1 
are up 2.35 percent over the same 
period of last year, according to 
Maldon V. Adcock, supervisor. He 
reported that $3,080,180 had been 
collected from the sale of license 
plates, the specific ownership tax 
and the issuance of titles. Last year 
the collections totaled $3,008,454. 





Delco's 10 Millionth— 


Berry W. Cooper (right), general man- 
ager of General Motors’ Delco Radio divi- 
sion, accepts, from employe Paul Cone, the 
10 millionth car radio manufactured by 
the division since it began operations in 
1936. With plants in Kokomo and Chi- 
cago, Delco Radio produces auto radios 
for all GM car divisions, GMC Truck & 
Coach, Kaiser-Frazer and Packard. 
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Step right up, folks!” 


e It makes a big difference who issues that invitation. 


e The most effective salesmen are those who have earned 
the confidence and respect of their customers and prospects 
—devoted to serving their interests, they are always welcome. 


e The Country-Side* market is the biggest automotive 
market in America. Farm and non-farm, Country-Side fami- 
lies own more than half the nation’s cars. No wonder the 
majority of automotive dealers are located in Country-Side 
market towns. 


e We cover the Country-Side market as no one else can, 
for we editorially serve Country-Side families, farm and 
non-farm, as no one else does. 


e To help you reach and sell the farm families of the 
Country-Side market we built the largest, most successful 
farm magazine in America—FARM JOURNAL. 


e To meet the non-farm interests of Country-Side families 
we developed the only dual appeal magazine which majors in 
the non-farm side of the Country-Side market— PATHFINDER. 


e Like the people of the Country-Side market, farm and 
non-farm, PATHFINDER and FARM JOURNAL belong side-by- 
side. Now you can buy them that way—a 4-million package 
buy at a package price—the Country-Side Unit—a powerful 
approach to America’s biggest automotive market. 


*The 19 million families, more than 
half the people of America, who live 
in trade centers of less than 10,000 


population, in crossroads villages, down 





country lanes and on farms. 


Farm Journal, Inc. 
Washington Square, 

Phila. 5, Pa. 

GRAHAM PATTERSON, Publisher 
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Chamber Chief Argues 
Against Standby OPS 


By William Ullman 

Washington Correspondent 
i THE opinion of Laurence Lee, president of the U.S. 
Chamber of Commerce, ‘a skeleton organization on paper 
would be far better than an actual standby Office of Price 
Stabilization staff after price controls expire next April.” 


That was what Lee told De- 





fense Mobilizer Henry Fowler | eral program of procedure in case 


in a letter last week. 

Lee noted that argument recently 
had been advanced for standby 
wage and price-control legislation. 

“No doubt there is something to 
be said for this idea,” he conceded, 
“but, traditionally, under our con- 
stitutional system we have wisely 
avoided the granting of emergency 
powers. Such emergency powers 
are always tempting.” 

So Lee said he would favor “set- 


an: emergency did 
arise.” 


“Similarly, it 
might be well to 
keep an inventory 
of personnel that 
could be called in 
quickly,” he sug- 
gested. “The Con- 
gress is likely to 
be in session a 
good part of each 
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Lloyd Huddles with S. Calif. Dealers— 


J. Saxton Lloyd (second from left), president of NADA, discusses dealer problems 
with delegates to a meeting of Southern California auto dealers in Los Angeles. From 
left are Spencer T. Honig, NADA director; Lloyd; Roy S. Carrington, president of the 


Motor Dealers Assn. 
Los Angeles Motor Car Dealers Assn. 


session in case an emergency did 
arise.” 


Lee also told Fowler that “while 
no one can be certain, there seems 
to be increasing evidence that a 
third world war is somewhat more 
remote than was thought some 
months ago. Insofar as it is safe 
to rely on this changed view, it 


of Southern California, 


and Ted Wessen, president of the 


ization base appear to be reason- 
able. It would seem that it is not 
necessary to step up the planned 
rate of expansion.” 

Prices are “fairly stable,” 
noted. 


Appeal for Tax Relief 


Lee 


der, president of the National Fed- 
eration of Independent Business, 
warned the presidential candidates 
that taxes must be reduced next 
year or the “middle-class back- 
bone” of the country may be 
broken. Said Harder: 


“In thousands of signed ballots 
mailed to their congressmen this 
month, independent business and 
professional men have given Gov- 
ernment a prescription for living 
within its means. These people 
- » » demand that the 83rd Con- 
gress prevent Government from 
spending any more money in 1953 
than it collects in taxes. 

“This demand, voiced by 92 per- 
cent of federation members .. . 
would halt further inflationary 
deficit spending. 

“Small business and professional 
people are being ground inexorably 
between the stones of high taxes 
and fixed income. They must have 
relief if they are to survive .. .” 

NFIB, according to Harder, is 
“the largest organization of small 
independent business and profes- 
sional men in the U.S.” 

s * a 


PAD Consultants Named 








ig IDENTICAL messages to Adlai 
E. Stevenson and Dwight D. 
Eisenhower last week, C. W. Har- 


ting up on paper a skeleton form year. But, if not, 


seems that the targets of military 
of organization, outlining the gen-|it quickly could be called into 


IX consultants have been ap- 
strength and the economic mobil- 


pointed by the Petroleum Ad- 
ministration for Defense to advise 
the agency in its continuing in- 
vestigation of the nation’s crude- 
oil productive capacity. 


Named were Minor S. Jameson, 
of the Independent Petroleum 
Assn. of America; Stewart Buck- 
ley, of Humble Oil and Refining 
Co.; Everett Trostel, of DeGolyer 
and McNaughton, Dallas; Earl 
Neal, of Standard Oil (New Jer- 
sey); Edmund C. Babson, of 
Union Oil Co., Los Angeles, and 
Paul Schultz, of Stanolind Oil 
and Gas Co., Tulsa, Okla. 

The consultants will be asked to 
review methods of forecasting 
crude-oil productive capacity, and 
to discuss with PAD officials prob- 
able well completions by the petro- 
leum industry in the U.S. up to 
1957. 








Republic Acquires Plant 


T= Reconstruction Finance 
Corp. last week approved the 
sale to Republic Steel of a Cleve- 
land plant for the manufacture of 
steel tubing. The sale was con- 
summated under terms of an option 
granted by the Defense Plant Corp., 
former RFC subsidiary. The pur- 
chase price was said to be about 
$99,000. 

Used by Republic for the last 
10 years, the plant was built by 
DPC at cost of $495,000, and total 
rental received has amounted to 
$534,000 
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Parable on Bankruptcy 


AID Senator Edward Martin, 
Pennsylvania Republican: 

“We must remember that nations, 
like individuals and companies, can 
go broke. When a business concern 
goes into bankruptcy, a receiver 
takes over. But the record of his- 
tory proves that a receiver for a 
bankrupt nation has always been 
a dictator.” 
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$45 Billion for Defense 
Wy Aseroror reports have it 
that the Department of De- 
fense will ask for approximately 
$45 billion in funds for fiscal 1954, 
starting July 1, 1953. 
+ . eo 
U. S. Employes’ Pay Up 
po the fiscal year ended June 
30, employes of the executive 
branch were paid $9.5 billion. This 
was a 24 percent increase in total 
salaries over the previous year. 


Archivists Hear Talk 


itetandlmetreratemassannt On Ford Collections 


as original equipment by automobile, LEXINGTON, Ky. — The newly 
truck, ond treiler monufocturers. established archives of Ford Motor 
Co. were discussed by Henry E. 
Edmunds, Ford archivist, at the 
16th annual meeting of the Society 
of American Archivists here last 
week. 

Availability of the archives to 
qualified seholars and writers was 
stressed in the address. The more 
than 100 collections available for 
research range from the private 
papers of the late Henry Ford, in- 
cluding correspondence with lead- 
ing personalities of the past half- 
century, to records of the multiple 
activities of the company and asso- 
ciated businesses during the same 


period. 4 
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WIRE WHEELS OPTIONAL AT EXTRA COST 


ANNOUNCING FOR 1953 
THE MOST BEAUTIFUL 
CHRYSLERS EVER DESIGNED 


These are the cars to see! . . . the best looking Chryslers 
of all time, introducing a new, breathtaking mood in Highway 
Fashion. You'll see it in every glamorous, well thought-out 
line . . . you'll see it in the impressive, one-piece curved 
windshield . . . in Chrysler’s new, low, rakish profile . . . in 
the magnificent new rear deck. And you’ll see it inside as 
well as out .. . for Chrysler interiors surround you with new 
Highway Fashion as does no other car. Comfort and luxury 
for you and your family, unequalled anywhere, as never before. 


CHRYSLER — a stunning new mood 












America’s 
First Family 


of Fine Cars! . 


These are the cars to drive! . . . the best engineered 
Chryslers of all time . . . the safest, most comfortable cars on 
the road today! Bringing you the celebrated 180 H.P. Fire- 
Power engine . . . the matchless safety and ease of full-time 
Power Steering... Power Brakes... Fluid-Torque Drive. .and 
famous Oriflow shock absorbers that make a road feel smooth 
as a billiard table! Come see the beautiful new Chrysler 
models now. On display at your nearby Chrysler dealer’s 
... with new Highway Fashion to be felt as well as seen! 


in Highway Fashion! 
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Answer to a 
loaded question 


HE most important question to every truck 
jc today is “How can I increase my pay- 
load and still remain within the rated gross 
weight limits required for truck and loadP” 


Shown here is the ringing answer to the 
challenge —the revolutionary new gasoline- 
powered 470 highway tractor, engineered by 
GMC. 


It will haul more payload within the 45,000 
GCW limit than any other truck ever built — 
by as much as 1,200 extra pounds of cargo. 


This additional load capacity can mean up to 
twelve hundred dollars extra profit annually 
to the hauler. It is the result of new GMC 
engineering techniques which eliminate load- 
robbing “dead weight” from truck design. 


Highest Power-to-Weight Ratio 
in Trucking 


Best example of this is the 470’s new engine— 
pound for pound the mightiest in truck history. 
It achieves a record-breaking 7.2 to 1 high- 
compression ratio from regular fuel, produces 
a whopping 145 horsepower — yet weighs as 
much as 500 pounds less than competitive 
engines! 

Never before has a motor truck been so 
ruggedly trim, so profitable to own, so power- 
fully right. It’s the answer to the payload 
question, presented by the GMC dealers of 
America—headquarters for the pace-setters in 
hauling progress! 


GMC Truck & Coach Division of General Motors 
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Announcing 


GMC’s New 145 HP Highway Tractor 
—the 472-30A 


Gross Capacity. ...... . 45,000 pounds 


Tractor Weight . 8,000 pounds 
(Fueled and ready for the road) 


Gasoline-powered by the Standard equipment in- 
revolutionary GMC "302" cludes full air brakes, and 
valve-in-head engine— husky rear axle rated to 
pound forpoundthe might- accommodate 10:00/20 
iest in truck history. tires 


A General Motors Value 














DeSoro 


“ireDome 
’ Eigh 










DeSoto Engine for Brooklyn School— 


Students of the Brooklyn High School of Automotive Trades will work with one of 
the latest automotive developments in engines as a result of receiving this DeSoto 
Fire Dome Eight engine as a gift. The 160-horsepower engine was donated by New 
York DeSoto-Plymouth dealers. Pictured are C. L. Davis, New York DeSoto regional 
manager; Edward P. O'Connor, principal of the school, and Maurice Rice, manager 
of the service regional office of Chrysler Corp. in New York. 





Nemaha Appoints Taylor 


George Taylor is new parts man-|Sobers, now at Harrisonville, Mo. 
ager of Nemaha Motor and Imple-| Taylor formerly worked for an In- 
ment Co., formerly Wittmer Motors, | ternational Harvester firm at Hum- 
Sabetha, Kans. He replaces Charles | boldt, Neb. 
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Makers’ Ingenuity Helps 
Push Engine Projects 


ee soe ee and 


enterprise undoubtedly have 


played a major part in pushing tooling for new high- 
compression engines toward established goals. 
Scearcely a day goes by without bringing some report of 


improvisation or ingenuity on 
experts, adapting machine? 
tools to a purpose other than 
that in the mind of the origi- 
nal designer. The fact remains, 
however, that car producers still 
have many high hurdles ahead of 
their new-engine programs. 

It is true that machine-tool 
builders have had something of a 
breather during recent months as 
a result of cancellations of defense 
orders, A number of machine-tool 
firms report that business actually 
is slow at the moment. 


Nevertheless, it still is touch- 
and-go as to whether civilian 
orders can be brought up fast 


the part of auto-plant tooling 


enough to fill the gap that has 
resulted from the Government’s 
“resurvey” of its defense require- 
ments. 

On the strength of defense-order 
cancellations and the dwindling 
volume of foreign business, many 
civilian industries, including auto- 
motive, have been encouraged to 
place orders that might otherwise 
have been held up. 


But it would be a mistake to 
suppose that the auto industry now 
can go full speed ahead on its new 
engine-tooling programs. A little 
light of encouragement has broken 





GET 50% 
MORE 
PROFIT 


ON YOUR 
UNDERCOATING 
JOBS 


34 





_ oN Wokorode ~~ 


UNDER-CAR SEALER AND SILENCER 


50% More Jobs 
e Per Drum 


2. 


Lower Labor 





Nokorode is concentrated—no excess 
solvent. You spray Nokorode to 1 /16” 
thickness —and it dries to almost 
1/16”. It’s made entirely by Lion un- 
der U. S. Patent 2393774, assuring 
controlled uniformity, controlled qual- 





Easier Application . . < 


Nokorode is wniform for smooth ap- 
plication— no troublesome “blobs” 
... flows freely permitting steady pres- 
sure in the gun. There’s no lost time 
due to lost pressure. 


Cost _| da 


LION OIL 


Please send 


¢ Nokorode is stable, made of highly Meme 
ity. Nokorode goes 50% farther, yet compatible materials—won’t separate 
costs no more than ordinary under- in storage, won’t clog guns or hoses. 
coatings. That means 50% more pro- You avoid unnecessary clean-up jobs Address 
fit for you. —you save man-hours and money. 

Made and Guaranteed By City 

* 
LION OIL@c@) COMPANY = 
os ate 





LION 


EL DORADO, ARKANSAS 


FREE! Details on how to increase 
undercoating profit. 


El Dorado, Arkansas 


profits with LION NOKORODE. 


COMPANY 


information on higher 


through, but that is about all that 


can be said. 
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Chevrolet Active 


HEVROLET, it is reported, has 

been active in recent weeks, but 
as yet there are no indications of 
placements for major tooling. 

With backlogs for the big trans- 
fer machines required for high 
production currently running 12 
months and upward for most of 
the special machine-tool builders, 
the trade is anticipating place- 
ments for Chevrolet equipment in 
the near future. 

The Buick program is reported 
to be moving along despite the 
usual obstacles that confront any 
car producer trying to get a new 
engine line into production. A 
number of machines, it is re- 
ported, are still to be delivered. 

However, trade sources say that 
new engines for at least the 1953 
Roadmaster models will be avail- 
able. It can be expected that every 
effort will be made to push Buick 
engine production so that new en- 
gines for the Super line will be 
available at the earliest possible 
date. 

Best guess now is that the new 
Ford V-8 engine will be available 
for 1954 models. Some sources be- 
lieve production could be started 
on these engines at an earlier date 


if desired. 
e a 


Packard Orders 


RDERS for transfer equipment 

were placed several months ago, 
but no new Packard machine-tool 
orders have been reported. Earlier 
reports of a small engine for Hud- 
son have died out, at least for the 
moment. 

A new Pontiac engine is undoubt- 
edly more than a year away, the 
trade now believes. 

It is anticipated that produc- 
tion of the new Ford four-cylin- 
der, overhead-valve tractor en- 
gine will get under way in the 
near future at Highland Park, 
Mich. 

An encouraging sign on the 
machine-tool front is the prospect 
that Washington soon may ease 
some of its restrictions on machine 
tools. At present, civilian produc- 
tion, including that for atomic 
energy installations, is permitted 
to account for 30 percent of total 
production of the machine-tool 
builder. 

There now is talk that the civil- 
ian ratio may be increased to 40 
percent. There also are reports that 
some of the restrictions against 
shipping of civilian machine tools, 
while rated orders remain on the 
books, may be lifted. 


Resolin H oused 
In Bigg 


er New 


Detroit Quarters 


DETROIT.—Rezolin, Inc., manu- 
facturer of Tool-Plastik, has moved 
into larger quarters here at 19368 
James Couzens Highway. Complete 
Tool-Plastik stocks and on-the-spot 
engineering service and consulta- 
tion are available at the new loca- 
tion, the company said. 


Rezolin Tool - Plastik recently 
gained prominence when Chrysler 
used plastic dies for stamping 
truck-cowl panels. 


Rezolin also announces that it 
has entered into an arrangement 
with Allied Products, Creative In- 
dustries, Warren Plastics and Pro- 
gressive Welders of Canada, Ltd., 
to train the latter firms’ personnel 
- a handling of Rezolin mate- 
rials. 


Appey Juras, manager of Rezo- 
lin’s automotive operations, and his 
assistant, Lewis Bogart, are in 
charge at the new offices. 

*” * 


New Brake Controller 


Works by Electronics 


BELOIT, Wis.—A new electronic 
controller has been developed here 
by Warner Electric Brake & Clutch 
Co. which can actuate an electric 
brake in five one-thousandths of a 
second, according to Steven P. J. 
Wood, executive vice-president. 


This actuating time, the firm be- 
lieves, is 80 percent faster than can 
be performed by any control manu- 
factured previously. The new con- 
troller is said to operate at any dis- 
tance from the brake by a trans- 
mitted wave similar to a radio 
wave. 
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Biggest Increase Noted in Civil emaine oes 


Federal Spending Up 19 Percent 


WASHINGTON. — Every Federal 
Government department except one 
is spending money faster this fiscal 
year than last year, and the sharp- 
est increases are in the civilian 
agencies, says the U. S. Chamber of 
Commerce. The overall increase 
was figured at 19 percent. 

The Labor and Agriculture de- 
partments have set the pace by 
spending 60 percent more in July, 
August and September, 1952, than 
in the same quarter last year. 
State Department spending is up 
53 percent and Defense Depart- 
ment expenditures have risen 26 
percent, the chamber said. 

The only department spending 
less than last year is the Justice 
Department, and this decrease is 
accounted for by a sharp drop in 
spending by the Federal Bureau of 
Investigation, the chamber said. 
Other branches of the Justice De- 
partment have increased their 
spending. 

The study was made by the 


chamber’s government economy 
section, directed by Dr. George 
Cline Smith, and was based on 
official Treasury Department fig- 
ures. 


“Despite assurances that the na- 
tional budget is geared strictly to 
defense needs, spending-as-usual is 
the policy throughout the Govern- 
ment,” Dr. Smith said. “Many non- 
defense sections of the federal 
budget can and must be reduced if 
higher taxes or larger deficits are 
to be avoided. 


“The fact that nondefense ac- 
tivities are actually growing 
points up all the more need for 
closer scrutiny of the budget by 
the next Congress, and the need 
for better staffing and better 
budget-cutting tools in the hands 
of congressional appropriations 
committees.” 

Total spending for the three- 
month period was $17,830,000,000, or 
19 percent more than for the same 
three months last year. Excluding 
the major defense-related pro- 
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grams, such as the Defense De- 
partment, Atomic Energy Commis- 
sion, Mutual Security Agency and 
Veterans Administration, the re- 
maining civilian agencies spent 
$4,203,300,000, or about 8 percent 
above the same quarter last year, 
the chamber reported. 


Outside the executive depart- 
ments, the so-called “independent” 
agencies in the executive branch 
increased their spending by about 
8 percent. A few of the major 
independent agencies, including the 
Veterans Administration, the Hous- 
ing and Home Finance Agency and 
the General Services Administra- 
tion, are spending at a lower rate, 
the chamber noted. 


In the defense-related field, the 
Atomic Energy Commission and the 
Mutual Security Agency are step- 
ping up their spending programs. 
Nondefense agencies which have 
been spending at a higher rate 
this year include the Federal Se- 
curity Agency and the Executive 
Office of the President. 
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European-Built Arnolt Convertible— 


Built by the Italian designer, Bertone, 


and using the MG TD chassis, this new 


foreign-built convertible is being shown by Arnolt Corp., Chicago foreign-car dis- 
tributor. A saloon coupe, also displayed by the firm, has a combination steel and 
aluminum body. Powered by the 1'%4-liter MG engine, the coupe is 40 pounds heavier 
than the TD roadster and the convertible weighs 20 pounds more. Price of each model 


is $3,585, FOB. 








<The vote 
is overwhelm 









Now 25 out of 27 leading engine manufacturers 
using chrome rings specify Perfect Circles! 


SOLID CHROME PROTECTS 
THESE WEARING 
SURFACES. 


Normal pressure spring 
and alternate HiPressure 
spring (for badly worn 
cylinders) packed with 
each oil ring. 





seating. Perfect Circle Co 
The Perfect Circle Co., L 


Periect Cirele 


., Toronto, 


Perfect Circle chrome op are a landslide favorite with 
engine manufacturers . 


And, in replacement cali Perfect Circle’s 2-in-1 Chrome 
Set has also established new standards of piston ring per- 
formance and popularity. The thick solid chrome plating on 
top compression rings and oil ring rails more than doubles 
the life of cylinders, pistons and rings... and 2-in-1’s choice 
of expander springs assures sustained power and oil economy 
regardless of cylinder condition! 
What's more, there’s no tedious break-in period with 2-in-1 
Chrome Sets—they are factory lapped for quick, positive 
ration, Ha een, Indiana; 
anada. 


Lhe Standard of Comparison 


|shown are a sa- 


* * * 


Chicago Dealer 
Markets Special 


New Foreign Car 


CHICAGO.—A new foreign-built 
car, the Arnolt—which points up 
another international tieup with an 
Italian designer—is being shown 
here by S. H. Arnolt, industrialist, 
sportsman and 
foreign - car dis- 
tributor. 

The two models 


loon coupe and a 
convertible. Both 
use the MG TD 
chassis, with 
bodies built by 
Bertone, of Italy. 

The Arnolt 
firm, at 415 E. 
Erie St., sells the 
MG, Morris Minor, Rolls - Royce. 
Bentley, Daimler, Aston-Martin and 
other foreign cars. 


One of the features of the Arnolt 
convertible, which is said to have 
attracted much attention at the 
firm’s exhibit at the recent Elkhart 
Lake (Wis.) road races, is the ease 
with which the top can be raised 
and lowered, according to the firm. 


Made of a combination steel and 
aluminum body, the Arnolt coupe 
is only 40 pounds heavier than the 
TD roadster, and the convertible 
weighs only 20 pounds more than 
the TD. 

Both models are powered by the 
1%-liter MG engine. The price of 
each is $3,585, FOB. Deliveries are 
promised for January. 

A choice of color combinations is 
offered for both models. 


S. H. Arnolt 


Louisiana Dealers 
Set March 9-10 


For Convention 


NEW ORLEANS.—The sixteenth 
annual convention of the Louisiana 
Automobile Dealers Assn. will be 
held at the Jung Hotel here, March 
9-10, according to Joseph A. Paretti, 
president. 


Ballard Meacham has been named 
general chairman. Other commit- 
tees are: Speakers, Paretti, chair- 
man, and serving with him will be 
Olin Linn, C. J. LeDoux, Walter 
Bolton, R. S. Abbott. 


Food and refreshment chairman 
will be Larry Louviere assisted by 
John Hofbauer. Publicity will be 
handled by W. J. Willkomm. Enter- 
tainment is in charge of Mike Per- 
sia, assisted by W. G. Cleveland. 

Tom Dutton will head a new clin- 
ics committee, which will touch 
upon various subjects pertaining to 
the automobile business. 

The three local newspapers, the 
Times - Picayune, New Orleans 
States and The Item, will again 
publish convention sections. 


La. Packard Deal Formed 

Packard American Motors, Inc., 
124 Fifth Ave., Lake Charles, La., 
has been incorporated with capital 
stock of $100,000. 
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“¥. 
ee Compare advertising media realistically. Dollar for dollar, see what you 
aan get from each of these big five national family magazines. Here are the 
cae facts. Remember, too, The American Magazine's wholesome, helpful editorial 
pd 4 character has won the approval and confidence of more than 2,500,000 
as f substantial Hometown Families. These loyal, friendly houséholds buy the 
: bulk of America's merchandise, by brand name, through authorized dealers. 
Yet, The American Magazine's premium audience actually costs less. 
sem tv 
For one dollan-you ge more actual adver 
e a Actual, sworn, ABC circulation is 
ae Collier's 309 a basic measure of advertising 
Ae space value. Ask yourself how 
Te Look 289 many copies of your advertisement 
ce Post 288 a are being distributed per dollar. 
he os In The American Magazine you get 
He Life 278 rare 1% to 29% more. 
epee —- oe And how many people are there in 
Fatt ain Collier's 1106 the families your advertisement 
-_, reaches? Surveys show 
1 ee Look 1048 that a dollar spent in The American 
Pe thee” Magazine gives you a much bigger 
Pa Post 985 audience--from 18% to 33% more 
: Life 5° lant Re a 
td 
= = What kind of people will see your 
S _ Collier's 217 ™ advertisement? Income is a good 
, ¥ index. Per dollar, The American 
pl Look 199 idl lea a Magazine delivers you 20% to 37% 
. more families with incomes over 
Post 197 eI SEG POE $3000. That's a first class, 
190 ERS eileen mass market. 
se American 296 
REO Take automobile omership, for 
Collier's 27 instance (and the same ‘oom for 
Post 3 SITS all electrical appliances and labor- 
saving equipment surveyed) --The 
Look lp) (ESRC aaa ae American Magazine gives you up to 
. 36% more buyers per dollar. 
Life 218 


(Graphs based on ABC circulation, B&W page rates and 
national survey by Stewart, Dougall & Associates.) 


meric ‘ I). for Homiiloun families — 


MAGAZINE 


The-Crowell-Collier Publishing Company, 640 Fifth Avenue, New York 19, N.Y. 
Publishers of The American Magazine, Collier's and Woman's Home Companion. 
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Packard Display for '53 Debut— 


The window trim that will adorn Packard dealer showrooms throughout the country 
when the new Packards go on public display Nov. 21 is said to have achieved unusual 
popularity among dealers. Fred J. Walters, general sales manager of Packard, reported 
that orders for the trim had been received from 97 percent of the dealers a month 
ahead of the announcement day. The display, in full color, shows workman, rancher, 
postman, housewife, business people and sportsman looking into the showroom. 





The back pages of every issue of AUTOMOTIVE NEWS. contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 








oa problem of the new-car 
dealer as a used-car merchan- 
diser came in for a lot of attention 
the other day at the National Used 
Car Dealers Assn. convention at 
Cleveland. There are divergent 
opinions which have significance. 

Two factory men, T. J. O’Neil, of 
Ford, and N. F. Lawler, of Nash, 
took the view that new-car dealers 
HAVE to be good used-car mer- 
chandisers because the used car is 
the key to the new-car business. 

Some old-time used-car dealers, 
however, cited weaknesses in the 
new-car dealer’s position. These 
can be offset a bit if the dealer 
gets the right men to supervise 
his used-car operation. 


Jack Geller, of Detroit, 


By Bob Finlay 


traded mules before cars 
around much, says trading is the 
vital part of the used-car business. 
And, to be a good trader, it helps 
a lot if the man has his own 
money at stake in the deal. 


Jack is in on every deal at his 
lot. The other day he overheard 
a salesman talking with a man and 
his wife who were a bit steamed 
up over a nice clean Studebaker 
Jack had on the lot. Now this was 
a beautiful car, but there wasn’t 
much warmth in the sun’s rays 
and Jack could smell snow not too 
far off. In a few weeks Jack could 
lose $500 on that car. 


“This couple wanted the car,” 
Jack says, “and the price was 


who| OK with them, but they wanted 
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FLEXIBILITY... 


conditions. 


Completely new DUCO Primer Surfacer turns 
out jobs fast, trouble-free, and more UNIFORM 


These 6 big improvements are now built 
into brand-new DUCO Primer Surfacer: 


@ REMARKABLE STABILITY 
. Less settling, both reduced and un- 
reduced, means better, more uniform 


e EASIER SANDING .. 
Primer Surfacer sands 
wet or dry 30 minutes 
after application 
makes jobs move fast. 


e HIGHCOLORHOLD-OUT 


. Primer Surfacer helps 


give arich, beautiful gloss 
to top coats. 


GREAT ADHESION and 
It resists chipping, peel- 
ing or flaking, even under the worst 


ECONOMY... 


Primer Surfacer contains high solids 
that fill file marks and pits quickly, 
with less material. 

Order new Du Pont DUCO Primer 
Surfacer today! 


1. du Pont de Nemours & Co. (Inc.) 
Refinish Sales, Wilmington 98, Delaware 
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BETTER THINGS FOR BETTER LIVING 
- THROUGH CHEMISTRY 


were | 


man wanted to give them $125. 
| And the more they talked, the 
| farther apart they got. The cou- 
ple was cooling off fast.” 
| Finally, Jack could stand it no 
|more, He zipped out of his office 
and approached the couple, admir- 
|ing their old car. 

“Mind if I run it around the 
block?” he asked, just as an excuse 
to get into the deal, for he’d have 
| given the couple $225 for it if he 
| had to push it all the way. 
|. When he returned, he said: 
| “You want $225 for that 


| $225 for their ’42 Ford. The sales- 


car? 
Here it is,” and the deal was com- 
pleted. 

For a ’42, Jack said, the car was 
in good running order, and he sold 
it for $295 the next day. 

The timing in this deal, 
most, is all important. 


as with 


Far Away 


i eve problem for new-car dealers 
is how they are going to pro- 
vide supervision like that when 
they are a mile or two away from 
their lots. 

This problem deserves a lot of 
attention from the new-car deal- 
er. It will become increasingly 
important as the market gets 
more competitive and there is 
less margin to make up for in- 
efficiencies. 

Obviously, the solution lies in 
picking the right man and inspir- 
ing him with a sense of responsi- 
bility to act in the dealer’s interest. 
Even then, he’d have a tough time 
trading against a man like Jack 


Geller. 
+ = 


How Should It Look? 


OT talking with Louis Grand, 

who handles the promotion 
side of Pappy’s, often held up as 
a model used-car operation, in De- 
troit. Yale Simons is the able 
administrator who gives the opera- 
tion drive and balance. 

Grand, a keen student of hu- 
man nature as well as a mathe- 
matical genius of sorts (I’m still 
trying to figure out some of the 
tricks with figures he showed 
me), says that advertising should 
not look like advertising. 

What it should look like is in- 
formal and interesting conversation 
that has something in it for the 
customers. 

Grand says that in Pappy’s ad- 
vertising he tries to talk as a sin- 
cere good neighbor to the people 
in his trading area. 

“And,” he says, “I try to re- 
member that the people I talk to 
are pleased or displeased by 
things that might not affect me 
the same way. I have unjust 
likes and dislikes, too.” 

Grand is the moody Russian at 
|times, and tells himself off when 
he gets too cocky: 

“Louis, for all your gab, you are 
| just a dope.” 
| Most people don’t agree with him 


|on that, 
* * ® 


Classified vs. TV 


Tas used-car dealers also got 
some tips on classified news- 
paper advertising and television 
|from George Bailey, classified ad- 
vertising manager of the Cleveland 
Plain Dealer, and Hamilton Shea, 
general manager of NBC in Cleve- 
land. 

When Bailey pointed out that 
the classified section is dynami- 
cally forceful in that the poten- 
tial customer comes to _ that 
medium ready to buy, Shea as- 
serted that television reaches the 
fellow who isn’t in the mood to 
buy and changes his mind. 

With the movement to the sub- 
urbs, Bailey said, used-car dealers 
always have unlimited prospects, 
“particularly among young people 
on limited budgets who can’t afford 
new cars.” 


Shea argued that people spend 
much more time watching tele- 
vision than reading newspapers. 


Each medium, of course, has its 
advantages. 


Special ‘Oldie’ Tags 

HARTFORD, Conn.—Connecticut 
has begun to issue special marker 
plates for antique automobiles. Lim- 
ited to cars made before 1926, the 
new plates are of iron with baked- 
enamel finish. They have a white 
background, with a black silhouette 
of two automotive pioneers, Hiram 
Percy Maxim and Fred Law, op- 
erating an 1897 Mark VIII Colum- 
bia, which was made in Hartford by 
the old Pope Co. 
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When a manufacturer says: 
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Your Best Rural Customers. Advertising in 
Country Gentleman sells the better-income bigger- 
buying rural families in your own trading area. It 
is the best-read magazine in 2,300,000 rural 
homes throughout America. 


Customers Other Magazines Miss. Non - farm 
magazines fail to reach Country Gentleman 
readers . .. 2 out of 3 women do not read any 
leading women’s magazine—4 out of 5 men do 
not read any leading weekly magazine. 


PROOF THAT ADS IN COUNTRY GENTLEMAN SELL GOODS FOR YOU 

A nationwide survey shows that men and women heads of Country Gentleman homes— 

1. READ THE ADVERTISING in Country Gentleman in 96.2% of homes 

2. GET BUYING IDEAS from the advertising in 3 out of 4 homes 
COUNTRY GENTLEMAN now includes COUNTRY 


LIVING, the first magazine-within-a-magazine devoted f —_— 
to better living for every member of the rural family. 


The Family Magazine for 
Better Farming - Better Living 
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Electrical Equipment on Tactical Military 
Vehicles Operates When COMPLETELY Submerged - 





witng Yet 





I THIS military vehicle that cannot be stopped They date back to the introduction of the two unit 





by water barriers such as swollen streams, 6-volt starting system, the principle of which is 
swamps or shallow lakes, you have convincing now in common use on all cars. The practical ad- 
proof of Auto-Lite advanced engineering. For vantages of these developments have made Auto- 
Auto-Lite has developed a Lite the world’s largest independent manufacturer 

special military automotive of automotive electrical equipment . . . producing 

electrical system that oper- more than 400 products in 28 great Auto-Lite 

ates when completely sub- plants from coast-to-coast. ; 

merged. In addition, this sys- Today ... Auto-Lite products, backed by world- 

tem will operate in either wide service facilities, are original factory equip- 

sub-zero or tropical temperatures, and will gen- ment on many leading makes of America’s finest 


erate and store sufficient electrical energy to power cars, trucks, tractors, airplanes 


essential military equipment such as radio, radar and boats. Their record of de- 


and gun-firing mechanisms. pendable performance during 





This outstanding achievement, that can mean 40 years of use is summed up 


much in the success of our defense effort, is one — in the phrase... “YouRE AL- 
o 


of many in the long line of Auto-Lite developments. ways Ricut Wits Auto-Lire.” 
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SWITCHES e@ STARTING MOTORS e INSTRUMENTS & GAUGES 
IGNITION UNITS e MOULDED PLASTICS e WINDSHIELD WIPERS 
WIRE & CABLE e SPARK PLUGS e METAL FABRICATED ASSEMBLIES 
GRAY IRON CASTINGS e ZINC & ALUMINUM BASE DIE CASTINGS 


WK BATTERIES e BUMPERS @ FUEL PUMPS e HORNS e GENERATORS 
a LIGHTING UNITS e SPEEDOMETERS e SPEEDOMETER CABLE 














ASTED on the door of the office 

in which I “two-finger”’ this 
column on my Underwood... (and 
intended for publication on the day 
BEFORE the national presidential 
election) .. . is a cartoon in which 
a fat, complacent guy ... feet on 
his desk . . . is yawning instruc- 
tions to his slowly departing secre- 
tary ... “Be sure to wake me when 
the salesmen come in... I want to 
give them a pep talk.” 

Regardless of who is elected 
tomorrow ... Truman or Taft 
+ » « (excuse me, I mean Steven- 
son or Eisenhower) ... I’m still 


IT 


2 ee 


SN ee net Wer pete 
ik 





a red-hot, dyed - in - the - wool 
AMERICAN, Believe me, I have 
not been snoozing all these 20 
years, “socializing” with that de- 
luge of questionnaires and tax 
returns, hoping that HOPE might 
somehow triumph over experi- 
ence. 

Instead, I've been wide awake, 
certain that America is actually 
waking up and no oldtime politician 
can offer any solution to the prob- 
lems that face the young men and 
women of America, upon whom our 
future depends. 

Laying the fact right down on 
the line . . . the main issue in this 
campaign has been Trumanism... 
He said so himself when in August 
he declared... “I am the key and 
my program is the Democratic pro- 
gram.” Until Stevenson proves that 
statement was unfounded (and he 
hasn’t done it yet), I’ll have to vote 
for his opponent .. . with only a 
few hours left in which to make 
up my mind. 

What is Trumanism? 

+ * * 


Lonely Battler Speaks 


i. Senator Harry F. Byrd of 
Virginia, who for 20 years has 
fought lonely battles in the United 


States Senate, describe it in his 


own terms ... as he did when he 


For complete |it- 
erature, specifi- 
cations, and de- 
tailed information 
write, wire or 
phone collect— 
FRanklin 5300 
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Morris, MG Distributors Chart Plans— 


paign as the “most momentous 
campaign in the history of our 
nation.” 

Back in 1934, he was one of the 
few who opposed the National Re- 
covery Act. For a time it was very 
popular Until—industry dis- 
covered it would not work and was 
a step toward big centralized gov- 
ernment. Then Roosevelt’s Supreme 
Court decided it was unconstitu- 
tional. 

Today he is the only senator re- 
maining in the Senate who voted 
against the Wagner Labor Act, 
which made it illegal for an em- 
ployer even to talk to an employe 

. “in a nation where free speech 


lis the cornerstone of our liberty.” 


Predicting increasing demand for smaller cars in the U. S., these key Morris and|/In 1947 the Wagner Act was re- 


MG distributors gathered recently in New York for their annual fall meeting. Discus- 
sing expansion plans for the foreign cars are (from left): J. E. Scott, sales director, 
Rolls Royce, Ltd., London; Clarence Talley, Clarence Talley Auto Co., Dallas; Richard 
White, Denver Imported Motors, Denver, and Kjell Qvale, president of British Motor 
Car Distributors, Ltd., San Francisco. 





said, “I will not, and cannot, in| who said, “Give Me Liberty or Give 
good conscience, endorse the na-| Me Death.” 
tional Democratic platform or the Let’s glance at the history of 
Stevenson-Sparkman ticket. En-| Harry Byrd and decide whether 
dorsement means to recommend,| he knows what he’s talking about. 
and this I cannot do. I stand today| For 36 years he has represented 
as I did in July. Always I have] the people of Virginia as State 
been a Virginia Democrat; always} senator, governor and United 
will I remain one.” States senator ... and now is an 
He sounded a bit like another| unopposed candidate for reelec- 
famous Virginian, Patrick Henry,| tion. He regarded the recent cam- 


There is a 


_ HERMAN BODY 


, Designed for Your Customers’ 
Specific Needs! 


ALL BODIES AVAILABLE IN VARIOUS 
SIZES WITH INTERIOR EQUIPMENT 
TO SUIT ANY BUSINESS 


HERMAN’S unique production methods provide 
custom designing on a production basis. Options 
that cover the complete field are available on all 
bodies for all types of customers—the Butcher, the 
Baker, the Candlestick Maker... . 


And they are designed for your chassis... 
Tried and proved by countless thousands of en- 
thusiastic users over the years, HERMAN bodies 
have earned top national recognition and accept- 
ance. HERMAN makes your job much easier. 


The HERMAN “FORWARD CONTROL” —Trim, modern, with “room 
to spare interior.” Herman builds many special interiors for these bodies 
—bookmobiles, display rooms, hatchery bodies, lunchwagons, etc. 


The HERMAN “WALK-IN” for Retail Delivery—The easiest in and 
out body on the road. Interior walls are straight from front to back 
and top to bottom. 





The HERMAN “WHOLESALE” for Refrigerated Store Delivery— 
Complete with all equipment necessary to maintain a continuous 40° 
product temperature for store delivery of dairy products ... meats... 
and other perishable foods. No engineering to do with customer. 


HERMAN REFRIGERATED RETAIL MILK DELIVERY BODIES 


“BOLDAIR 1 Drive-On-The-Road Refrigeration . . . SELF 
REFRIGERATED — Maintains a product temperature 
of 40°. Available as a package. No engineering to do with the customer. 


"NIGHTLOADE 


3. Plug-In Refrigeration for 
OVERNIGHT LOADING. 

Maintains a continuous product temperature of 

40° 24 hours a day. Especially designed for 

dairies who want to LOAD TODAY FOR 

TOMORROW. Available as a package. 

No engineering to do with the customer. 


ae 


BODY CO. 


canoe Aman 


4430 CLAYTON AVE. 
ST. LOUIS 10, MO. 





ATT TY 


pudiated by Congress and was re- 
placed by the Taft-Hartley Act. 
+ * * 


Showdown at Chicago 


IX 1928 he cast the single vote 
against the continuation of RFC 
... 14 years before the scandals in 
RFC made the front pages. Senator 
Byrd has been the perennial fighter 
for economy in the Government, 
twice recommending methods by 
which the budget could be reduced 
by billions. The only reply Truman 
ever made was to remark that 
there were “too many Byrds” in 
the Senate. 

Those are some “high spots.” 
The final showdown came when 
the Democrats assembled in Chi- 
cago in July, and involved Vir- 
ginia, South Carolina and 
Louisiana. The Virginia delegates 
were informed upon arrival that, 
under the Moody resolution, they 
would not be allowed to partici- 
pate in the convention unless they 
signed a loyalty pledge to support 
a platform not yet adopted and 
candidates not yet nominated. 

“Nothing so dictatorial had ever 
been proposed before in the Demo- 
cratic Party,” said Byrd. For days 
the delegations of these states were 
denied the right to speak or vote. 
On July 24, Govs. Byrnes, Battle 
and Kenyon addressed Chairman 
Rayburn, asking for a definite rul- 
ing. He ruled that none of the 
three states could be recognized un- 
til it had signed the loyalty pledge. 

Then ... John Stuart Battle went 
to the rostrum. He declared an in- 
dependence for Virginia, just as an- 
other Virginian, Thomas Jefferson, 
declared the independence of the 
Colonies. It was a dramatic and 
thrilling moment. His four-minute 
speech created such a profound im- 
pression that Congressman Sasscer, 
of Maryland, moved that the ruling 
of Sam Rayburn be set aside and 
the convention voted down the 
loyalty-pledge idea. 


* * * 


No Survey Troubles 


Go. BATTLE called a meeting 
of the Virginia delegation and 
said that Virginia was not com- 
mitted to the actions of the na- 
tional convention, either legally or 
morally, and every delegate was 
free to follow the dictates of his 
own conscience. 

This writer will not be sur- 
prised by the results as they 
come over the air Tuesday night. 
At least, the survey boys have 
not irritated him by predicting 
the outcome. That’s a relief... 
but he has been inspired by the 
reports of millions who have 
registered ... especially women. 

On Park Ave., in New York, they 
speak well of Adlai, his humor, his 
vocabulary, his Princeton back- 
ground, but when you mention 
Truman they smirk it off. The 
name McCarthy has to be uttered 
with a smile. 

Of course, the writer would like 
to know how those fine people 
in the cow and corn belt are going 
to vote ... and whether this won't 
be the first “knock-’em-down-and- 
drag-’em-out” between the cultured 
east and the naive west. 

Whichever way it goes . . . what 
with the television, the radio, the 
capitalistic newspapers ... the de- 
cision will be enlightening. 

Then... with the kind attention 
of my audience ... I'll tell you how 
much I think we have learned. 


Ohio Dealers Set 
Parley Dec. 8-10 


COLUMBUS, 0O.—The 19th annual 
convention of the Ohio Automobile 
| Dealers Assn. will be held Dec. 8- 
10 in Cleveland, according to Walt 
R. Hamer, executive secretary. Con- 
vention headquarters will be in the 
Hotel Statler. 
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HERE has been a recent up- 
surge of interest in those two 
four-letter words that may be the 
answer to the $64 question of 
whether a dealer is going to make 
money next year. Those two words 
are: 
Good Will. 
While we in the service end of 
the business are convinced that 
90 percent of the development of 
the opposite of Good Will is gen- 
erated at the service shop en- 
trance and the cashier’s cage, 
Cc. W. Leslie, general service 
manager of the Harvester Corp., 
in speaking before the Equip- 
ment and Tool Institute the other 
day, may have hit on another 
underlying cause of much ill will. 
He told of the difficulties his 
organization is experiencing in its 
own branch service stations in 
getting mechanics and other work- 
men to get the right attitude 


ICC Digest 


New Truckers’ Handbook 


States Code Simply 


NEW YORK.—A digest of Inter- 
state Commerce Commission regu- 
lations affecting trucks and buses 
has been drawn up in a “Truck & 
Bus Drivers Rule Book,” issued by 
the Assn. of Casualty and Surety 
Companies. 

The association says that its 
pocket-size handbook aims to pre- 
sent the regulations in brief and 
easily understood language. The 
rules in the digest are numbered 
to correspond with those in the 
official regulations, to permit ready 
reference. 


In addition to the common rules 
of safety, the digest presents the 
ICC requirements for the daily 
driver’s log and other rules for the 
trucking industry. 

The rule books are available in 
quantity at cost from the Assn. of 
American Casualty and Security 
Companies, 60 John St. New 


All-Out 


By Bernie Thomas 
Associate Editor 
O FRANCHISED truck dealer 
should be surprised if he gets 
a Christmas card from his factory 
this year that reads something like 
this: 

“Season’s Greetings. And the 
Best Kind of a Truck Sales Year 
to You.” 

For 1953 is shaping up as an all- 
out battleground for truck sales. 
Most truck makers think the lid is 
about to blow off production con- 
trols, and they are mapping plans 
to produce a lot of trucks next year 
—anywhere from 1,200,000 to 1,500,- 
000. 


* * * 


N ADDITION to increased pro- 

duction, every truck maker hopes 
to cut out a bigger share of the 
market for himself. 

On the surface, what seems 
likely to be the most intense 
battle for truck sales since pre- 
war will line up exclusive truck 
dealers in one trench, and the 
so-called “captive” truck dealers 
in another. 

“Captive” truck dealers, of course, 
are those who handle new cars and 
new trucks of the same make, such 





toward their job and their cus- 
tomers. 

It is extremely important, as 
every truck dealer knows, for truck 
service to be performed properly 
and for every truck to be not only 
correctly but fully repaired when it 
leaves the shop. 

* * * 


How It Happens 


RUCKS are a tool of the owner, 

and every minute they are out 
of service costs that owner money 
which, in many cases, he cannot 
afford to lose. 

Leslie and his aides are con- 
stantly pointing this out to the 
service managers of the branches 
and expect them to point out this 
salient fact to their mechanics as 
often as it is needed. 

To illustrate what is taking 
place in many shops now, and 
how serious is the lack of interest 
so many mechanics take in their 
work, Leslie told of one recent 
occurence. 


It seemed that one fleet owner 
was having some trouble with a 
certain part in his trucks, and the 
Harvester people in an effort to get 
him out of this trouble had de- 
signed enough special parts to 
fully equip the fleet in one city. 


They took these parts to the 
branch that controlled the service 
for this particular fleet and pro- 
ceded to put in the new units, 
when, lo and behold, one of the 
oldest and considered most trust- 
worthy mechanics in the shop put 
one of the new units in a vise and 
spoiled it. 


* tk * 


Took Little Interest 
OW this mechanic knew that 
this fleet was having trouble; 
that these parts had been made 
especially to help the fleet get out 
of trouble, and that only enough 
of these special parts had been 
made to equip just the trucks op- 
erating in that city. 
The mechanic, in other words, 
knew that if any parts should be 
(Continued on Page 32, Col. 1) 





Richmond Deal Proves Axiom... 





Service Sells Trucks 


pa who may view next 
year’s truck business’ with 
some misgivings, in the light of 
expectations that volume produc- 
tion will be coupled with keen 
competition, might find inspiration 
in the experience of Eubank-White 
Truck Corp., Richmond, Va. 

Eubank-White now does a 
gross of $1,750,000 annually. Serv- 
ice sales have increased tenfold 
and truck sales have tripled dur- 
ing the past 18 years. The firm 
now employs 28 mechanics, as 
against only eight just a year 
ago. 

Moreover, this firm, which has 
made good service a fetish down 
through the years, recently moved 
into a new $250,000 building. It 
feels it has proven that a truck 
dealer can’t miss if he gives his 
customers the type of service they 
need and expect. 

* * + 
ACK in 1934 Eubank-White’s 
parts business was _ averaging 
$3,500 a month. It now averages 


$50,000 a month. In 1935 Eubank- 


Looking Over the Biggest Ever— 


White sold a total of 35 new trucks. 
During 1951 the firm sold 130 
trucks to 44 different customers, 
many of them of long standing. 

Eubank-White says it concen- 
trates on the long-range angles 
of the truck business, 

“Parts and service sales mean so 
much in our way of doing busi- 
ness,” says Harold Johnson, a 
member of the firm, “that we some- 
times, without meaning to, get a 
little choosy about the people we 
sell.” 

* * + 
UBANK-WHITE is geared to 
serve high-mileage operations, 

Johnson says, adding: “We have 
constantly made every possible ef- 
fort to adjust our organization to 
the sales and service needs of the 
greatly expanded highway and pe- 
troleum-transport industry, so im- 
portant in our area.” 

Typical of Eubank-White’s in- 
terest in its customers is a row 
of cushioned stools in front of 
the parts counter. 


“Customers know they are wel- 





What are said to be the largest double reduction hypoid rear axle and front driving 
axle ever built are utilized on this T-10 transporter used to haul the Army's biggest 
mobile cannon, a 280-millimeter gun capable of firing an atomic shell. The maker, 
Timken-Detroit Axle, says the axles can shoulder a total load of more than 166,500 
pounds at speeds up to 35 miles an hour. The rear axle weighs 3,640 pounds. Exam- 
ining it are William F. Pringle (left), assistant chief military engineer of the firm, and 


| Walter F. Rockwell, president. 





come as soon as they come in the 
door,” says Ed Smith, service man- 
ager. “They get just plain, good 
old-fashioned service for which 
there is no substitute. People keep 
coming back.” 

The number of service customers 
in the average dealership reported- 
ly has doubled over the past 10 
years, but trade experts say the in- 
crease is even greater in those deal- 
erships which merely give better 
than average service. 

a : * 


OWEVER, the trade experts 

agree that a dealer must do 
more than just hang out a sign 
and have mechanics available if he 
is to capture and hold a volume of 
service that will give him 100 per- 
cent absorption. 

The problems involved, however, 
are rated much easier of solution 
for the average dealer than for one 
such as Eubank-White, which spe- 
cializes in a heavy-duty line of 
vehicles. 

“Knowing your parts stock has 
always been a big problem in a 
place like ours,” says Smith. “Be- 
cause we always carry such a big 
line, we got our heads together 
and invented an inventory-con- 
trol system that is right up to 
the minute.” 

Its parts operation is “Operation 
Crossroads” are far as Eubank- 

White is concerned. It’s the hub of 
the wheel, for there is not only di- 
rect access to the general office, 
and a parts counter with its own 
entrance, but it also is readily 
available to the shop. 

To keep work flowing through 
the shop at a satisfactory pace, 
Eubank-White started a night crew 
to enable truck operators to sched- 
ule major repair jobs with mini- 
mum time out for service. 

+ * * 


“WE CAN do a complete valve- 
and-ring job and have a truck 
ready for the road in 16 hours,” 
says Smith. 

Eubank-White’s preventive main- 
tenance program is geared to the 
same theory—saving the operator 
as much downtime as possible. 

“We have set up a complete 
timing schedule,” explains Smith, 
“for inspections and repair jobs, 
and our shop crew is engaged in 

(Continued on Page 26, Col. 3) 


Battle Shaping Up for T ruck Sales in ’53 


as Chevrolet, Ford, Dodge, Stude- 
baker and Willys. 
ea * 


NTENSIFYING the drive for 

truck sales will be competition in 
both groups among themselves. 
Through July this year the ex- 
clusive truck dealers had been ac- 
counting for 25.79 percent of all 
domestic sales; the “captives,” 74.21 
percent. 

During 1948—the first postwar 
year to see any semblance of com- 
petition in the truck market, the 
exclusive dealers garnered 25.37 


percent of domestic sales, as 
against 74.63 percent for’ the 
captives. 


It is the contention of those 
factories who ship to exclusive 
truck dealers that government 
production controls have pre- 
vented them from achieving 
greater market penetration since 
1948. 

From the other side of the fence, 
factories representing captive deal- 
ers charge that government con- 
trols have served to furnish “pro- 
tective custody” for some of the 
exclusive truck firms. 

” x * 
ICH segment of the truck in- 
dustry, or which particular 


maker, may have been placed in 
an advantageous position by gov- 
ernment regulations is difficult to 
ascertain. 


But one thing is certain—an 
intense battle for truck sales will 
begin sometime next year, unless 
something happens to justify con- 
tinuing production restrictions. 

General industry opinion is that 
there is more room for expansion 
of the nation’s truck population 
than for cars. Most forecasters are 
willing to settle on a prediction 
that 1975 will find more than 20,- 
000,000 trucks in use in this coun- 
try, as compared with slightly more 
than 9,000,000 today. 


Although there are in excess of a 
million trucks in use now that are 
more than 14-years-old, no factory 
is under the impression that the 
Selling of trucks next year will be 
an easy job. 

* + 
N FACT, most factories are wor- 
ried that too many of their 
dealers will go into next year 
ill-equipped to do the kind of sales 
job that will be needed. 

Factories are convinced that 
there has been too much giving 
away of truck profits, and that 


such practices have got to stop. 
They will have to stop, factory 
Officials insist, as soon as restric- 
tions are removed from the use 
of basic materials necessary for 
truck production. Sales officials 
who have captive dealers are par- 
ticularly emphatic on that point. 
One such official says: 


“A dealer who can’t sell trucks 
at a profit is not qualified to be a 
dealer. Too many dealers have been 
handling trucks as a sideline. Next 
year will bring that type of dealer 
out in the open where he can’t 
afford to be.” 

* * * 
yas the tape is broken to start 
the race for truck market 
penetration, the exclusive truck 
builders think their dealers will be 
starting out with a distinct advan- 
tage over the captive outlets. 

“I would say,” states one such 
spokesman, “that not more than 
three of every 10 captive dealers 
are geared to do a good job selling 


Truck Highlights 


Truckers Force Rail Cut.......Page 29 
Truck New Products .........Page 34 





trucks in a real competitive 
market. Why, most of the captive 
dealers think they have been sell- 
ing in a competitive market all 
along. Wait until next year.” 


Another asks: 


“What will the captive dealers 
do when they discover that the 
cushion of new-car profits has 
lost much of its padding? Most 
of them have been giving away 
trucks as a means of getting 
greater car allotments.” 

From the same side of the fence, 
it is held that captive dealers in 
1953 will be rudely awakened to 
the fact that mere “truck salesmen” 
are incapable of selling trucks in 
volume. 

cK * + 

HE value of the ordinary truck 

salesman, it is claimed, has 
been minimized by the advent of 
the “transport engineer.” The head 
of one of the nation’s largest ex- 
clusive truck-making firms has this 
to say: 

“Only a transportation engi- 
neer knows the whole story about 
what kind of job a 26,000-pound 
truck can do, and what kind of 
special equipment should be in- 

(Continued on Page 29, Col. 1) 
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Dealer Kearns Makes Tax Fel#— 


San Gabriel Motors (Lincoln-Mercury), San Gabriel, Calif., paid off its staff in 13,000 
silver dollars and then, to dramatize the blow of taxes and deductions on take-home 
pay, Henry Kearns, head of the dealership, arranged to have each worker guided 
along a line of receiving tellers where he had to lay down cold cash. Among the 
deductions were those for State disability insurance, Federal old-age benefits and 
Federal income tax. The employes handed back $1,610.10 and are reported to have 
agreed that it was more graphic and more painful than merely reading a list of 
deducted items on a paycheck. Kearns is second from left. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





Richmond Deal Triples Orders . . . 


Stress on Service 


Ups Truck 


(Continued from Page 25) 


a daily team operation, not only 
to meet the ‘bogeys’ we've set, 
but also to eliminate waste mo- 
tion.” 

Men are assigned work in which 
they are considered specialists. 


“From an employe-relations point | 


2,000 Expected to Attend 


Management Parley 
CHICAGO. + “Broadening the 
Field of Industrial Engineering” is 
the theme of the 16th annual time 
and motion study and management 
clinic sponsored by the Industrial 
Management Society to be held 
Nov. 5-7 at the Sheraton hotel. 
More than 2,000 industrial execu- 
tives and methods engineers from 
all over the U. S. and Canada are 
expected to attend, with 28 topflight 
industrial leaders scheduled to 


speak. 


its new home, more than $250,000 
worth of trucks was put on dis- 
play. As a special feature, custom- 
ers helped to set up the exhibits. 

Eubank-White keeps close touch 
on upcoming trucking legislation 
and supports Virginia highway- 
user groups in their programs. 

The key to Eubank-White’s 

success, according to Johnson, is 

simply this: 

“We adjusted our organization to 
the sales and service needs of the 
area.” 

According to trade experts, any 
truck dealer who does the same 
will find that he no longer has to 
“buy” new-truck sales with long 
discounts or trades. 


Colorado Studies 
Ton-Mile Tax 


Boost on Trucks 


DENVER.—A recommendation to 
increase taxes on trucks was made 
last week to the Colorado Highway 
Planning Committee by the plan- 
ners’ finance subcommittee at a 
meeting held here. 

The report, prepared by W. B. 


Sales 




















|of view,” says Smith, “we’ve had 
the men solidly behind what we are 
| doing because they take additional 
| pride in their jobs and have a bet- 
ter understanding of our overall 
shop operations.” 

* * * 





f bgre dealership’s preventive main- 

tenance system is worked out 
two ways—by a large volume of 
work done in its shop and by a 
concentrated customer - relations 
program aimed at fleet customers. 


Eubank-White makes every ef- 
fort to help a customer keep 
standards high in his own shop. 
Customers are kept constantly 
abreast of latest methods and 
equipment. 

A special delivery truck serves 
bulky parts customers. 





Cooper, Fort Collins automobile 
dealer and NADA director, sug- 





When the dealership moved into 
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THE REGISTRATIONS ARE 
POURING IN FOR “M.I.T.” 


Do you indulge in loose Torque? Do you get too Lubricated 
in Universal Joints? These and other situations are well 
documented in the novel diploma issued by the Meritorious 
Institute of Truckology. If you would like to amuse your 
friends and customers, write today for a beautifully framed 
copy of this unique diploma... free to friends of Reo. You 
will also receive interesting facts pertaining to a splendid 
opportunity for men who can qualify as REO dealers and 
distributors. Mail the coupon today. 


REO MOTORS, INC., Lansing 20, Michigan 
TRUCKS e BUSES * GOLD COMET ENGINES 


REO MOTORS, INC., LANSING 20, MICHIGAN 


Please send me a free framed copy of the "M.I.T.’” DIPLOMA, as well 
as information about REO representation. 
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gested that the committee return 
to its original proposal for a ton- 
mile tax plus a license fee on 
trucks. 

The original proposal was dis- 
carded after strong protests from 
trucking interests, and a compli- 
cated license fee system was substi- 
tuted. Should the new subcommit- 
tee report be adopted, the license- 
fee proposal would be dropped. 

The ton-mile tax, in effect in a 
number of states, generally has re- 
sulted in a larger return than the 
license-fee system, it was said. 

The subcommittee also recom- 
mended allowance of a differential 
in the licensing of farm vehicles 
on the basis of actual miles trav- 
eled, and suggested that “the sched- 
ule of licensing, motor-fuel tax 
payments and ton-mile tax be com- 
puted to equalize the payments by 
trucks to that paid in ton-mile by 
passenger vehicles and small 
trucks.” 

The subcommittee further recom- 
mended that the differential on die- 
sel fuel be increased 50 percent to 
10.5 cents per gallon, and suggested 
increasing the gasoline tax from 
the present 6 cents to 7 cents. A 
single highway users’ tax fund was 
proposed. 

Under the law, the gasoline tax 
is apportioned among several State 
agencies. 


Truck Memo 
Operators Get Reminder 


On Extinguishers 


DETROIT.—The truck trade’s at- 
tention was called last week to an 
Interstate Commerce Commission 
report of Apr. 14 ordering that 
larger fire extinguishers be carried 
on trucks in interstate commerce. 

Robert L. Weir, sales manager of 
General Detroit Corp., said that the 
impending change seems to have 
escaped the attention of many 
truckers. The provision, which will 
take effect Jan. 1, reads: 

“The previous minimum size of 
one-quart carbon-tetrachloride 
type, two-pound carbon - dioxide 
type, two-pound dry-chemical type, 
or other types having equivalent 
extinguishing capacities, must be 
increased to 114-quart carbon-tetra- 
chloride type, four-pound carbon- 
dioxide type, four-pound dry-chem- 
ical type, or other types having an 
equivalent extinguishing capacity.” 








Coast Jewish Lodge 


To Honor Hoffmans 

PASADENA, Calif. — Paul G. 
Hoffman, head of the Ford Foun- 
dation, and Mrs. Hoffman last 
week were named by Los Angeles 
B'nai B’rith Lodge as recipients of 
the lodge’s “Mr. and Mrs. Ameri- 
can Citizens” award for 1952. The 
award will be presented at the 
lodge’s 53rd anniversary celebra- 
tion Nov. 9. 

Irving Glasband, lodge president, 
who said that the Hoffmans were 
selected “in recognition of unself- 
ish service to humanity and of 
outstanding accomplishments as 
loyal and devoted Americans.” 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 


ea EQUIPMENT COMPANY, Buchanan, Tae ry 


Other Plants: BATTLE CREEK AND JACKSON, MICHIGAN 


One way to make sure that a truck, bus or 
farm tractor has a reserve of depend- 
ability is to equip it with a Clark trans- 
mission. This has been true for a 
quarter-century — and it’s well 
worth thorough consideration 
when your plansinvolve power 
transmission problems. It’s 
good business to work with 

Clark. 


Turn and see reverse 
side for more about 
CLARK products 






CLARK Fork TRUCKS 


CU aa AML URAL Mm eth 00 LLY 


INDUSTRIAL TRUCK DIVISION * CLARK EQUIPMENT COMPANY «+ BATTLE CREEK, MICHIGAN 


0 Basic Facts [] Movie Digest [) Safety Saves [] Material Handling News 


Name 
Firm Name 
Address 
City_ 











AUTHORIZED CLARK INDUSTRIAL TRUCK PARTS AND SERVICE STATIONS IN STRATEGIC LOCATIO 
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Exclusive vs. ‘Captive’ Dealers . . . 





All-Out Battle Looms 
For °53 Truck Sales 


(Continued from Page 25) 


stalled on it to do the job best. 
There are relaitvely few trans- 
portation engineers in the employ 
of captive truck dealers, as com- 
pared with the number represent- 
ing exclusive truck outlets.” 

If all the sales weaknesses al- 
leged to exist in captive dealer 
organizations really exist, the fac- 
tories involved are aware of the 
problems and are taking steps 
toward their solution. 

Truck makers with captive out- 
lets have spent all year grading 
their dealers on truck selling abil- 
ity, current and potential. Dealers 
have been ordered to and are fur- 
nishing the factory with what are 
called “more realistic” financial 
statements. 

> * * 
N THE basis of such statements 
and on-the-spot appraisals by 
factory representatives, an ability 
rating has been established for al- 
most every captive truck dealer in 
the country. 
One factory bases its rating sys- 





| Canada Truckers 


Forcing Cutback 
In Rail Rates 


WINNIPEG.—Ontario and Mani- 
toba truckers are forcing railways 
to reduce freight rates on east-to- 
west and west-to-east cargoes. 

One hundred and sixty highway 
freighters—contrasted with 20 in 
1945—are depriving the western 
provinces of an old argument at 
freight rate hearings—that unlike 
eastern Canada, the west does not 
have truck competition to hold 
down freight rates. 

In the past month, railways have 
cut rates on two major commodi- 
ties and are expected to cut them 
on a third. 

They cut the auto rate by 78 
cents per 100 pounds on the Osh- 
awa - Winnipeg run. Seventy high- 
way automobile carriers, running 
200 cars a week into Winnipeg, 
explained this reduction. It brought 
the railway rate slightly below the 
truckers’ rate. Four years ago, 
most cars came west by train. 

Last month, the railways reclassi- 
fied the west-east rate on butter, 
margarine and frozen poultry. Sixty 
Manitoba truckers are hauling that 
cargo to Toronto from Winnipeg. 

This year, Winnipeg’s fruit row 
estimated 85 percent of all west- 
bound Ontario peach and tomato 
cargo arrived by truck. In 1945, all 
of it came by train, but truck time 
from St. Catherines is 36 hours, 
railway time is five days and rail- 
way express 48 hours. 

Truckers expect railways to chop 
rates on peaches and tomatoes in 
time for next year’s crop. 


tem on the following factors: Per- 
formance, know-how, organization, 
whether the dealer makes money 
on trucks and, finally, his attitude 
toward handling trucks as an ad- 
junct to his car business. 

A dealer, who gets factory ap- 
proval on all those factors, merits 
an “A” rating. Another, who 
might not come up to standard 
on just a few, gets a “B-plus” 
identity. A dealer can fail on all 
factors and still get a “B” rating, 
if the factory finds something ad- 
mirable in his attitude toward 
handling trucks. 

The dealer who winds up with a 
“C” rating is considered somewhat 
hopeless, truckwise. In the instance 
of this factory, the goal is to move 
as many “B-plus” and “B” dealers 
possible over into the “A” class. 

* * * 

URRENTLY, it is considered 

that about 30 percent of all the 

truck dealers in the country oper- 
ate in the two highest classifica- 
tions—A and B-plus, while 50 per- 
cent are in the “B” class, and 20 
percent in the “C” class. 

Any battle for truck sales in 
1953 seems sure to be waged in 
all weight categories, but should 
be particularly intense in the 
lightweight field. 

The lightweight field is where the 
crystal gazers at the truck plants 
think there are the most possibili- 
ties for increased use of trucks. 

Principal competitors in that field 
note that light trucks accounted for 
58.23 percent of all domestic truck 
sales in 1948; 69.50 percent in 1949; 
69.07 percent in 1950; 65.94 percent 


Export Post Filled 
By Sealed Power 


MUSKEGON, Mich. — Appoint- 
ment of George S. Harris as foreign 
sales director of Sealed Power 
Inter-American Corp. and Sealed 
Power Export Corp. has been an- 
nounced by Rick E. Murbarger, 
president of these two subsidiary 
companies of Sealed Power Corp. 
The export sales office of the com- 
panies is being moved from Chi- 
cago to Muskegon. 

Prior to joining Sealed Power, 
Harris for the last 20 years had 
served as director of foreign sales 
for Republic Gear Co., Detroit. He 
is a member of the Overseas Auto- 
motive Club and president of the 
Foreign Trade Clubs of Michigan. 


Bryan (O.) Firm Changes 

Wesley Ellis, of West Union, O., 
has bought out the interest of his 
brother in Ellis Motors (DeSoto- 
Plymouth) on N. Union S&t., 
Bryan, O. 





ee 





Dealers Help Reduce Traffic Injuries— 


Detroit-area dealers have helped cut injury accidents on the city's east side by 
12 percent. Headed by Joe Scudiere (Studebaker), the East Side Safety Council is 
shown at a recent luncheon meeting held to chart plans for continuance of the 
“Safety by the Block" campaign. In the front row (from left) are Joe Begin, safety 
officer; Paul Bedell, president of the Denby Kiwanis Club; Scudiere; Sgt. Vincent 
Olshove, head of the Detroit safety bureau; Harry Mackay, DeSoto-Plymouth dealer, 
and H. J. Smith, sales manager of Glen Walker (DeSoto-Plymouth). In the back row 


are Don McCullough (Chevrolet); 


Ham Kotcher (Cadillac-Oldsmobile); Al 


Raynal 


(Dodge-Plymouth); Leo Gibson, used-car manager of Glen Walker; Harvey Pfent, sales 
manager, Whyte Oldsmobile; Charles Churchman, manager, Ray Whyte Chevrolet. 
Dealers not present who donated to the program were Ed Snethkemp (Chrysler-Ptym- 
ovth), Thom Petzold (Chrysier-Plymouth), Frank Adams (Ford) and Horry Turner (Buick). 


in 1951, and 61.08 percent so far 
this year. 


It is their contention that the 
government edict which presently 
limits the building of light units 
to 63 percent of total allowable 
production is discriminatory, not 
only as it ignores the right of 
truck buyers to choose the type 
of vehicle they want, but also as 
regards the manufacturer’s right 
to set his own market goals. 


As a result of the government 
forcing makers to channel certain 
percentages of their output to spe- 
cific weight classes, industry people 
charge that a field stock situation 
has been created whereby there is 
a serious shortage of light trucks 
and an abundance of medium and 
heavy models. 


Dealers Honored 


For Aid to Fla. 


Driver Training 


MIAMI BEACH, Fla.—Florida 
dealerships which have furnished 
ears for the school driver-training 
program were honored at the re- 
cent Florida Automobile Dealers 
Assn. convention. 


M. R. Darlington, manager of 
the Inter-Industry Highway Safe- 
ty Committee, presented awards to: 


Dempsey Chevrolet, Bartow; Bra- 
denton Motors and Cox Motors, 
Bradenton; Larry Dimmitt and 
Thayer Motor, Clearwater; Ger- 
lach Motors, J. M. Lee & Sons and 
Okaloosa Motors, Crestview; Stal- 
naker Chevrolet, Crescent City. 


Halifax Motors, Daytona Beach; 
Bill Holler Motor Sales, DeLand; 
Slaton Chevrolet, Fort Lauderdale; 
Hough Chevrolet, Fort Myers; Sun- 
rise Motors, Fort Pierce; Holbrook 
Buick and Sherron Motors, Holly- 
wood. 

Burwell Motors, Duval Motors, 
Lynch-Davidson Motors and River- 
side Chevrolet, Jacksonville; 
Young’s Chevrolet, Lake Worth; 
All-Miami Motors, Luby Chevrolet, 
Nash-Miami Motors, Southland 
Chevrolet, Sam Murray, Inc., and 
Trail Pontiac, Miami; Joe Watkins 
Ford, New Smyrna Beach; Holler 
Chevrolet, Orlando; Nelson Chev- 
rolet, Orlando; Nelson Chevrolet, 
Panama City; Phipps Chevrolet, 
Plant City; Grant Motors and Wal- 
dron Pontiac, St. Petersburg; Hol- 
ler Motor Sales, Sanford; Altman 
Chevrolet, Sarasota. 

L. D. Poor Chevrolet, Tallahas- 
see; Slagle Motor Co. and Tarpon 
Chevrolet, Tarpon Springs; Ferman 
Chevrolet and Penn Motors, Tam- 
pa; Roland Miller Chevrolet, Vero 
Beach; Wauchula Motor Sales, 
Wauchula; Joe Blank Motors, West 
Palm Beach, and Holler Chevrolet, 
Winter Garden. 


Cushing Heads 


Autocar District 


ARDMORE, Pa.—Fred T. Cush- 
ing has been named manager of 
the Cleveland district of Autocar 
Co., heavy-duty truck manufactur- 
er. The district supervises Autocar 
branches in Cleveland, Cincinnati 
and Columbus, O. 

Cushing, promoted from assistant 
district manager in Philadelphia, 
succeeds R. D. Peo, who is entering 
business for himself. 

Cushing joined Autocar in 1950 
after having been eastern district 
sales manager for Hall-Scott En- 
gine Co. for three years. He was 
also formerly a sales engineer with 
American Chain & Cable Co. and 
superintendent for Fisher Body in 
Cleveland. 


Clean Slate 


Florida Burglars Make Off 


With Debtor Files 


PIERSON, Fla.—Burglars with a 
strange set of values broke into 
Pierson Motor Co. here recently, 
and because of the nature of the 
theft, the damage is hard to esti- 
mate, Allen Bradely, owner, said. 

The biggest loss, Bradely sighed, 
was a complete set of records of 
money owed the company. The 
thieves also took 11 new tires, three 
new batteries and a considerable 
amount of chewing gum, candy and 
cigarets. 

Bradely figured that the burglars 
cost his company about $2,500, de- 
pending on the memory and good 
faith of his patrons. 
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‘Up 10 Pet. in 


NEW YORK.—Manufacturers’ 
shipments of passenger casings in 
August increased 10.08 percent to 
6,732,127 casings from 6,115,896 cas- 
ings in July, according to the Rub- 
ber Manufacturers Assn. 

Production of passenger casings 
was down .85 percent in August 
to 5,927,182 casings, compared 
with 5,977,971 the month before. 
Inventories at the end of the 
month were 7,785,069 casings, a 
decrease of 8.89 percent from the 
previous month-end stocks of 8,- 
544,855 casings. 

Shipments of truck and bus cas- 
ings in August totaled 1,257,027 cas- 
ings, an increase of 21.8 percent 
over July, when 1,032,079 casings 
were shipped. 

Production decreased 10.13 per- 
cent to 1,005,640 casings from the 
previous month’s total of 1,118,940. 
Inventories totaled 2,851,786 casings, 
a decrease of 8.07 percent from the 
previous month, when 3,102,192 cas- 
ings were in stock. 

Shipments of automotive inner- 





Heil-equipped 


“No mounting or 


servicing to bother 
about, when we sell 


Shipping of Car Tires 


offices. 


Month 


tubes in August were 5,430,916 
units, a gain of 20.5 percent from 
July, when 4,506,955 innertubes 
were shipped. 

Production increased 1.61 percent 
to 4,867,085 units in August, com- 
pared with 4,789,948 units in July. 
Inventories, at 10,627,482 units, were 
5.31 percent below the level of the 
previous month-end stocks of 11,- 
223,276 units. 


New Wing Enlarges Shop 


Of Troutman Chevrolet 

A. W. Troutman Co. (Chevrolet), 
Millersburg, Pa., has added a wing 
measuring 60 by 70 feet to its deal- 
ership building. The new addition 
doubles the floor space available 
for general repair work. 

William C. Troutman, a partner, 
announced that additional improve- 
ments will include construction of 
a new showroom and larger quart- 
ers for the parts department and 






HEIL Bodies and Hoists!” «. « omsien 


Truck Manager for Nashville, Tenn. dealer 


on the body and hoist. 


built parts. 


as near as your phone. 








you make the sale — your nearby Heil distributor does the 
mounting and servicing, when you sell a Heil-equipped truck. 
You make your regular profit on the truck — and an extra profit 


And you get another customer who stays a friend. Heil weight- 
saving design helps him haul bigger loads, save gas and tires. 
Heil trouble-free hoist and pump help him dump loads faster. 
Heil no-sag construction helps him enjoy longer body-life. 

Your Heil distributor sees to it that the Heil Dump Units you 
sell serve your customers satisfactorily day-in and day-out. He 
provides quick, expert service — and uses genuine Heil quality- 


Let your Heil distributor help you recommend the right body 
and hoist for every job. Make it a point to meet him soon — he’s 


BH-189A 


rHe HEIL co. 


DEPT. 59112, 3059 WEST MONTANA STREET © MILWAUKEE 1, WISCONSIN 
Factories: Milwaukee — Hillside, N. J. 


District Offices: Hillside, Washington, 


D. C., Atlante, Milwaukee, Detroit, 


Chicago, Kansos City, Dallas, Los Angeles, Seattle 
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PACKARD Is 


es ON THE MARCH! Its ad- 
vanced contour styling and prestige 
value at medium-car cost are setting a 
new buying trend. Many Packard dealers 
are reporting their best post-war business. 


@ America’s growing demand for Pack- 
ards also shows up on used-car lots all 
over the country. Latest resale records 
in the Official Used Car Guide of the 
N.A.D.A. prove ’51 Packards are bring- 
ing up to hundreds of dollars more than 
other cars of comparable original cost. 


@ And Packard’s new price policy— 
covering the medium as well as the 
upper-medium and upper price groups— 
has expanded the new-car market over 





60 per cent for Packard dealers everywhere! 


@ Now Packard is about to break the 
news of 1953’s hottest line of new cars— 
10 power-packed models offering the in- 
dustry’s greatest advancements in driving 
ease, comfort, performance and safety. 


@ Packard’s new expansion program 
offers unusually attractive franchise oppor- 
tunities to qualified businessmen. If you 
are interested in getting ahead with the 
company that’s going ahead—full speed— 
write, wire or phone collect: F. J. Walters, 
Vice Pres. and Gen. Sales Mgr., PACKARD 
MOTOR CAR COMPANY, 1580 East 
Grand Boulevard, Detroit 32, Michigan. 
Telephone: Walnut 1-5600. 


PACKARD 


ASK THE MAN WHO OWNS ONE 


Keep Your Eye On PACKARD 
Lhe Franchise With A Future! 
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eally Rolling! 


Today’s buying trend is to Packard, 
the car with advanced contour styling 
and prestige value at medium cost. 
Dealers everywhere are cashing in! 
Packard’s new expansion offers YOU 
unlimited profit opportunities! 
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handled with kid gloves these were 
the parts and that he had been 
chosen to do the replacement be- 
cause he was the most experienced 
mechanic in the shop. Yet this 
mechanic took so little interest in 
his work that he spoiled one of 
the parts, which meant that this 
fleet would still have one truck 
that would give trouble. 


And he might have spoiled 
more if Leslie had not been there 
in person and was carefully 
watching the operation of re- 
placement and had inadvertently 
caught this piece, the fifth that 
the man handled, as he was 
working on it. 

Leslie said this man was drawing 


the highest rate of pay in the shop 
and that was higher than com- 
parable wages being paid in that 
city. The mechanic was getting his 
vacation with pay and all of the 
other benefits that his job called 
for. 

Yet he did not have that pride 
of workmanship that used to make 
mechanics proud of their work and 
give them that sense of satisfac- 
tion that mechanics of a few years 
ago used to have. 

* * * 


What's the Answer? 


fee man is not the only me- 
chanic that has lost that pride 
of workmanship. In _ practically 
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LEADING motor transport operators throughout the world 


are supplementing the braking equipment of their fleets of 


trucks, tractors and buses with proved Midland Power Brakes. 
Billions of miles of operation under every traffic and road 
condition have proved Midland’s dependability, long life and 


low-cost, trouble-free service. 





every shop we not only see it creep- 
ing out but actually dominating 
the manner in which most mechan- 





Packer Lights Way for Customers— 

New and used cars are dramatically displayed under this array of lights at the 
newest lot of Don Packer, Studebaker dealer in Glendale, Calif. Packer, who believes 
in “plenty of signs and lights,” says the ones at the new lot cost $7,000. 





work. 











A. W. Dunlap, General Manager, discusses equipment 
with A. B. Hickey, Operations Manager. Blair Transit 
Company’s equipment includes 100 tractors, 25 pick-ups 
and over 200 trailers. 


NEW 
MUNDILAUNID 





CHEVROLET 


ADOPTED BY 


BLAIR 





6660 MT. ELLIOT AVE. DETROIT Ti, MICH. 
Export Department: 38 Pearl St., New York, N. Y. 


Those who know Power Brakes Choose Midland 


SPECIAL INSTALLATION KITS FOR ALL POPULAR MAKES AND MODELS OF TRUCKS—SEE YOUR NEAREST MIDLAND DISTRIBUTOR 


ics regard their job and their own 


I have noticed it particularly at 


HY-POWER AIR 
BRAKE KIT FOR 


TRANSIT CO. 


new-car showings in dealerships 
located near the factories in which 
the cars were made. 

Where formerly the men who 
worked at that plant would come 
in with their families and enthusi- 
astically point out the part of the 
car on which they work, today they 
stand back and look around to see 
what favors or lunch the dealer 
might be giving out. 

I have no solution to this prob- 
lem myself. But there must be 
some way to bring back that pride 
of workmanship that used to exist 
with the better mechanics particu- 
larly. 

Until it is brought back, the 
dealer must find some way in 
which every job is checked 
thoroughly to see that each job is 
done properly and that the things 
the owner brought the vehicle in 
to have fixed are repaired as they 
should be. 

Perhaps this attitude is epito- 
mized in the story of the Cadillac 
owner who complained of a loud 
rattle in the rear of his car’s body. 
The cavity where the rattle emi- 
nated from was one that was 
welded closed on both the inside 
and outside. When it had been 
opened, the repairman found a coke 
bottle with a note in it. 

The note read: “So you didn't 
like that rattle did you, you rich 


so and so.” 
* x * 


Bloodhounds Loose 

ELL this is the time of the 

year when we of the press are 
treated to “preview” glimpses of 
the new cars usually about the time 
they are shown to the dealers. The 
sales and general managers of the 
various factories must think that 
we are a bunch of bloodhounds the 
way we go after them for details 
on the vehicle that they don’t want 
to give out prior to the official 
showings. 

In this connection, Bill New- 
berg, Dodge’s head man, did a 
fine piece of work the other day 
when they showed us the new 
creations at the Orchard Lake 
Country Club near Detroit. Bill 
didn’t want to tell us the new 
prices. Didn’t even want to let 
us find out how much lower in 
price the lowest-priced models 
would be even in percentage. 


We must have given him a very 
uncomfortable half hour in what 
I believe was his first handling of 
a@ new model press party, for when 
a couple of the boys started baying 
up this price angle, we all shot at 
him from every angle we could 
think of—like a pack of coon 
hounds on a hot scent. 

x 7 . 


Santa and Snow 


I. HOWARD, of Mold-Craft, 
* Inc., sent me his colored cata- 
log for this year and from this I 
can see that those dealers who wish 
to go into elaborate decorations for 
the holiday season can really go to 
town if they want to acquire some 
of his molded rubber figures. 


They have well-rounded Santa 
Clauses in various sizes and 
heights, even to one that is cut off 
at the hips so that it can be 
mounted life-like in a car. They 
have the entire Nativity complete 
with the cradle, donkey and oxen; 
Santa and his reindeers to go over 
the dealership roof or prance 
around in the showroom; snowmen 
and choir singers. They even have 
plaques to fasten to the used-car 
lot light posts. 

How would you like to be a 
truck dealer where gasoline is 40 
cents per gallon and the temper- 
ature gets down to around 60 de- 
grees below for part of the time? 
Where you would have four 
months summer, two weeks 
spring, two weeks fall and seven 
months of winter? 

C. M. Wells of Fairbanks, Alaska, 
is such a dealer. He was in the 
office the other day and told us 
that diesel engines are “catching 
on” fast up in his area—he handles 
GMC truck. 

He is extremely interested in that 
cold engine starting device for 
diesels that a friend of mine has 
perfected for the army and should 
have available for civilian use 
pretty soon. 

He says that they are getting 
quite a lot of good hard surfaced 
roads up in his area now and that, 
with the big building program of 
the military which has boosted all 
transportation requirements, he is 
having difficulty getting eneugh 
trucks to fill his needs. 





Highways & Safety... 
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Young Drivers Praise 
Training Program 


By Ed Janicki 
Staff Writer 

4 dealers have been 
a vital factor in the success of 
Pennsylvania’s driver-training pro- | 
gram, George S. 
Lowe told dele- 
gates attending | 
the 32nd annual | 
convention of the | 
Pennsylvania Au- 
tomotive Assn. in 
Atlantic City, N. J. 
Lowe, director 
of traffic safety education for At-| 
lantic Refining Co., Philadelphia, | 
served as moderator of a teen-age | 
driver-training panel, which proved | 
an outstanding highlight of the) 
convention. 

The general impact which the | 
driver-training program has had | 
on youth throughout the country 
was well exemplified by the At- 
lantic City panel. 

Importance of teaching proper | 
driver methods in high schools, the 
attitude that young drivers derive 
from taking the courses, and sig- 
nificance of dealers in the program 
were pointed up by the panel. 

“It is because of their (the deal- 
ers’) support of the program that 
over 300 high schools now have 
behind - the - wheel instruction, co- 
ordinated with classroom work,” 


Lowe asserted. 
* * + 


Accidents Show Drop 


OWE noted that there has been 

a marked decrease in accidents 
in areas where the driver-training 
program has been in effect, and ex- 
pressed the opinion that “driver- 
training education will go a long 
way toward the solution of the 
traffic-accident problem.” 

Typical views of youth itself 
were expressed by four high school 
students participating in the panel. 

Urging continued dealer sup- 
port in the program, Sally Fire- 
stone, of Kittanning, said she felt 
that “only through guided prac- 
tice from a qualified instructor 
can one become a good driver, 
and we can win the never-ending 
battle to combat the loss of lives 
on our highways.” 

James Raleigh, of State College, 
another panel member, said: “The 
driver training course has left a 


Incorrect Passing 
Listed as Cause 
For Accidents 


How many feet of clear road do 
you need to go around and pass 
another car safely? 


Edward P. Curran, safety direc- 
tor of the Keystone Automobile 
Club, poses that question for mo- 
torists following a recent survey 
which shows that improper passing 
has become one of the five leading 
causes of fatal highway accidents. 


“Far too many drivers depend 
upon their gas pedals to get them 
out of dangerous situations brought 
about by their failure to allow 
enough passing time and space,” he 
declared. 

“Few motorists realize that at 50 
miles an hour they must have 1,200 
feet, nearly a quarter of a mile, to 
pass a car in front traveling at 
40 miles an hour, where there is 
no oncoming traffic. The minimum 
safe clearance distance must be 
doubled, at the same speeds, when 
a vehicle is approaching from the 
opposite direction. 

“If there is no oncoming traffic 
and you are driving at 20 miles per 
hour and your speed is 10 miles 
per hour greater than that of the 
car you are passing, you will need 
240 feet clearance; if your speed 
is 15 miles per hour greater, you 
will need 160 feet. With oncoming 
traffic, those distances are doubled 
to 480 and 320 feet, respectively. 

“If, with no oncoming traffic, 
your speed is 70 miles per hour, 
you will need 2,240 feet, or nearly 
half a mile, to pass a car traveling 
at 60 miles per hour; with oncom- 
ing traffic, that distance would be 
doubled to 4,480 feet, or nearly a 
mile, necessary for safe passing.” 


definite mark on the attitudes of 
those who have taken it. While the 
actual driving of a car is impor- 
tant in learning to drive, an atti- 
tude must be developed for safe, | 
sane driving.” | 

* * * 
‘What P’'ve Learned’ | 


‘YECILY KLINE, of Allentown, 

4 outlined “the five most impor- 
tant things” she learned in behind- 
the-wheel instruction: Judging dis- 
tance, regulating speed according | 
to weather and road conditions, | 
the correct way to operate a car, 
getting used to the car, and appli- | 
cation of the rules of safety and | 
courtesy. 

In discussing possible improve- 
ments in the training program, 
Jody Montgomery, of State Col- 
lege, suggested scheduling of the 
course so that all students could 
take it and the establishment of 


Panel Pays Tribute to Pa. Dealers— 


A highlight of the Pennsylvania Automotive Assn.'s annual convention was a panel 
on teen-age driver training moderated by George C. Lowe (center) director of traffic 
safety education, Atlantic Refining Co., Philadelphia. Four panel members, all gradu- 
ates of driver-training courses, expressed gratitude for the program and gave sug- 
gestions for its improvement. From left are Cecily Kline, Allentown; Jody Montgomery, 
State College; Lowe; Sally Firestone, Kittanning, and James Raleigh, State College. 

oS * * ~ 


na ttnincsccnencenttncetenatecianiianiaaie saa 


regular hours “so every student 
could attend every lecture.” H&S Shorts 


Pennsylvania’s Gov. John S. Fine| Connecticut's state safety com- 
commended the dealers “for being |™ission is asking school boards to 


the first to recognize the value of |make certain that the state’s more 
driver-training in the state’s high|than 700 school bus drivers be 
schools.” properly certified as to fitness. 


Commissioner Director William M. 

Greene says that he knows of 

“many instances” where such driv- 

ers do not have the certificates 

required by law to operate buses. 
* * * 

“Don’t blame the trucks... 
blame our narrow streets,” is all 
the narrator says during a sequence 
pointing up the need for wider, 
safer highways in the full-color 
sound film, “This Is Our City,” re- 
cently completed by Bert Johnston 
Productions, Inc., for the Citizens 
Development Committee and Junior 
Chamber of Commerce of Cincin- 
nati. 


Kans. Grid Fans Cheer 
Old-and-New Parade 


Auto dealers of Smith Center, 
Kans., first to be recognized in 
a series of “Salutes to the Mer- 
chants” at this fall’s high school 
football games, combined old 
with new to stir interest among 
the fans at halftime. 

Highlight of the dealer display 
was 2 parade of cars around the 
floodlit field—each gleaming 
new model teamed with a vet- 
eran of the early days of motor- 
ing. 


What a chassis is to a car, crude oil is to a fin- 
ished lubricant. And that’s where Kendall, The 
2000 Mile Oil ‘HD-1) takes a commanding lead. 


Refined 100% from Bradford, Pennsylvania 


Crude Oil, 


it starts with a foundation of the 


finest quality in the world. And if picks up 


plenty more through special refining processes 


and carefully selected additives that give it 


high detergency for heavy duty performance. 


When you sell Kendall you sell quality. You 


build confidence. You get volume. It's a good 


deal 


all around. 
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FROM MORRISON—Distribution of Mor- 
rison Carry-All side boxes has been an 
nounced by Jack Hanlon, sales manager 
of the Carry-All division of Morrison Steel 
Products, Buffalo. For those whose basic 
need is the pickup or express body, the 
Morrison Corry-All all-steel side boxes 
offer the necessary additional room to 
keep tools, equipment and supplies in 
weather-tight compartments, safeguarded 
by lock and key, the manufacturer states. 
These all-steel side boxes are available 


Quality 
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Truck New Products 


75 inches long for all half-ton pickup 
bodies and 91 inches long for three- 
quarter and one-ton pickup bodies. They 
are mounted flush with the inside walls, 
giving additional height in carrying area. 
A smooth, flat workbench-like surface is 
provided when the side-box doors are in 


open position, Morrison added. 
* * » 


Splash Guards in 6 Sizes 


Introduced by Anchor 


Anchor Rubber Products, Inc., of 
Cleveland, has introduced a line of 
rear-wheel splash guards in six 
sizes designed to fit any tire or 
metal fender. 

All the shields have brass-plated 
steel bars imbedded in the top 
mounting edge to provide maxi- 
mum strength at the point of 
greatest strain, the firm says. They 
are of compounded rubber, rein- 
forced with fabric. 

The mounting brackets for the 
splash guards are of rust-resistant 


Accuracy 


contour of the truck body. Suspen- 
sion bars to bolt the guards are 
fitted with adjustable holes so that 
the guards can be adjusted to the 
safety codes of the various states. 


* * * 





announced literature describing its elec- 


tric pre-heater for diesel and gasoline 


engines. Typical installations are shown in 
the booklet, and specifications for various 


sizes and types of engines are listed. 
* * * 


Hang-Up Board Displays 
Exhaust Flange Gaskets 


Felt Products Mfg. Co., 1504 Car- 
roll Ave., Chicago 7, Ill., has intro- 
duced an assortment of popular- 
model exhaust flange gaskets de- 
signed for wall display. The firm 
claims the display offers a colorful, 
time-saving, handy assortment that 
is an aid to good housekeeping, 
and allows jobbers, service shops 
and service stations to offer com- 
plete gasket service on popular 
model cars. 

Easy stock control and quick se- 
lection of proper gaskets from an 
easy-to-read index are other fea- 
tures of the hang-up board, the 
company says. 

* + * 


Rez-N-Dye Booklet Out 
A new Schwartz Chemical Co. 
data sheet describes how cold-dip 
Rez-N-Dye is used industrially to 
color metallized plastics. The sheet, 


DATA ON PRE-HEATER — Kim Hotstart| available by writing 326 W. 70th St., 
steel, which can be bent to fit the | Mfg. Co., W. 917 Broadway, Spokane, has' New York 23, N. Y. says the cold- 


Cewice 








Tapered or straight, 
there is no finer roller 
bearing made. You can 
see Bower quality—in 
the bearing— in ease of 
installation—in per- 
formance records! 
Put ’em to work. See 
for yourself! 


You know you’re 
“right on the nose” 
when you replace with 
Bower bearings. They 
have all of the fine- 
tolerance craftsman- 
ship you find only in 
a well-designed, care- 
fully manufactured 
piece of work. 


(Division of Federal-Mogul Corporation) 
DETROIT 13, MICHIGAN 


You get the double de- 
pendability of two 
great names in bear- 
ings — Bower and 
Federal-Mogul. Bower 
builds in the quality, 
Federal-Mogul brings 
it to you—fast! Ask 
your Federal-Mogul 
Jobber! 








dip dye needs no heat nor dilu- 
tion and is available in 22 transpar- 
ent colors, including gold, copper, 
antique and pastel effects. 


* * * 





FOR DIESELS—Dale Hydraulic Controls, 
Rockford, Ill., states that its hydraulic gov- 
ernor for universal application to diesel 
engines has five readily accessible adjust- 
ments which eliminate the necessity of 
changing parts to adapt the unit to the 
particular requirements of the engine. 

* * * 


| Berliss Catalog Covers 
| Automotive Bearings 


Specifications of bearings for the 
automotive industry are contained 
in a new, 16-page catalog of its 
products issued by Berliss Bearing 
Co., Belleville, N. J. 

The catalog describes _ rollers, 
bearings, roller assemblies, and 


|cage and split outer-race assem- 


blies, together with data covering 
load-speed factor, stationary shaft 
factor and bearing life with shaft 


and housing limits. 
& * * 








TOW CRANE—Designed to fit any one- 
| half, three-quarter or one-ton truck with 
| four-speed transmission, this new tow 


crane is announced by Guibert Steel Co., 
P. O. Box 1837, Pittsburgh 30. Tradenamed 
Sup-R-Guy, the crane is available in pow- 
ered and manual units. Features of the 
new crane, according to Guibert, are two 
adjustable outriggers keyed into the tow 
crane frame for over-embankment and oth- 
er salvage operations. 








ented blower unit to distribute grit in o 
30-inch swath under the drive wheels of 
trucks and buses on icy roads, a rede- 
signed line of the Power Sander models 
has been announced by S. G. Storberg, 
president of Power Sander, Inc., Minne- 
apolis. The new line includes models for 
transport trucks of all types, straight trucks 
and school buses. A toggle switch operates 
the blower while a push button releases 
the grit in metered amounts as needed, 
the maker says, 











| 
} 
| 
| 
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By Jack Weed 


HERE is an auto deal under the 

Stars and Stripes where the 
best the dealer can promise on de- 
livery is from six to eight weeks, 
but buyers line up to sign pur- 
chase orders anyway, and where 
the dealer and his manager are the 
entire sales department. 

The deal is Wells Alaska Mo- 
tors, Inc., Fairbanks, Alaska, 
which represents Cadillac, Olds- 
mobile, Pontiac and GMC truck 
in our most northern city. 

To say that a dealer up there, 
where they have four months of 
summer, two weeks each spring 
and fall and the rest winter and 
where the weather often gets down 
to 60 degrees below zero, does not 
have any of the troubles such as 
are being experienced by dealers 
in the states would not be telling 
the truth. 

* = . 

M. WELLS, president of the 

® dealership, who recently visit- 
ed us here at Avtomotive News 
is crying just as loud for more new 
cars in each of his lines as dealers 
in the small towns of the north- 
west. And, he feels that dealers 
with problems such as his are be- 
ing discriminated against in favor 
of the large city dealers. In other 
words, he feels just as the small- 
town dealers in the northwest feel. 

He has the same problem of 
used-car dealers in his city coming 
to the states and buying new cars 
of his lines at little above dealer 
cost. 

He says they bring them up to 
Fairbanks and prominently dis- 
play them, when he doesn’t have 
a new car in stock and hasn’t had 
for weeks. The only difference 
between Wells up there and the 
small town western dealer down 
here is that the used-car dealer 
in Fairbanks doesn’t undersell 
Wells. Because of a demand for 
new cars which franchised deal- 
ers can’t fill, the used-car boys 
in Fairbanks get a premium over 
and above because they can make 
immediate delivery. 

Wells has to pay his mechanics 
from $3.25 to $3.50 per hour, and 
thus must charge a $6 rate to his 
customer. In the summer he never 
knows if he is going to have a full 
crew in the shop. Contractors un 
there, where the military is on a 
building splurge, hire his men awav 
from him, paying as high as $1,200 
per month. 

= - = 

Cees to expectation, Wells 

does approximately twice as 
much used car business in the win- 
ter as in the summer. The reason 
for this is that in the summer his 
town has an influx of tourists from 
the states who drive up, sell their 
cars and fly back home. 


In addition, there are always a 
number of military men who, when 
their term of duty in the north 
ends, often dump their cars for 
what they can get. 

Thus, Wells states, used-car 
prices in Fairbanks are about 
what they are in Seattle and 
Portland, and during the summer 
= cars are a glut on the mar- 

et. 


In the winter, however, a used- 
car prospect will come in and dick- 
er for a car. He won’t buy until 
he hears it run and it takes from 
five to seven hours to get a car 
thawed out enough to run it for a 
prospect. Used-car dealers and in- 
dividuals with used cars for sale 
are no bother then, as they have 
no place to prepare cars for dem- 
onstration. 

- a. m 

ELLS is proud that he has 

never had to cut the price of a 
new car. He knows that the time is 
coming, however, when he will be 
in a trading market but now he is 
very selective about what he takes 
in, particularly during the summer 
months. 


Wells maintains a warehouse in 
Seattle to hold his cars during the 
frequent stevedore strikes that tie 
up his shipments for an average of 
69 days out of every year, and for 
the convenience of customers who 
may buy a car which they want to 
use while in the states. However, 
he still is unable to have cars avail- 
able for these customers many 
times when they want them. He 


Only Troubles Don’t Freeze 


Fairbanks, Alaska, Dealer Sounds Like 
Main Street—‘Not Enough Cars’ 
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says many of his customers really 
get mad at him, after they have 
turned their old car over to him in 
Fairbanks, gone to Seattle to take 
delivery, and then find the factory 
has failed to ship the cars to Seat- 
tle as promised. 

When the customers go down 
Seattle’s auto row and see new 
cars on display and available for 
delivery such as they expected to 
get from his warehouse, they 
can’t understand why Wells 
couldn’t make good. 

Wells says that while Fairbanks 
has been pretty much a gold min- 
ing center up until now, it has high 
expectations of rapidly becoming a 
steel center. A lode of iron ore esti- 


NO ADAPTORS 


BLING 


-.. Just snap 
them on 





XU 


You make profits fast with Trico’s new 
Soft-Rubber Wiper Blades. 

You'll pick the right blade guick from 

Trico’s handsome metal Sales Cabinet. No 


fumbling on the shelf! 


And you can snap them on ALL FOUR 
types of wiper arms instantly without 






mated at approximately six million 
tons has been found in Alaska near 
Fairbanks. Just across the border 
in Canada they have found large 
deposits of cobalt and nickle. Coal 
and lime rock are available in 
plentiful supply. 
Perfect Circle Holds 
Main-Plant Inspection 
HAGERSTOWN, N. Y.—Approxi- 
mately 8,000 persons attended a re- 
cent “open house” meeting held at 
Perfect Circle’s main plant here. 
Guests were registered from 12 


states and Alaska, the company 
reported. 


Joszes Bow in Ohio 
Henry and Zygmund Josz, doing 
business as Josz Bros. (Ford), have 
held a formal opening of their deal- 
ership at Van Wert, O. The Joszes 
formerly were Ford dealers at 
Capac, Mich. 






est, balanced stock —and you'll be surprised 


ber for one. 


fumbling, without fiddling around with a 
bewildering assortment of adaptors. 

The Cabinet is yours without extra charge 
when your Jobber sets you up with a mod- 


at how small an inventory will service ALL 
cars, old and new! Phone him NOW! 


HOW TO SELL and INSTALL Wiper 
Blades —an “eye-opening” full- 
color sound-slide film for sales 


FREE—This handy Slide Chart in- 
stantly tells what blade to pick. 
Write Trico or phone your Job- 





Henry J Engine Goes to the Races— 


A midget racer powered by a Henry J six-cylinder engine has been meeting and 
beating some of the country’s top racing cars. Built by Kaiser-Frazer Dealer C. lL. 
Jacobson, of Pontiac, the racer has been clocked at over 150 miles per hour. Jacob- 
son's sons, Dean (left) and Russ (right), prepore the car for a race with the aid of 
John Collins, dealership mechanic. 










ee 








meetings. Write Trico — 
or ask your Jobber fo ar- 
range a showing of “’See- 
ing in the Rain” for you. 
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"In 4 class by Itself " have driven my new 1952 Nash 


Ambassador 15,500 miles . . . the 1952 Golden Anniversary Model is in a 
class by itself . . . Previous to the purchase of my first Nash Ambassador, 
I owned and drove most of the popular makes . . . including the higher priced 
cars. None of these cars performed or stood up as well as my Nash Am- 
bassadors have.”—Tuomas A. BECKETT, Hartford, Connecticut 








I; : i Cc : 1 a , z 
Cant be Beat I have owned 14 Nash cars and I will say 


they are the best cars I have ever driven, and I have owned and driven nearly 
all other makes and models. As for riding, economy and for speed under all 
kinds of driving conditions encountered in police work, I must say they 
can’t be beat. They’re tops!” —CniEF HAROLD WALLACE, Sikeston, Missouri { 





ee “HELPED SAVE ME—. . . car turned over three times ... 
I received only a few scratches ... the Nash is 
constructed so as to bear the terrific blows that can 
come to a car. In my opinion it helped save me... for 
security in the event of an accident, there is no better 
construction than Nash offers. You can rest assured 
I am grateful to Nash.”—ARTHUR S. HARGETT, 
Baltimore, Maryland 





i 
* » 
“PRACTICALLY IMPASSABLE ROADS—/ have to drive my car 
(Ambassador) under every conceivable condition which includes 
practically impassable roads and climatic conditions that varied 
in every state. To say that it is a pleasure to drive Nash 
automobiles is putting it mildly. The ease and comfort in driving 
and economy in gasoline, plus the fact that service is available 
through Nash Agencies in most every town... keep me driving 
your cars year after year. I find your dealers very courteous and 
fully equipped to render any service,”—HOWARD E, BRADY, 
Dallas, Texas 
"Best Thing in Years!" 
* - . 
g Just returned from a 1500-mile 
trip in my 1952 Nash Rambler Convertible . . . Comfort, economy and 
visibility top the long list of reasons why I’ve found my new Nash Rambler 
to be the ideal car . . . the best thing that has happened in the automobile 
industry for many years. Now I know why my parents have driven a Nash d 


for as long as I can remember . . . For my parents it’s an Ambassador; for 
my brother, a Statesman; and for me it is, and always will be, a Nash Ram- 
bler!”—CoLLEEN Braby, Rockford, Illinois 
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and to think that this 1952 Nash Ambassador Hydra-Matic is giving 
me gas mileage as high as 26.4 is almost unbelievable! I get around 
22 M.P.G. consistently in all types of driving. | was happy with my 
1950 and 1951 Ambassadors with Hydra-Matic, but this 1952 beats 
them all.”—C. Howarp EncELs, Long Beach, California 


“NOT AN ADJUSTMENT AT 10,106 MILES!—I have 10,276 


7 
| “26.4 MILES A GALLON—I travel 40,000 to 55,000 miles per year 
| 
| 


miles on my new Nash Ambassador. At 10,106 I took it in for “EIGHT OF US!—Last week, passing through Washington, 
a 10,000 mile check. The Sun Tester was placed on the engine D. C., I found seven of my friends from camp stranded, all 
and all gauges read the same as at the 2,000 mile inspection— with their baggage. Much to my amazement, all their “32.3 MILES PER GALLON—I drove from Beloit to 
not an adjustment of any kind was necessary! . . . average for luggage, on top of my golf bags and baggage, fitted neatly Minocqua, Wis. (275 miles) on 8.8 gallons . . . 32.3 
the 10,276 miles is 20.3 miles per gallon of gas. This driving is into the roomy trunk (1952 Ambassador). And, wonder nifles er enlicn t drove at $0 mph. usine the 
a combination of country and city driving—and my country of wonders, all eight of us, four in back and four in front, werdrive Around town. etc., I have been getting 
driving is by no means slow!”,—Louis A. MENARD, Rochester, were seated without anyone sitting on anyone else’s lap.” — 9$.97 miles oer gation. I have found my Rambler to. 
New York LEON E. ROSENTHAL, Camp Pickett, Virginia have excellent riding comfort and it’s a joy to drive.” — 
MARGARET ANKERSEN, Beloit, Wisconsin 
i “NINE STATES ON A TANKFUL—The tank (Nash Rambler) was 
& filled Keene, New Hampshire. . . passed through Vermont 
Massacnusetts, Connecticut, New York, New Jersey and Penns) “NEVER ENJOYED RIDING SC MUCH—We have 


eee 
— 


Delaware was the eighth state. Next... to Elkton, M 


o Wilmington—390 miles ... 17 and 


previously owned every make of car, but this Nash is a 
great joy to us. Never have we enjoyed riding so 

much. We will certainly continue to be Nash owners from 
now on.”—Mrs. ConsTANCE H. MILLER, Boston, Mass. 


without overdrive . and not holding 


“ABUNDANCE OF POWER!—Without reservation—I like the 1952 


\:nbassador the best of all... . I travel extensively and place great 
nportance on the abundance of power, dual range transmission, 
ease of steering and braking, soft riding quality, economy and many 
\ other mechanical features applicable only to Nash. To sum the matter 
N up—my 1952 Ambassador is the most beautiful and easy riding cat 
\ road." —R. H. SCHLEUNING, Wexford, Pennsylvania 


“CAR OF THE YEAR—When we saw the ’52 and rode in it 
we were sold. That Nash Statesman of ours is a beauty. On 
top of that your dealer service is wonderful. Your dealer is the 
finest dealer and gentleman we have ever met. We know we 
have the car of the year and the car for us.”—Mnrs. LILLIAN 
Hur ey, Fall River, Massachusetts 





i : ’ | 
Proved So Successful : After buying a Rambler as a second 


car, it proved so successful in handling, comfort on trips and general economy that 
we purchased our second Rambler shortly afterwards . . . they have both served 





i us well... I feel they are the leading contender in their field and wish to recom- 
mend them highly.” —R. CHARLES SMITH, M. D., Newport, Kentucky 
7 | 
& 
N. ever in our fifty years have we received so many 
i ° ° 
t enthusiastic letters about our cars. Our dealers say 
they’ve never heard such whole-hearted approval of 
design and performance. And never have automobile 
experts written so many laudatory articles. 
They talk about performance second to none. They talk 
about the “‘finest shockproof ride in the world today”. 
j They talk about the life-saving safety of Nash Airflyte 
Construction. They talk about beauty, about room, 
THE AMBASSADOR - THE STATESMAN - THE RAMBLER 
about luxury, about economy unheard of in cars of the 
a 2 . ‘ , : ° /, A 2 
size of these Golden Airflytes. he Bonest of Gum wd Roms 
Nash Motors, Division Nash-Kelvinator Corporation, Detroit 32, Mich. 
For Nash owners, Nash dealers and Nash Motors this 
- 


is the year of years—with our fiftieth anniversary 
line of Golden Airflytes. 








W. F. Price, president of Price 
Battery Corp., Hamburg, Pa., has 
announced the appointment of 
Harry Noznesky as vice-president 
and sales manager. 

+ + * 


Stowers Elected Head 


Of Credit Association 

Robert M. Stowers, vice-presi- 
dent of Associates Investment Co. 
and Associates Discount Corp., 
South Bend, is new president of 
the National Conference of Com- 
mercial Receivable Companies. 
He was elected by the board of 
directors at the trade associa- 
tion’s eighth annual meeting in 
New York. 


+ + * 


American Welding Society 





DeSoto Chiefs at Cincinnati Meeting— 


Top-ranking DeSoto executives, who visited Cincinnati recently to initiate the 1953 
sales campaign, are (from left) Ray Fisher, Cincinnati regional manager; Bernard 
Meldrum, chief engineer; L. Irving Woolson, president; J. B. Wagstaff, sales vice- : 
president, and A. B. Nielson, eastern sales manager. The meeting also served to Announces New Officers 
introduced Woolson to Cincinnati-area dealers as the new head of DeSoto. The American Welding Society, 

— : New York, has announced the elec- 
tion of new officers, including two 
vice-presidents, three regional vice- 
presidents and four directors. Pres- 
ident is C. H. Jennings. 

Eric R. Seabloom, of Crane Co., 





Zinck Moves Up 
Directors of American Steel Ex- 
port Co., Inc., have named Joseph 
R. Zinck a vice-president. Zinck 


has been with American Steel Ex- 
port since 1929, and during the past 
12 years has been manager of its 
automotive division. 


@ UNITY Sealed Beam SAFETYLIGHT 


The world’s leading Mirror Spotlight! 
Chromium plated... rust proof. 


@ UNITY Emergency UNILITES 


Adjustable wire hanger for vertical or 
horizontal use. Thumb switch. A QUALITY 
light. 


@® UNITY Sealed Beam FOG and 
DRIVING LIGHTS 


Amber .. . Crystal . . . Red Emergency... 
Blue Fireman's. Millions in use. 


@ UNITY BACK-UP LIGHTS 


Greatest value on the market! Brass 
chromium plated shell. 32 c.p. bulb. 


UNITY MANUFACTURING CO. 


MAKERS OF SAFETYLIGHTS WITH OR WITHOUT MIRRORS e 
POLICE LIGHTS e FIRE LIGHTS e DECK LIGHTS e SEARCH 
2909 South Indiana Avenue 


FOG! 


LIGHTS AND 
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is first vice-president for 1952-53, 
and J. H. Humberstone, of Air Re- 
duction Co., is second vice-presi- 
dent. 

Donald B. Howard, of American 
Car and Foundry Co., was named 


| vice-president of the middle east- 


ern district; J. H. Blankenbuehler, 
of Hobart Brothers Co., vice-presi- 
dent of the central district, and J. 
E. Dato, of Linde Air Products Co., 
vice-president of the mid-southern 
district. 

New directors are Gairald H. 
Garrett, Monro B. Lanier, Harold 
R. Pratt and Isadore Morrison. 

Two awards were presented to 
members. Howard S. Avery, of 
American Brake Shoe Co., won the 
1952 Lincoln Gold Medal. O. B. J. 
Fraser, of International Nickel Co., 
won the Samuel Wylie Miller Me- 


morial Medal. 
* * * 


Adm. Cleaves Joins Bendix 


As Radio Division Aide 


Rear-Adm. Willis E. Cleaves, 
USN (retired), has joined the 
Bendix radio division of Bendix 


fe 
p 








Aviation Corp. at Baltimore as 
staff assistant to E. K. Foster, 
division general manager. 

Adm. Cleaves, who most recent- 
ly was director of aviation sales 
for Collins Radio Co., retired 
from the Navy in 1946 after long 
service in the air arm. 

* * 


Aro Board Selects Abelson 


As Manufacturing Chief 

A. N. Abelson, formerly general 
manager of the Cleveland plant, 
is the new manufacturing vice- 
president of Aro 
Equipment Corp., 


Bryan, O., ap- 
pointed by the 
board of direc- 
tors. 

Abelson has 
specialized in 


tooling and pro- 
duction, the board 
said, since his 
apprenticeship as 
a toolmaker and 
machinist with 
Brown and Sharpe Mfg. Co. 

He came to Aro in 1941 as first 
works manager of the Cleveland 
plant, and earlier this year was 
promoted to plant general manager 
and named chairman of the firm’s 


manufacturing committee. 
* * * 





A. N. Abelson 


Division Sales Managers 


Realigned by Kendall 


Kendall Refining Co., Bradford, 
Pa., has announced that Bill B. 
Turnipseed, sales manager of its 
| North Carolina division, has been 
transferred in a similar capacity 
to its north-central states divi- 
sion. 

Turnipseed succeeds James A. 
Hallett, who has resigned to ac- 
cept a position with Martin Mo- 
tors, Eau Claire, Wis. Turnip- 
seed’s new territory consists of 
Iowa, Minnesota, Nebraska, North 
Dakota and South Dakota. 

To succeed Turnipseed in the 
North Carolina division, Kenneth 
H. Wilkins has been promoted to 
division sales manager. His op- 
erations will cover North Caro- 
lina, South Carolina, Virginia and 
a part of Tennessee. 

* * 7 


2 Rockwells Reelected 


Heads of Timken Axle 


Willard F. Rockwell was reelect- 
ed chairman of the board and Wal- 
ter F. Rockwell president of Tim- 
ken-Detroit Axle Co. at the annual 








Walter Rockwell 
in Can- 


Willard Rockwell 


meeting of stockholders 
ton, O. 

Also reelected were F. W. Parker 
jr., executive vice-president; T. A. 
Crawford, R. H. Trese, P. V. Os- 
born, L. W. Fischer and N. R. 
Brownyer, all vice-presidents; A. L. 
Hawkins, treasurer; S. W. Warner, 
secretary, and G. J. Finzel, comp- 
troller. 

George Gund and Walter F. 
Rockwell were reelected directors 
for three-year terms. Other direc- 
tors are Willard F. Rockwell, H. H. 
Timken, R. J. Goldie and W. Rob- 
ert Timken. 


x * o 
| Seven District Managers 


| Appointed by Studebaker 


Seven new district managers 
have been named by Studebaker, 
according to K. B. Elliott, execu- 
tive vice-president. 

The appointees and their as- 
signments are James H. Thomp- 
son, Minneapolis; George  B. 
Shane, Cleveland; Paul E. Butch- 
er, Dallas; J. J. Spitz, St. Louis; 
J. R. Wagner, Memphis; Bernard 
Wiemels, Atlanta, and Richard C. 
Klingel, Boston. 


* + * 
4. New District Managers 


| Named by Maremont 


Charles Klaus, sales manager of 
Maremont Automotive Products, 
Chicago, announces the appoint- 
ment of four district managers. 

J. M. Tuohy, of Chicago, will 
manage central Illinois, central and 
southern Iowa and northeastern 

(Continued on Page 39, Col. 1) 
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spection section; T. W. Farrell, 
quality analysis section, and T. C. 
Brand, company car and service 


(Continued from Page 38) 


Missouri. Touhy had been a mem- 
ber of Maremont’s internal sales 
force. 

Jack C. Bootjer, of Minneapolis, 
will manage northeastern Iowa, | 
and western Minnesota. He former- 
ly was a dealer and territory repre- 
spark plug division. 

Ralph Bass, of Minneapolis, will 
manage northwestern Iowa, west- 
ern Michigan, northern and south- 
western Minnesota, the Dakotas 
and northwestern Wisconsin. Bass 
had been a district manager of 
Fram Corp. for 11 years. 

Cc. S. Sharp, of Hudson, O., will 
manage southern Indiana, Ken- 
tucky, southern Ohio and West 
Virginia. He formerly was sales 
manager of Shriber-Slates Co., 
Akron, and a district manager of 
Thompson Products, Cleveland. 

* + * 


‘Point # Pakistan Project 


Assigned to Goodman 


Howard D. Goodman, of Fern- 
dale, Mich., bus designer and oper- 
ations expert with General Ameri- 
can Transportation Corp., has flown 
to Pakistan on a mission to unify 
that new country’s bus and truck 
designs, to train operators in main- 
tenance techniques and to set up 
mass-production systems. 

His assignment to the “Point 
Four” project followed his appoint- 
ment as automotive technologist by 
the Armour Research Foundation 
of the Illinois Institute of Tech- 
nology, Chicago. 

os * * 


Chrysler Fills 2 New Posts 


At Detroit Tank Plant 


Appointments to fill two new 
posts at Chrysler’s Detroit tank 
plant have been announced by 
Thomas F. Morrow, works man- 
ager. 

Hayward F. York, plant engineer 
since June, was named factory 
manager, and Roman Andrysiak, 
recently appointed superintendent 
of assembly, was promoted to as- 
sistant general superintendent un- 
der York. 


* . + 
Abeles Named Chairman | 
Of Purolator Subsidiary 
James A. Abeles, first president 
and now a director and member 
of the executive committee of 
Purolator Products, Inc., Rah- 
way, N. J., has been elected chair- 
man of Transistor Products, Inc., 
Boston, a subsidiary of Purolator 
engaged in the manufacture of 
transistors and diodes. 
Transistor Products was formed 
as a subsidiary of Purolator 
earlier this year, with a staff of 
physicists headed by Dr. R. B. 
Holt, former head of the Nuclear 
Laboratory of Harvard Univer- 
sity, to develop and manufacture 
transistors under license from 
Bell Laboratories. Actual pro- 
duction of the new electronic 
devices has been accomplished in 
about four months, Abeles stated. 
= * = 


Fenner, Grayson Elected 


By Controllers’ Group 


James B. Fenner, vice-president 
and comptroller of Electric Auto- 
Lite, was elected a regional vice- 
president of the Controllers Insti- 
tute at the organization’s 21st an- 
nual meeting in Detroit. John D. 
Grayson, of Lincoln-Mercury, was 
elected a director. 

Fenner was president of Toledo 
Control in 1946-47 and has been a 
director of the institute for three 
years. Grayson was chairman of 
the committee on management 


planning and control last year. 
* +. * 


Aro Promotes Markey 


John R. Markey has been named | 
assistant to the vice-president of 
Aro Equipment Corp., Bryan, O. 
His promotion was announced by 
Ralph W. Morrison, vice-president. 
Markey joined Aro shortly after 


graduation from college. 
7 = * 


L-M Post for Campbell 


Appointment of Robert W. Camp- 
bell as manager of the labor rela- 
tions and hourly personnel depart- 
ment has been announced by Don- 
ald E. Irwin, industrial relations 
manager of Lincoln - Mercury. 
Campbell for six years was super- 
visor of umpire proceedings in 


Ford Motor Co.’s labor relations 
department, central industrial rela- 
tions staff. 

* * * 

Clapp Resigns 
Stein, Hall & Co., Inc., New York, 

has announced the resignation of 
Oliver H. Clapp as vice-president 
and director. 

* * * 


Quality Control Department 
Is Reorganized by L-M 


In a reorganization of Lincoln- 
Mercury’s quality control depart- 
ment, Grover S. Spilman, depart- 
ment head, has announced the 
appointment of an assistant depart- 
ment manager and five supervisors. 

W. D. Cameron has been named 
assistant manager of the depart- 
ment. Cameron will be in charge of 








repair section. 
* * > 


Ford Appoints Boyd Head 


Of Salt Lake City Sales 


Kenneth L. Boyd has been ap- 
pointed district sales manager for 
Ford at Salt Lake City to suc- 
ceed the late H. H. Reiser, it is 
announced by L. W. Smead, gen- 
eral sales manager of the Ford 
division. 

Boyd had served since August, 
1950, as regional truck manager 
for the western region with head- 
quarters in Richmond, Calif. He 
began work for Ford 20 years ago 
in Seattle. 


+ * * 


Ruze Joins Gabriel 
Dr. John Ruze has been appoint- 
ed director of research of Gabriel 
Laboratories, division of Gabriel 
Co., Needham Heights, Mass. Dr. 
Ruze comes to Gabriel from the Air 
Force Cambridge Research Labora- 


special quality conditions. 
Supervisory appointments _in- 

clude: T. A. L. Albrecht, supervisor 

of the quality laboratory section; McGavack Reassigned 

N. G. Steineke, quality standards Dr. John McGavack has been ap- 

section; A. J. Smeltzer, central in-! pointed technical director of the 


tories. 
+ * * 





Newark Dealer Jolfs Voters’ Memories— 


In addition to reminding citizens to cast their ballots, Hagin & Koplin (Ford), 
Newark, N. J., plans to supply free transportation to the polls on Nov. 4, according 
to Paul Aselin jr., sales manager. 


plantation division of U. S. Rubber, 
according to Dr. W. E. Cake, man- 
aging director of the, division. Mc- 
Gavack succeeds Dr, E, M. McColm, 
who is transferring to research and 
development work at the general 


laboratories in Passaic, N. J. Mc- 
Gavack will direct the plantation 
division’s research and development 
work. Since 1936 he had headed the 
crude rubber and latex department 
at the general laboratories. 








Trucks make 


at lower coct- 


EATON 2-Speed equipped 


quicker trips 






last longer, are worth mote 


oh the trade-in 


With Eaton 2-Speed Axles drivers select the gear 
ratio best suited to road, load, and traffic conditions— 
the ratio for maximum economy, safety, and maneu- 
verability. Quicker trips with full loads mean more 
payload miles at lower cost per mile. Engines run in 
the most efficient and economical speed range, reduc- 
ing stress and wear on engines and all power trans- 
mitting parts. Trucks stay on the job, out of the 
repair shop. Thousands of miles are added to vehicle 
life; trucks are worth more when they are traded in. 


Performance records prove emphatically that Eaton 
2-Speeds enable trucks to haul more, faster, longer, 
at lower cost. 


Axle Division 
EATON MANUFACTURING COMPANY 
CLEVELAND, OHIO 









Today, America’s roads are crowded with twice the traffic they were designed to 
carry. Help end the national traffic jam by speaking up for more and better roads. 
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Combustion Aid line. The four-ounce bottle 
(left) was introduced last year. Combustion 
Aid is said to absorb water in fuel lines, 
keep feed lines free of gums and remove 
carbon. The manufacturer recommends 
that the product be added to the gas 


3, 1952 


designed and is manufacturing a portable 
desk which fits into the lap. Called Ne- 
Desk, it measures 15 by 13%, by one 
inches when folded and 15 by 13% by 
five inches when opened. It is made of 
half-inch plywood. 

* ° * 





tank for cold-weather protection. 


| 





ated, two-pronged measuring blade. Rest- | e ° e 
ing the gauge-block on the rim of the 
mixing cup, the pointer slides the blade 
up or down to the correct position when 


a knurled knob is turned. 
* * * 





FOR PAINT MEASURING—A new gear- 
operated paint measuring gauge, called 
Micragauge, is being distributed by Arco 
Co., 7301 Bessemer Ave., Cleveland 27. 
The company claims the new gauge cuts 
as much as 10 percent from the time 
required to mix and match automotive 
enamels or lacquers. The Micragauge is ADDS LARGER SIZE—Bowes ‘Seal Fast” 
actuated by a rack-and-pinion connecting | Corp., Indianapolis, has announced the 


GRIP - KING —A_ new electronic road 
sander for cars which the maker claims 
assures constant safety on wet or slippery 
roads has been introduced by Tenna-Lite 
Corp., 312 W. Illinois St., Chicago 10. 
Grip-King takes up a minimum of space 
PORTABLE DESK—Jack Denison, of No-| in the trunk and is easy to install, accord- 





FOR HYDRAULIC BRAKES—Everhot Prod- 





the aluminum gauge-block with a gradu-! addition of a 12-ounce bottle to its Fast| komis, Fla., has announced that he has/| ing to the company. 





Road-run loads—even the torturous strain 
of rounding a curve at 60 mph—are 
simulated right in the middle of Alcoa’s 
busy Research and Development 
Laboratories on a unique wheel tester 
specially designed by Alcoa engineers to 
put aluminum wheels through their paces. 


The wheel tester and other equipment 
illustrated are part of the Alcoa facilities 
devoted to advancing the application of 
aluminum’s advantages in the automotive 
field. They allow Alcoa’s engineers to 
test thoroughly each new development 
under laboratory-controlled conditions. 


OING-LTKE SREY" 


... Standing still! 


These facilities, and the services of 
specialists familiar with the problems of 
the automotive industries, are available 
to you. To get in touch with the Alcoa 
engineering personnel who have specific 













knowledge of your field, call your local 
Alcoa sales office. Or write directly to us, out- 
lining the project you have in mind. Sketches 
or engineering drawings will help in 
assigning the proper specialists to your job. 


Fatigue-testing machine, built by Alcoa, for 
applying fatigue loads to the skirt of a piston. 






Electric dynamometer for testi int I 
“Road Map To A Better Product” ’ ee gee 


outlines Alcoa's Research and Devel- 
opment facilities. Send for your copy 
by mailing this coupon, today. 





combustion engines. 





ALUMINUM COMPANY OF AMERICA 
1842-L Gulf Bidg., Pittsburgh 19, Pa. 





Name___ Slat ieiaeits giiliiaiscaiatas o 
Company sinetiiaililaatiuionad toe cakdelatpsiadiiniaiiiiid 
Address_ i aa 
“SEE IT NOW” with Edward R. Murrow — CBS-TV 
City ‘tate ae every Sunday... brings the world to your armchair. 
Consult your newspaper for local time and channel. 


ucts Co., 2001 W. Carroll Ave., Chicago 
12, is distributing a display assortment of 
Bundyflex original-equipment, copper - 
fused, double-wall metal tubing for repair 
and replacement of hydraulic brake lines. 
The company states that the display shows 
all standard lengths of brake tubing from 
12 to 60 inches. A new feature, claims 
the firm, is a metal dispenser containing 
12 inverted flame unions for making up 
lines over 60 inches long. 

S « *@ 


f 





FOR CAR WINDOWS —A new car- 
window accessory, called Windomatic, is 
being marketed by Braun Mfg. Co., 1657 
N. Kostner Ave., Chicago 39. The device 
is a combined neoprene rubber strip and 
stainless-steel spring hinge that fits on the 
ledge of the window, according to the 
company. It is said to waterproof the in- 
side of the car door and stop window 
rattles. The company states that the unit 
also acts as a squeegee every time the 
window is raised. 

. = « 


Industrial Tape Offering 


New Painters’ Tack Cloth 
Industrial Tape Corp., New 
Brunswick, N. J., has added an- 
other product to its automotive 
line, Permacel tack cloth. The 
firm says that the new cloth, 18 

(Continued on Page 43, Col. 1) 
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ON OR OFF WITH A 
QUARTER TURN 


Heavy %-inch bolt (with T-head and 
square shoulder) fastens license plate 
securely in place. Will not lose off. 


PLATED TO PREVENT RUST 
No. 51—Dealer Cost, 


(Packed 12 to Box) 
Money-Back Guarantee 
IMMEDIATE DELIVERY 


If Your Jobber Cannot Furnish Order 
Direct. Write today for free catalog 
of over 200 Houser service items. 


eg Ey jpn sedpirtee 
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grams and instructions are enclosed in| Manufacturer, John Bean Division, | a mixture of cotton, ground redwood bark 


New Products 


(Continued from Page 42) 


by 36 inches, will pick up, rather|as package appearance, a red dot con- 


than spread, dust and dirt on sur-| taining the illustration of the filter is used. | 


faces about to be painted. 
Described as spontaneous - com- 
pustion-proof, the cloth comes in 


Detailed replacement data is located on 
inset side panels. Full product information 


is placed on back panels. Colors are red | 


a cellophane bag to keep it fresh| and grey. 


and flexible, the 


maker. 


according to 


* * * 


k 





NEW SPARK PLUG—Said to be appli- 
cable to all high-compression, high-speed 
engines, a new spark plug, called Circ-O- 
Fire 360, is being offered by Circ-O-Fire 
Spark Plug Co., 2411 Denton Ave., De- 
troit 12. The company says that the new 
plug represents a departure from regular 
design in that it fires from a single round 
center electrode to the plug's metal shell, 
which acts as a ground, replacing the 
conventional second, or bottom, electrode. 


=—— 


FOR DOOR EDGES — Designed to pro- 
tect door edges on cars from being 
chipped or dented, Dor-gard is announced 
by Adell Industries, 15815 James Couzens 
Hwy., Detroit 21. The company states that 
Dor-gard is made of tempered stainless 
steel and snaps onto the door without 
requiring screws or bolts. 


PACKAGED FILTERS—A new line of car 
replacement oil filters in cartons designed 
by Richard M. Franz, 108 W. Wells St., 
Milwaukee 3, is being marketed by De- 
luxe Products Corp., La Porte, Ind. Seven- 
teen basic carton sizes are used to pack- 
age over 60 different filter sizes. Identi- 
fication numbers are prominently placed 
on front, side and top of each carton. 
for further product identification, as well 





* * * 
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each package. 





WINDSHIELD WASHER—Products Re- 
search, Inc., 171 Newbury St., Boston, is 
offering Misto Matic, a gun-type wind- 
shield washer which shoots out a spray 


ee when the trigger is pressed. It cleans 


windshields of spatter, haze and insects, 
and fits into the glove compartment, states 


the company. 
ee, 


CARBURETOR REPAIR KITS — Designed | Visualiner Mirror’s Grip 
for carburetor repairs, a new line of tune-| Qy Wheel Made Firmer 


up kits is being offered by Balkamp, Inc., 
Indianapolis. Packaged in cartons for all 


A new device in the John Bean 
Visualiner mirror assembly pro- 


popular makes and models, the Balkamp| vides a stronger grip on the wheel 
kits include all gaskets and parts common-|;rim and can be attached to any 


ly replaced without rebuilding the car- 


buretor, according to the company. Dia-|danger of slip, according to thej|a 100 percent cellulose filter consisting of 


wheel in a few seconds without 


1305 S. Cedar, Lansing 4. 
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and poplar fibers in percentages that give 


New positive-grip contact points | maximum effect, the firm states. 
secure the assembly firmly to the 
rim with only a quarter turn of 
ratchet, 


the locking the 


asserts. 





FILTER ELEMENT — Champion Laborato- 
ries, Inc., Meriden, Conn., announces that 
it has improved its oil-filter refill line. The 
new Multi-Screen metal can container has 





LRM LIEU 
ABOUT THE NAME - 


PERFECTION. 


to last. 


The quality of Perfection Hoists and 
Bodies is clearly evident in the 
SMOOTH, POWERFUL OPERATION ... 
THE DEPENDABLE ON-THE-JOB PER- 
FORMANCE . . . THE LONG SERVICE. 
These well-known facts make PER- 
FECTION the leader in QUALITY 
Hoists and Bodies. 


For descriptive literature, write 
Dept. A-112 TODAY! 





STAKE and 
EXPRESS BODIES 


For over a third of a century, the 
“Perfection” 
bodies has meant quality construc- 
tion. Tough enough to work in any 
job, PERFECTION Hoists and Bodies 
have the reputation of being built 


in hoists and 


yal, 


K BODIE 
Ma tatit( ele 


Pel 


AYN ae 


Engineered, Manufactured, and Guaranteed by 


THE PERFECTION STEEL BODY COMPANY 


maker | 7" 








TOW CHAIN—This new chain has been 


designed to fit all cars, according to the 
manufacturers, Master Specialty Co., Inc., 
3016 E. Lake St., Minneapolis, and Kenora 
Specialty Co., Ltd., Kenora, Ont. The chain 
is eight feet long and weighs 5% pounds. 





Photo shows a modern PERFECTION No. 354 Heavye 
Duty Dump Body 144” x 84”, 10 cu. yd. capacity; 
equipped with a No. 827 Iso-Draulic Roll-A-Lift. 


Galion, Ohio, U.S.A. 











AUTOMOTIVE NEWS, NOVEMBER 3, 1952 








Olson Body for Bigger Payload— 


With a 12-foot long, 440-cubic-foot Kurb-Side loadspace body, My Bread Baking Co., 
New Bedford, Mass., is able to deliver a 2,500-pound payload with a %4-ton, 122-inch 
wheelbase Ford F-3 parcel delivery chassis, according to J. B. E. Olson Corp., New 
York. The payload is made possible by the saving of body weight. This body weighs 
only 1,370 pounds, due to strength-with-lightweight aerotype aluminum-alloy con- 
struction, Olson states. The former big heavy, body used by My Bread on its long 
Cape Cod route required a heavier chassis. The deadweight saving of 2,150 pounds 
with the new unit is reflected in a saving of 44% gallons of gasoline per trip, it adds. 


broke open the strongbox—using 
Beardmore tools, 


About $500 was taken from the 
safe, but a large number of 
checks and notes and other com- 
pany papers was carefully stowed 
back in the car along with the 
tools. 


Yeggs ‘Borrow’ Car to Haul 


Beardmore’s Safe Away 


Yeggs who broke into Beard- 
more Motor Co., Beloit, Kans., 
“borrowed” a Beardmore used 
car to carry off the company’s 
safe to a canefield, where they 





Dealer Business Counsel 


Stress Cash Items in Figuring Financial Position; 
Inventories May Be Deceiving 


By J. B. Van Tassel 
Dealer Business Counsel 

HE ratio of $2 of total current 
assets to $1 of total current lia- 
bilities has been the recognized 
financial standard of checking a 
dealer’s balance sheet in our busi- 
ness for many 
years. However, 
as I see it, there 
is danger in ac- 
cepting this 
standard as the 
final answer for 
the financial rat- 
ing of a dealer’s 

cash position. 
First of all, the 
$2 of total cur- 
rent assets may 
include a large 
amount of past-due and uncollec- 
able notes and accounts receivable 
which in many cases are not worth 

the paper they are written on. 


Also, in total current assets, you 
very often find an excessive stock- 
room inventory which, when prop- 
erly analyzed and compared with 
stockroom sales, shows a very low 
ratio of turnover. This low turn- 
over may be the result of a large 
carryover of parts that are obsolete 


J. B. Van Tassel 








““LOAD-STER” 
HELPER SPRINGS 
HELP BOOST 


tle shelf space. . 







EASY TO STOCK 


Individual cartons take lit- 


. labeled 


for easy identification. 


SMALL INVENTORY 


iit 


(10) sizes cover 90% 


of the cars in operation. Dis- 
tributors located through- 





out the country mean quick 


eth 8 


BIG MARKET 


For 


¥2-ton and %-ton pick- 


up trucks... passenger cars; 


salesmen with heavy sam- 


ple cases, vacationers with 


luggage, cars pulling house 


trailers and work trailers 


. a sales potential in the 


aaltiitela ce 


RESS BELOW 


PRIOR PRODUCTS, Inc. 
Box 349, Middletown, Ohio 


Box 7608, Dallas, Texas 
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Please send me descriptive literature on the “Load- 
ster” HELPER SPRING and the name of your 
nearest distributor. 
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NO MAINTENANCE 
REQUIRED 





ad 4 a 


List prices from 
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$14.75 to $21.40 


PROFITABLE 


NI Geren anni tating 
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or parts that just naturally are 
slow-moving. 
* + 


+. 

Used Cars Tricky 

HEN, too, there is the used-car 

inventory, which is included in 
this ratio of $2 of current assets. 
The used-car inventory, when 
analyzed and compared with used- 
car sales, may well represent a 
supply of used cars in excess of 30 
days or even 90 days. 

You cannot use past-due and un- 
collectable accounts and notes re- 
ceivable, obsolete and slow-moving 
merchandise, and excessive used- 
car inventories to pay expenses 
and payrolls and keep your busi- 
ness going. Neither can you use, 
for buying and selling and making 
a profit, dollars which are tied up 
in this class of merchandise. 

Cash and the equivalent of 


Buffalo Plants 
Maintain Output 
At Peak Rates 


BUFFALO.—Automobile assembly 
and parts plants in the Buffalo 
area continue to operate at peak 
levels, and officials predict that 
there will be no slowdown through 
the winter. 

While there is still a shortage of 
copper and lead, the supply of steel 
was termed “good.” Hiring of new 
employes continues at a slower rate 
than in recent weeks, but some 
auto plant employes are working 
overtime. 

The Ford assembly plant here is 
turning out 310 cars a day—the 
highest rate since 1950. The pro- 
duction rate is expected to hold for 
the remainder of 1952. 

Ford’s stamping plant is hitting 
peak production levels for the year, 
with about 3,600 men at work. A 
small percentage of the payroll is 
on a 48-hour week. 

The Tonawanda plant of Chev- 
rolet is working six days a week, 
and employment has climbed more 
than 3,500, with another 250 work- 
ers to be added. Chevrolet’s Buf- 
falo plant, also operating at peak 
levels with 2,500 at work, plans to 
add 200 more men. 

At the Buffalo of MHoudaille- 
Hershey Corp., production of shock 
absorbers for 1953 models has been 
boosting employment steadily 
the past month. 

Trico Products Corp. is back to 
capacity output again following the 
steel strike shutdown and has hiked 
its working force by about 10 per- 
cent during the past month. 

The Restfoam division of Hew- 
itt-Robins, Inc., also is busy. Third- 
quarter output of foam-rubber auto 
seat cushions at the plant jumped 
60 percent over the preceding quar- 
ter. The plant has been operating 
six days a week most of the year. 


OPS Revises Rule 
On New Items 


WASHINGTON.—Changes in the 
method which car manufacturers 
use in determining ceiling prices 
for new products have been placed 
in effect by OPS. 

The changes are designed to ex- 
pedite the establishment of ceiling 
prices for new lines or series of 
cars and new items of equipment 
that were not being produced when 
price control was started. 

OPS explained that delays had 
been encountered in setting up such 
ceilings in instances where the 
agency had to ask applicants for 
further information. 

In an amendment to Ceiling Price 
Regulation 1, OPS now specifies in 
greater detail the information it 
requires in an application for ceil- 
ing prices on a new line of auto- 
mobiles, and provides for the use 
of a new form, OPS Public Form 
149, for applications involving new 
extra, optional or special equip- 
ment. 


Coyne & Evans Realigned 

Coyne & Evans Chevrolet Co., 
Etna, Pa., now is a partnership 
consisting of U. C. Bernabei and 
Martin Betschart. The firm was 
realigned following the death of 
partner Harold Briggs. 


in 


quick cash are about the only 
current assets you can use to pay 
bills, buy more merchandise, make 
@ profit and stay in _ business. 
Therefore, in order for a dealer 
to build financial stability in his 
business, he must constantly keep 
a close check on the rate of turn- 
over of all of the accounts that 
go to make up the total of cur- 

rent assets, rather than just a 
check on the ratio of total cur- 
rent assets to total current lia- 
bilities. 

The most successful dealers, in 
my experience, are those who carry 
about 75 percent of their total cur- 
rent assets in cash on hand and in 
bank and new-car inventory. Of 
course, the large-volume operators, 
who sell two to three times the 
volume the average dealer will 
handle, probably can do very well 
with a smaller ratio of cash or the 
equivalent of cash, because of their 
large stocks and quick turnover. 

* a = 


Suggested Formula 

AFEST way for the average 

dealer to check his current as- 

sets is to make sure his accounts 
and notes receivable are never in 
excess of an amount equal to a 30- 
day sale of parts, accessories and 
labor at list prices; a used-car in- 
ventory that never exceeds an 
amount in excess of a 15-day sale 
of used cars, and a parts and acces- 
sories inventory that is turning at 
least four times a year. 

Cash on hand and in bank and 
the equity in new-car stocks will 
always remain satisfactory pro- 
vided that all other current-asset 
accounts are held within the fore- 
going limits and provided that 
the amount of cash necessary to 
handle the established potential 
of sales volume in the territory 
is kept in the business. 

It would be my suggestion that 
dealers set up a financial budget 
on the basis of about $1 of cash on 
hand, cash in bank and equity in 
new-vehicle stocks for each $1 in 
accounts and notes _ receivable, 
used-car inventory and stockroom 
inventory. Then each month they 
should check their balance sheet 
to make sure that this ratio is 
maintained in their business. 

On this basis, your liquidity 
should always rate 100 percent and 
you should never have to worry 
about lack of cash with which to 
do business. 

(Any questions you may have 
concerning business management 
will be answered gladly by J. B. 
Van Tassel, care of AUTOMOTIVE 
News.) 


EXPORT 


Mid-western exporter, estab- 
lished over 25 years and 
now selling 1% million dol- 
lar annual volume for one 
account will accept a few 
additional, non - competitive 
lines for intense aggressive 
and conscientious promotion 
on an exclusive contract 
basis. 


This exporter has long-estab- 
lished, active accounts in 60 
countries, resident Field Rep- 
resentatives and traveling 
technical Field Engineers 
throughout the world, a suit- 
ably fitted and well located 
suite of New York offices 
and complete local facilities. 


Only non-competitive auto- 
motive, agriculture, indus- 
trial, machinery or technical 
lines, manufactured by repu- 
table, well-established lead- 
ers in their field and located 
in Illinois, Indiana, Kentucky, 
Michigan, or Ohio will be 
considered. Address AN 310, 
c/o Automotive News, De- 
troit 26. 
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For Transporting Antiaircraft Artillery— 








This is Fruehauf's new magnesium trailer unit designed to house and transport a 
fire-control system for automatically aiming antiaircraft artillery. Roy Fruehauf, presi- 
dent of the company, said the new fire-control system, which was recently taken out 
of secrecy, is compact and portable and can be moved anywhere along with the gun 
battery. The trailer can be transported by plane. The fire-control system is an out- 
growth of the famous Bell Laboratories electrical gun director and its associated radar 
systems which proved effective against Nazi planes and “buzz bombs” during 


World War Il. 





Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker 

Attorney at Law 
ECENTLY a reader wrote an 
interesting letter. “I know from 
what I have read of your legal 
reports that if an automobile dealer 
fails to register the certificate of 
title to an automobile, he cannot 
take the automobile away from a 
person who purchased it in good 
faith and because the title certifi- 
cate was in the name of the person 

who possessed the car. 

“Now, I have a somewhat differ- 
ent case. I purchased an automobile 
from a man named Williams, but 
I did two things probably I should 
not have done. 

“First, I neglected to have the 
certificate of title transferred in 
my name. Second, I let Williams 
drive the car. A creditor of Wil- 


Colo. Roadblocks 
Uncover 4,205 
Safety Violations 


DENVER. —Gilbert R. Carrel, 
chief of the Colorado highway pa- 
trol, says roadblocks will pay off 
in cutting down automobile acci- 
dents on state highways. Figures 
released last week show that high- 
way patrolmen, in stopping 12,129 
vehicles at roadblocks, discovered 
4,205 violations. 

A breakdown of the violation 
figures showed 249 drivers without 
an operator’s license, 658 cars with- 
out proper registration, 80 vehicles 
without inspection stickers and 2,- 
660 vehicles operating with faulty 
equipment. 

The patrol reported that many 
cars and drivers were charged with 
several offenses. 

Carrel said the roadblock pro- 
gram will be continued. “There is 
no doubt but that the psychological 
effect of spot-checking is having a 
decided effect on the driving pub- 
lic,” he declared. 
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liams had the sheriff attach the 
automobile to compel Williams to 
pay a debt, and this creditor’s 
lawyer says I can’t get posses- 
sion of my automobile because I 
did not transfer the title certifi- 
cate in my name. Is this so?” 

The answer is: According to a 
late higher-court decision, you can 
take this automobile from both the 
sheriff and creditor. 

This is so because the courts hold 
that the real and lawful owner of 
an automobile can take possession 
of it from all persons, except a per- 
son who was induced and deceived 
into purchasing the automobile 
when believing the seller was the 
lawful owner because he held the 
certificate of title to the automo- 
bile due to neglect, carelessness or 
fraud of the real and lawful owner. 

* * a 


Writ Seizes Loaned Car 


= example, in Dixie Motor Co. 
v. Prince, 230 Pac (2d) 328, the 
testimony showed that a Buick car 
was registered in the name of one 
Garn. He traded it to Dixie Motor 
as part payment on a truck and 
endorsed the certificate of owner- 
ship. 

The company made no effort to 
transfer the title on the records of 
the state tax commission. Some re- 
pairs were made to the truck so 
purchased, and Dixie permitted 
Garn to use the Buick while the 
truck was being repaired. 

Unknown to Dixie, Garn owed 
money to a creditor, who pro- 
cured a writ of attachment and 
had it levied on the Buick the 
very day Dixie permitted Garn to 
take out the car. 

While the car was in the custody 
of the sheriff, Dixie filed suit and 
asked the court to order the sheriff 
to give it back to the company. 

The sheriff and also Garn’s credi- 
tor, who had filed the writ of 


Kaiser Steel’s Net 
Tops $10 Million 


FONTANA, Calif.—New produc- 
tion records and major progress in 
expansion programs were high- 
lights of the fiscal year ended June 
30, which marked the completion of 
10 years of operation of Kaiser’s 
steel mill at Fontana, Calif., stated 
Henry J. Kaiser, president of 
Kaiser Steel, in his annual report 
to stockholders. 

He reported $10,399,306 net profit, 
equal to $2.52 a share on the 3,200,- 
000 common shares outstanding. 
This compares with net earnings of 
$7,510,560 for 1951, or $1.86 a share 
on an equal number of shares. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section, Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 


attachment, argued that Dixie had 
forfeited its legal right to have 
possession of the car because the 
company had neglected to transfer 
the title on the motor vehicle 
records in the office of the state 
tax commission. 
* + cf 


Court Rules for Firm 

' IS interesting to observe that 
the higher court refused to agree 

with this contention and held that 

Dixie could regain the car. This 

court said: 


“The appellants (creditor and 
sheriff) contend that they were 
entitled to retain the vehicle under 
the writ of attachment for the rea- 
son that failuer of plaintiff (Dixie 
Motor Co.) to effectuate a transfer 
of title on the records of the state 
tax commission, had the same effect 
as if no sale had been consum- 
mated, as far as the attaching 
creditor is concerned. Obviously, 
the equitable title passes to the 
purchaser upon a bona fide sale for 
value. The purchaser thereby can- 
not be deprived of his purchase 
made in good faith, nor thereby 
become divested of his right to have 
transfer of legal title.” 

With respect to what an at- 
taching creditor gets, the court 

explained that a creditor is not a 
bona fide purchaser for value. He 
divests the debtor of only such 
title as the debtor has at the 
date of the levy. In this respect 
the court said: 

“Unlimited mischief would result 
if the law were otherwise, for a 
person purchasing an automobile 
under a written contract would be 
in a precarious situation financially 
in the event a write of attachment 

were procured against the seller 
prior to the lapse of sufficient time 
necessary to permit issuance of a 
new certificate of registration and 
a new certificate of ownership.” 





Knows the Ropes— 


Mechanics and other employes of J. L. 
Glikbarg Co., 1701 Van Ness Ave., San 
Francisco, never have to get out of the 
cars they take via self-service elevator 
from one floor to another at the Stude- 
baker distributor's remodeled five-story 
showroom and service station. A driver 
pulls a rope from an overhead fixture to 
actuate the controls that bring the elevator 
to his floor, and the doors open automat- 
ically. Pushbutton controls within the ele- 
vator close the doors and take the car to 
the desired floor. 


Police Nab Ring 
In Willys Thefts 


TOLEDO.—tToledo police have 
broken up a ring of Willys-Over- 
land employes charged with the 
theft of company equipment valued 
at several thousand dollars. 

Police questioned eight workers, 
including three guards and two 
foremen, after a truck driver was 
caught delivering new tires and 
radios to a purchaser outside the 
company’s gates. 

The guards were accused by plant 
officials of “turning their backs” 
when trucks hauling stolen goods 
went out the plant gates. 


April Dates Set 
For New York 
Sport-Car Show 


NEW YORK.—The Second An- 
nual International Motor Sports 
Show will be held here Apr. 4-12 
at the Grand Central Palace. It is 
planned as a nine-day panorama of 
motordom that will typify the past, 
present and future. 


Fabulous sports cars, priceless 
antiques, classics, racing cars, cus- 
tom-built specialties, roadsters, hot- 
rods and a few surprises in car 
trends reportedly never seen any- 
where before, will be in the spot- 
light, according to the sponsors. 


Herb Shriner, sponsor of the 
show and an auto enthusiasts, an- 
nounced that Charles Snitow, presi- 
dent of the National Hardware 
Show, has been appointed general 
manager of the second annual 
show. 


As a result of heightened inter- 
est in sports cars, both foreign and 
domestic car manufacturers are 
gaining momentum in production. 
Trade sources are predicting that 
motoring enthusiasm will reach a 
new peak during the show’s run. 





Fort Wayne Is Getting 


New I-H Truck Branch 


FORT WAYNE, Ind.—Construc- 
tion of a new truck sales and serv- 
ice branch building for Interna- 
tional MHarvester’s Fort Wayne 
truck district has begun, it is an- 
nounced by H. A. Herman, district 
manager. 


U. C. Lot for Kans. Firm 
Cook - Jones Motors, Sabetha, 
Kans., is opening a used-car display 
lot, covered with bituminous top- 
ping. 
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industry —are the unique applications of Plaskon Alkyd by PRP which 


are pictured here. The resulting distributor cap and rotor parts 


represent the first such use of this talented molding compound in a field 
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dimensional stability and remarkable arc-resistance are self-evident 


Crecit 


product performance and value —for pioneering this newest 


Holley Carburetor Company —ever alert for ways to improve 


application of versatile Plaskon Alkyd. PRP mass-produces these 


pieces on specialized high-speed presses, maintaining extremely 


close tolerances 


and exceptionally low costs. Our plane 


is ready now to speed you here for a review\of our facilities 


and abilities to satisfy your specific requirements 


when you look for plastic moldings, look first to 


lastic 
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—Coming Events= 





Dealer Conventions 
Nov. 16-17—Texas Used Car Dealers Assn 


Buccaneer Hotel, Galveston. 
Nov. 19-20—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Oklahoma City 
Dec. 1-2—Idaho Automobile Dealers Assn. 
Boise. 

Dec. 3—Oregon Automobile Dealers Assn 
Columbia Athletic Club, Portland, 

Dec. 4— Utah Automobile Dealers Assn. 
Newhouse Hotel, Salt Lake City. 

Dec. 8-10—Ohio Automobile Dealers Assn., 
Statler Hotel, Cleveland. 

Feb. 14-18, 1953 — National Automobile 
Dealers Assn., San Francisco. ; 
March 9-10, 1953 -— Canadian Automotive 
Wholesalers & Mfars. Assn., King Ed 

ward Hotel, Toronto, 
* * * 


Dealer Auto Shows 


Nov. 25-30 — Sioux Falls New Car Dealers 
Assn., Sioux Falls, S. D. : 
Jan. 25-31, 1953 — Syracuse Automobile 
Dealers Assn.. War Memorial 8Blda., 

Syracuse, 
Jan. 25-Feb. 1, 1953 — Baltimore Show, 
Inc., 5th Regiment Armory, Baltimore, 


Md. 

Jan. 30 - Feb. 8—Los Angeles International 
Automobile Show, Pan Pacific Auditor 
ium, Los Angeles. 

Jan. 31- Feb. 7, 1953 —50th anniversary 
show, Buffalo Automobile Dealers Assn., 


Masten Armory, Buffalo. . 
Jan. 31-Feb. 8, 1953—Greater St. Louis 
Automotive Assn., Keil Auditorium, St. 


Louis. 
Feb. 7 - 13, 1953 — Milwaukee County Auto 
Dealers’ Assn., Auditorium Bldg., Mil- 


waukee. 

Feb, 18-22, 1953—Fort Wayne Auto Trade 
Assn., ar Memorial Coliseum, Fort 
Wayne, Ind. 

Feb. 21 - March |, 1953 — Washington Au 





Caution Features 
Business Outlook, 
Sawyer Reports 


WASHINGTON. — Secretary of 
Commerce Charles Sawyer has 
found that “businessmen, on the 
whole, are cautious but not alarmed 
about the future,” in a two-week 
survey of business conditions in the 
west. 

In the light of this attitude, Saw- 
yer said last week, the nation 
should address itself to the task 
of finding ways to maintain high 
levels of business activity when 
defense spending levels off. 

This period, however, Sawyer as- 
serted, “has not arrived yet and 
perhaps will not until the end of 
’53 or shortly thereafter.” 


Facts that Sawyer found “quite 
uniformly presented” during his 
tour were that business in general 
is at a “very high level .. . equal 
to or better than last year.” On the 
other hand, he said, “profits have 
tended to drop off. This is due 
chiefly to increases in production 
costs, including labor, and to a 
certain extent to taxes.” 


“Practically all of the business- 
men I met are most anxious to see 
an end to controls, especially in 
cases where they feel them to be 
academic—that is, for example, 
where price ceilings are above the 
current market prices,” Sawyer 
admitted. 


Sawyer’s report was in advance 
of the post-defense markets survey 
which the Department of Com- 
merce and Committee for Eco- 
nomic Development are preparing. 


To supplement the domestic sur- 
vey, Sawyer plans to leave for 
Europe Oct. 31 as head of a presi- 
dential mission to look into the 
state of the economy there. 


Ford Managers 
Hold Truck Talks 


DEARBORN, Mich. — Ford divi- 
sion truck and fleet sales managers 
from all sections of the U. S. held 
their fourth annual meeting last 
week. 


The 1953 Ford truck and fleet 
sales program was the theme of the 
five-day sessions, in which some 40 
executives from the division’s gen- 
eral sales office took part. 


L. W. Smead, Ford general sales 
manager, welcomed the sales man- 
agers at the opening session in the 
styling showroom of Ford’s engi- 
neering staff in Dearborn. Later 
sessions were transferred to the 
Statler Hotel in Detroit. 


Packard American Motors 


Packard American Motors, Inc., 
Lake Charles, La. has filed a 
charter of incorporation, listing 
Werner Henke as president, Fran- 
cis Thompson as vice-president, and 
Gerald LeJune as secretary-treas- 
urer. All are from Lafayette, La. 
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tomotive Trade Assn., Washington, D. C. 

Feb. 28- March 7, 1953—Johnstown Auto 
mobile Dealers Assn.. Cambria County 
War Memorial. Johnstown, Pa. 

Feb. 28- March 7, 1953—Motor Car Deal 
ers of Greater Kansas City, Kansas City 
Mo, 

March 7-15, 1953 — Seattle Automobile 
Dealers Assn.. Seattle Armory. Seattle 
March 14-21, 1953 — Rochester Automc 
bile Dealers Assn., Rochester, N. Y. 
March 14-22, 1953 — Chicago Automobile 
show, International Amphitheater, Chi 

cago. 

March 24-April 1, 1953 — Fresno Motor 
Car Dealers Assn., Fresno, Calif. 

May 22-24, 1953 — Southeast Automotive 
Show, Miami, Fla. 

* * 


Aftermarket Shows 


March 26-29, 1953 — Southwest Automotive 
show, Automobile Bldg., Fair Park, 
Dallas. 


General 


Nov. 6-7 — American Finance Conference 
convention, Palmer House, Chicago. 


Nov, 10-13—American Petroleum Institute 
annual meeting Conrad Hilton Hotel 
and Palmer House, Chicago 

Dec. 5-6—Motor and Equipment Whole- 

alers Assn. convention. Chalfonte-Had- 
don Hall Hotel, Atlantic City, N. J. 

Dec. 9— Milwaukee County Automobile 
Dealers Assn. meeting, Milwaukee. 

Dec. 10-13—Automotive Service Industries 
how, Municipal Auditorium, Atlantic 
City, N. J. 


Feb. 2-5, 1953 — Automotive Accessory 
Manufacturers of America Exposition 
Grand Central Palace, New York City. 

Feb. 26- March |, 1953 — Pacific Automo 


tive Show, Civic Auditorium, San Fran- 
cisco. 
* * + 
Engineering 


Nov. 3-4— Society of Automotive Engi- 
neers, Chase Hotel, St. Louis. 

Nov. 6-7 — Society of Automotive Engi 
neers, Mayo Hotel, Tulsa, Okla. 

Nov. 30- Dec. 5 — Society of Automotive 
Engineers, Statler Hotel, New York City. 








| Custom-Made Portable Chapel— 


The Rev. and Mrs. H. A. Sprague have decided to go modern. For years they had 
been traveling around the country in their 27-foot house trailer and Model T Ford 
| truck, stopping over at small towns to hold religious services, most of which were 
| conducted under a tree or in the open. But when they stopped in Stockton, Calif., 
recently, they purchased a 1952 cab-over-engine Ford truck from John H. Eagel Co. 
They had the dealership build them an alumnium house on the chassis and install an 
aluminum chapel. The chapel has seating capacity for some 30 persons, a pulpit, an 
amplifier, and a heater and cooler. 
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With the Staff... 
ALONG AUTO ROW 


Auto 


Sales Disadvantage 


Dealers in the Detroit area are at | 
a disadvantage insofar as sales are| 
concerned prior to introduction of 


new models, declares one dealer. 
“Sales start lagging two months 
ahead of time becaues most of 
the people here have a better idea 
what the new cars will look like 
than persons in California or New 
York, because of their close rela- 
tion with the auto industry,” says 


Nathan P. Rosenthal, sales man- 
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PITTSBURGH PLATE 


of Margolis Sales 

(Chrysler-Plymouth). 

Rosenthal believes that all mak- 
ers should show their new models 
within the same month “because 
almost everyone stalls off buying 
a new car until the last one is in- 


troduced.” 
* * * 


Need Better Brakes 


Commenting on the horsepower 
race, one dealer opines: 
“I don’t believe the auto indus- 


and products. 








SUPERFINE INSULATION—Composed of fibers 
of exceptional fineness—from 3 to 20/100,000 
of an inch in diameter—providing greatest 
thermal and acoustical insulating efficiency- 
to-weight ratios, extraordinary strength, com- 
pressibility and resiliency. In all standard 
grades and sizes, or fabricated to specifications. 


YARNS, STRANDS AND ROVING—Continuous fila- 
ment fiber, twisted and plied to provide yarns 
of the weights and types required for electrical 
insulation and industrial and decorative fabrics. 
Roving, composed of continuous filament 
strands, bundled in parallel, and chopped 
strands, consisting of roving cut to lengths of 
4” to 2”, for use in plastics. 


try wants to go over 65 m.p.h., 
but it has to cater to the younger 
people—it wants to get the 
younger drivers into their cars, 
and keep ’em there. The younger 
folks don’t like sluggish autos. 
“Howover, the industry should 
concentrate more on better braking 
systems and other safety devices to 


| stop those cars,” he believes. 


* * * 


°53 Model Hoopla 


A dealer and sales manager in 
Detroit's northern suburbs agree 
in blaming a good part of their 
model cleanup troubles on what 
they call too much early “hoopla” 
about ’53 models. 

Both of them (they’re in the 
popular-price field) are trying 
added advertising pressure to 
bring customers into the sales 


AUTOMOTIVE NEWS, NOVEMBER 3, 1952 


47 





room. One is concentrating on a 
direct-mail campaign, pointing 
out new-car dependability in the 
winter months, The other is using 
area newspapers and radio spots. 
The dealer, in particular, was 
|concerned over the fight he said 
|he has been forced to make to 
|gain attention from his company’s 
|““all-new” line scheduled for '53. He 
|had a collection of clippings that 
|showed that mechanical features 
and styling hints had been popping 
up regularly in news columns for 
several weeks. Even those poten- 
tial customers, who are coming in 
to look over the ‘52s, are asking 
about the ’53s, he said. 


* * * 





Weekly Sales Meetings 


Dick Connell (Chevrolet) is 
conducting a series of meetings 





Highlights 


OF THIS NEWEST FIBER GLASS OPERATION 


PLANT LOCATION—Shelbyville, 27 miles Southeast of Indianapolis, is 
served by the Pennsylvania and New York Central railroads. The location 
presents numerous advantages to many users of Fiber Glass. 


PRODUCTION FACILITIES—The most advanced manufacturing processes 
and techniques are being employed to assure the production of Fiber Glass 
which meets the most exacting standards and requirements. 


PRODUCTS—Two basic forms of Fiber Glass, each in a full range of 
grades and sizes, are being produced: 





TECHNICAL ASSISTANCE—A staff of trained engineers is available to lend 
technical assistance in utilizing PPG Fiber Glass to maximum advantage 
in all applications, particularly those involving new fabricating methods 


RESEARCH AND DEVELOPMENT—A program of continuing research and 


development is established for the purpose of giving users of PPG Fiber 
Glass every future advantage, from refinements in manufacture to benefits 


in utilization. 








The Unique Properties of 
PPG FIBER GLASS Help Make 
Products BETTER, 
SAFER, LIGHTER, STRONGER 


You may be able to realize important 


advantages in using 


sales offices in Chic 
York, Washington . 
PPG Warehouse. 


ee Se eee 


PPG Fiber Glass. 


For additional information, please con- 
tact Pittsburgh Plate Glass Company, 
Fiber Glass Division, 632 Duquesne 
Way, Pittsburgh 22, Pa. ... or district 


ago, Detroit, New 
. . or the nearest 


PAINTS - GLASS - CHEMICALS - BRUSHES - PLASTICS 


a ie 


each week for its staff to push 
sales of 1952 models, reports 
Maurice Shore, sales manager. 
“Most of our salesmen are kept 
outside most of the time con- 
tacting tool and die shops or 
other places where people are 
making good money,” he says. 


Air-Conditioning Flop? 

Makers who plan to offer air- 
conditioning units on their cars will 
“flop” if they try to sell them in the 
eastern parts of the country, be- 
lieves David J. Coogan, of Dave 
Coogan, Inc. (Mercury). 

“They’re too darn expensive, 
and the only place they can at- 
tract customers is down in Ari- 
zona and other states where it’s 
extremely hot the year round.” 

+ * * 


Retired Chief Selling 


William Malinowski, retired po- 
lice chief of Hamtramck, Mich., 
recently joined the sales staff of 
Long & Long, Inc. (Dodge-Plym- 
outh), reports James P. Long sr. 
“He’s one of our top salesmen now.” 

* + * 


War & Flurries 


On days that the recent sharp 
contests for hill positions have 
brought the Korean War back to 
page one, there seem to have 
been corresponding flurries of 
activity in his used-car lot, a 
Detroit dealer remarked last 
week. 

“Theyre just like minor - size 
buying panics from the summer 
of 1950,” he said. “I guess each 
time the war takes a turn it 
reminds the public of scarcities.” 

* * of 


Window Dressing 


The incidental value that a little 
window-dressing has in promoting 
sales of accessory products is 
pointed up by Norman Davis, man- 
ager of the parts department of 
Harley Buick, Inc. 

Early in October Davis set out 
in his display window a neat little 
display of pumpkins and corn- 
shocks with some cans of anti- 
freeze. 

Davis reports that he sold 200 
cans of anti-freeze on a balmy 
October day. 

* 


* * 


Tradeins Drop $100 


The clip that the overall Detroit 
market felt in the early fall 
brought down his tradein allow- 
ances as much as $100, said Bob 
Ball, used-car sales manager for 
Louis Rose Co. (DeSoto-Plymouth). 

And on less popular cars, the 
drop was even more, Ball said. 

Perhaps the fundamental reason 
for the price shakedown in Detroit, 
Ball felt, was that “the cost of 
everything—including cars—is too 
high.” 


* * * 


Bike Safety Day 

The 12th Precinct Business Men’s 
Youth Club, composed mostly of 
auto dealers on Livernois Ave., 
sponsored a Bicycle Safety Day in 
Detroit recently. This included an 
afternoon program of entertain- 
ment, bicycle checks, and an obsta- 
cle course to test the riding ability 
of several hundred youngsters. 


All of the bicycles were safety- 
taped with a _ substance that 
shines 200 yards at night. Me- 
chanics were furnished by the 
auto dealers for this purpose, as 
well as for testing each bicycle 
from brakes to handlebars. 


The police department, which co- 
operated fully with the program, 
presented each youngster with a 
“driver’s license” for his bicycle, 
in which a code of safe operation 
was outlined. The license included 
this message: 

“In case of trouble, remember 
your precinct police officer. He 

is your friend.” 

The obstacle course was set up 
by the police, under the supervision 
of the youth bureau. A program of 
movies and professional bike riding 
acts topped off the afternoon. 


Weiskopf, Wiesel Acquire 
Deal in' New York City 


Al Weiskopf and Kal Wiesel have 
taken over the Dodge- Plymouth 
dealership formerly known as Lip- 
kins Motors, 250 Dyckman St., New 
York, and have renamed it L 
Motors. The firm formerly was 
owned by Milton Lipkins. Larry 
Campbell is the new service man- 
ager. 











Used-Car Auction Prices 


Market Trend 


For the third week in a row, a new low for the year was established 
for wholesale used-car prices last week. According to Automotive News’ 
index, the overall average price dropped $12 during the period to 
stand at $1,166. 

Prices were again off for nearly all models, the index showed, with 
a drop of $26 for ’52s leading the way. Only ’46s showed any strength, 
with a mild $3 increase. 

The index showed losses as follows: ’51s, $21; '50s, $13; 49s, $8; ’48s, 
$9, and ’47s, $6. 

At the auctions, however, activity picked up by about 5 percentage 
points, At 10 representative auctions last week, 1,336 cars were sold 
from 1,939 offerings for an average of 69 percent. At the same auctions 
a week earlier, 1,356 cars were sold from 2,104 offerings, or about 64 
percent. 

Prices marked with an * indicate a unit equipped with 
an automatic transmission or overdrive. 


ALBANY, N. Y. 


(Tim Anspach Auto Auction. Sale every 





960*, $1,835*; FL conv., $2,025*. ’51 
SL Deluxe sedan (2), $1,475, $1,475*; 
Bel-Air, $1,670. '50 SL Deluxe sedan, $1,- 


Monday. Prices are for sale of Oct. 20.) 200, $1,260; Bel-Air sedan, $1,460; SL 
(Some units sold for as much as ever, Special sedan, $870; FL Deluxe sedan, 
while others took a further drop in $1,130. '49 SL Deluxe sedan, $1,010; %- 


ton pickup, $600; SL Special club coupe, 
$780. '48 SM sedan, $725; FM sedan, 
$670; conv., $690. '47 SM sedan, $590; 
FM club coupe, $380; SM business coupe, 


price. Sold 79 cars out of 106 offerings.) 


BUICK—’52 Special sedan, $2,200*. ‘51 
Special sedan, $1,810*. '50 Special sedan, 


os edan 1,- ; 
Soe 4d RM conv, $1,140"; aunt ae $380. °46 %-ton panel, $260. °41 SD 
dan, $1,160. '48 Super sedan, $770. *46| Club coupe, $190. 
RM sedan, $5: CHRYSLER—’52 Saratoga sedan, $2,350°. 


85. 
CHEVROLET—’52 SL Deluxe sedan, $1,- 50 NY sedan, $1,410*. 


DeSOTO—'50 Custom sedan, $1,380°. | 

DODGE—’52 Coronet sedan, $2,000*. °51 
Coronet sedan, $1,600*; Meadowbrook | 
sedan, $1,250*. °49 Coronet conv., $1,- 
125*; Wayfarer roadster, $780; Custom 
sedan, $1,110. ’47 Custom sedan, $720. 


FORD—'46 (6) Deluxe club coupe, $390; | 
SD (8) sedan, $610 
HUDSON—’50 PM sedan, $990. 
LINCOLN—’52 Capri sedan, $3,340*. | 
Cosmopolitan sedan, $1,110*. °'49 conv., | 
$970*. | 
MERCURY—'51 sedan, $1,760*. ‘50 sedan, | 
$1,200, $1,275. '49 sedan, $1,040. | 
NASH—’'49 (600) sedan, $850. 


"50 





OLDSMOBILE—’'52 (88) sedan, $2,260*, 
$2,300*; (98) sedan, $3,020*. ‘51 (98) 
sedan, $1,925*. '50 (76) sedan, $1,230; 
(98) sedan, $1,660*, $1,620*; (88) sedan, 
$1,450*. '49 (98) conv., $1,250*. 

PLYMOUTH—’50 SD sedan, $1,130. °49 


Deluxe club coupe, $1,000. '48 SD sedan, 
$750, $775. °46 SD sedan, $540. 


PONTIAC—'52 Catalina sedan, §$2,600*, 
$2,625*. °51 Catalina sedan, $1,980*. '50 
SL (6) club coupe, $1,350. ‘49 SL (6) 


sedan, $1,200*. '46 SL (6) sedan, $450. 
STUDEBAKER—’51 Champion sedan, $1,- 
140. '49 Commander (8) conv., $720. 
WILLYS—’50 (6) station wagon, $1,000*. 
"47 Jeep, $490. 


DALLAS 
(Southwestern Auto Auction. Sale every 
Wednesday. Prices are for sale of Oct. 
22.) 


(Market still weak—cars gradually go- 
ing down. Sold 64 cars out of 148 offer- 
ings.) 

BUICK—’41 conv., 


$140. °40 club coupe, 


$265. 
CHEVROLET—’52 SL Deluxe sedan, $1,- 


840, $1,830; Bel-Air, $2,210. ‘51 Bel- 
Air, $1,740; SL Deluxe sedan, $1,500, 
$1,465. °50 SL Deluxe sedan, $1,080; 


Bel-Air, $1,475, $1,470. °49 %-ton pick- 
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(Compiled by 


$1,166 $1,214 $1,220 


til 


(The above figures are average 
makes and models, carried regularly in Automotive News.) 





FL 
SM sedan, $495, $675. '41 FL aerosedan, 


up, $850; Deluxe sedan, $970. ‘47 
$315, $135. °40 SD sedan, $165, $115, 


$130, $210, $195. ‘39 sedan, $175. 


DeSOTO—’48 Deluxe club coupe, $430. 
Custom sedan, $715. 


DODGE—’'46 sedan, $575. 


FORD—’52 Custom (8) sedan, $1,960. ‘51 
%-ton pickup, $1,115; Custom (8) sedan, 
$1,560, $1,500, $1,530, $1,430, $1,515. '50 
%-ton pickup, $750; Custom (8) sedan, 
$1,275, $1,265; Custom (6) club coupe, 
$1,130. '49 Deluxe (8) sedan, $710. '48 
SD (8) sedan, $600. '47 SD (8) sedan, 
$600. '46 SD (8) sedan, $475. '41 sedan, 
$260. ’40 sedan, $180; conv., $345. 

LINCOLN—’49 sedan, $1,025. 


"47 





Americas best traveled families! 


—thece millions with 


HE 3'%-million families who are regular readers of 
7 Better Homes & Gardens live the spread-out, sub- 
urban life that demands at least one car, frequently 
two. And they use these cars far more than the aver- 
age car owner. Because they're always wanting more 
out of life—and getting it. 

You know this is so, as soon as you glance into a 
copy of BH&G. Every page of every issue is devoted 
exclusively to new things to try, new things to BUY. 
In fact, BH&G is the only magazine of more than 
3-million circulation that screens its readers for their 


BUY-mindedness. 


Here is an audience for your auto ads that leads in 
desiring power, as well as in buying power! 


BHsG BOVoweicat BRIEFS 


e BH&G FAMILIES OWN 105.3 autos per 100 families. 

@ 61% OF BH&G FAMILIES bought their autos new. 

e BH&G FAMILIES DRIVE more than four billion miles in one 
summer of their vacation trips. 


MEREDITH PUBLISHING COMPANY, Des Moines, lowa 


Bw 












BUY ON THEIR MINDS! 


Average Used-Car Prices 


Automotive News) 





Oct., 1952 Sept. Aug. 

Model (to date) 1952 1952 
1952. $2,233 $2,351 $2,385 
1951 1,626 2,716 1,697 
1950. 1,323 1,352 1,383 
1949... 1,030 1,085 1,084 
1948. 773 800 802 
1947 632 645 647 
PD vig vivshis 5A7 548 538 
Overall ——  —— _ —_—- 
Average... $1,166 $1,214 $1,220 


8 of used-car auction prices, all 


MERCURY—’52 sedan, $2,325, $2,415, $2,- 


350. '51 sedan, $1,780. ’46 conv., $535. 
OLDSMOBILE—’51 (88) club coupe, §$2,- 
000*. ’50 (98) 2-dr., $1,550*. '49 (98) 


sedan, $1,160*. 

PLYMOUTH—’49 Deluxe sedan, $960. °41 
sedan, $180. 

PONTIAC—’52 sedan, $2,090*. 


STUDEBAKER—’49 %-ton pickup, $525, 
$560. '47 Commander club coupe, $490. 


MANHEIM, PA. 


(Manheim Auto Sales and Auction Co. 
Sale every Friday. Prices are for sale of 
Oct. 17.) 

(Sold 118 cars out of 202 offerings.) 
BUICK—’52 Super Riviera 2-dr., $2,600; 

Special 2-dr., $2,170. ‘51 Super 4-dr., 

$1,760*; Specia) 4-dr., $1,710*, $1,675. 

‘50 RM 4-dr., $1,690*; Super 2-dr., $1,- 


530°. °49 RM 4-dr., $1,225*. 
CADILLAC—’52 Fleetwood, $4,360*. '51 
(62) conv., $3,770*; 4-dr., $3,250, $3,- 


160°; (60) 4-dr., $3,200*. '50 (62) 4-dr., 
$2,450°. 

CHEVROLET—’52 Bel-Air, $2,170*; station 
wagon, $2,170*; SL Deluxe 2-dr., $1,- 
935; FL 4-dr., $1,820; 2-dr., $1,775; 
%-ton pickup, $1,225. '50 conv., $1,170. 
*49 club coupe, $965. 

CHRYSLER—’51 NY 4-dr., $1,990*; Wind- 
sor 2-dr., $1,930*. ’50 Windsor 4-dr., 
$1,685*, $1,660*; Newport, $1,670*. 

DeSOTO—’52 Fire Dome (8) 4-dr., $2,400°*. 
*51 Custom 4-dr., $1,400*. ’°49 suburban, 
$1,220*. °48 Custom 4-dr., $1,110*. 

DODGE—’51 Coronet 4-dr., $1,600*. °’50 
Coronet conv., $1,360*; Wayfarer 2-dr., 


$1,100; %-ton panel, $700. ’49 Coronet 
4-dr., $1,100. 

FORD—’'52 Victoria, $2,335*; conv., $2,- 
190; Crestliner 2-dr., $2,150*; station 
wagon, $2,150; Custom (8) 2-dr., $1,- 
840°; Custom (6) 4-dr., $1,820%. °51 


Deluxe (8) 2-dr., $1,320*. 
HUDSON—’51 PM 4-dr., $1,535. °47 Super 
(6) 4-dr., $480. 
KAISER—’49 4-dr., $925*, $575. '48 4-dr., 
$520*, $480. 


LINCOLN—’52 4-dr., $3,250*, $3,190*; 
Capri 4-dr., $3,100*. 

MERCURY—’52 coupe, $2,430*, $2,420*; 
Monterey, $2,400*. ’51 4-dr., $1,660. ’50 


2-dr., $1,350. 

NASH—’51 Rambler station wagon, 
325°. °'50 Statesman 4-dr., $920. 
(600) 4-dr., $1,160. 

OLDSMOBILE—’52 (88) 4-dr., $2,500*. ’50 
(98) 4-dr., $1,570*. °49 (76) conv., 
oo (88) 2-dr., $1,175. °39 (66) coupe, 


PACKARD—’51 4-dr., $1,705*. '50 4-dr., 
$1,050*. '49 4-dr., $960*. 

PLYMOUTH—’52 Cambridge 4-dr., $1,740; 
club coupe, $1,630; Cranbrook club coupe, 


$1,- 
"49 


$1,660. °50 SD club coupe, $1,260. °46 
SD 4-dr., $585. 

PONTIAC—’52 Catalina, $2,490*; station 
wagon, $2,370*. ’51 SL (8) 4-dr., $1,- 
875*. ’50 SL (8) 2-dr., $1,565*; Chieftain 
(8) 2-dr., $1,450. °48 SL (8) 2-dr., 
$1,330. 


STUDEBAKER—’52 Commander (8) Star- 
liner, $2,020; club coupe, $1,680. °48 
Champion 4-dr., $610. °47 Land Cruiser, 


$800. 
WILLYS—’52 Aerolark 2-dr., $1,525. °51 


station wagon (4), $970. ’50 station 
wagon (4), $970; Jeepster, $930, $790. 
LOS ANGELES 


(Los Angeles Auto Auction. Sale every 
Tuesday and Thursday. Prices are for 
sales of Oct. 21 and 23.) 

(Clean units are in good demand—no 
market for rough units at any price. 
Sold 223 cars out of 375 offerings.) 


BUICK—’52 Super Riviera 2-dr., $2,745*; 
4-dr., $2,460; Super conv., $2,660*. ’51 
RM Riviera 2-dr., $2,310*; 4-dr., $2,- 


150*; Super Riviera 2-dr., $2,210*; 4-dr., 
$1,925*, $1,795; Special 2-dr., $1,895*. 
’50 Super Riviera 4-dr., $1,595*; Spe- 
cial 4-dr., $1,425*. "48 Super conv., $920. 
’46 Super 4-dr., $670, $645. 

CADILLAC—’52 (62) Coupe deVille, $4,- 
450°, $4,175*. °51 (62) Coupe deVille, 
$3,800*; 4-dr., $3,445*, $3,300*, $3,240*; 
club coupe, $3,355*. °50 (62) Coupe de- 
Ville, $3,490*; (60) 4-dr., $3,195*; (61) 
club coupe, $2,985*; 4-dr., $2,640*. '48 
(60) 4-dr., $1,745*; conv., $1,735*; (62) 
4-dr., $1,650*. ‘47 (60) 4-dr., $1,105*. 

CHEVROLET—’52 SL Deluxe conv., $1,- 
990; %-ton pickup, $1,455. '51 Bel-Air 
$2,000*; conv., $1,850*, $1,650; SL De- 
luxe 2-dr., $1,710*, $1,560, $1,405; 4-dr., 
$1,650*, $1,470*; FL Deluxe 2-dr., $1,- 
495; SL Special 4-dr., $1,490, $1,450; 
business coupe, $1,275; %-ton pickup, 
$1,150. °50 Bel-Air, $1,525*; conv., $1,- 
460; SL Deluxe 4-dr., $1,345*; FL De- 
luxe 4-dr., $1,195; %-ton pickup, $1,145, 
$950; %-ton pickup, $975, $930. °'49 
conv., $1,195; FL Deluxe 4-dr., $1,100; 
SL Deluxe 2-dr., $1,090, $1,035; station 
wagon, $1,000. '48 FM 4-dr., $800; %- 
ton pickup, $795. "46 SM 4-dr., $580. 

CHRYSLER—’50 Windsor 4-dr., $1,570*, 
$1,475*; Royal club coupe, $1,485*. °49 
Windsor 4-dr., $1,295*. °46 NY club 
coupe, $535°*. 

DeSOTO—’52 Custom 4-dr., $2,035*. '51 
Custom club coupe, $1,825*; 4-dr., $1,- 
585*. ’°50 Custom 4-dr., $1,550*, $1,450*; 
club coupe, $1,375*. '49 Custom 4-dr., 
$795°. 

DODGE—’51 Coronet 4-dr., 
Coronet 4-dr., $1,275*. °49 Coronet club 
coupe, $1,160*; Wayfarer 2-dr., $1,015. 

FORD—’52 Victoria, $2,450°, $2,445*. '51 
Victoria, $1,925*, $1,865*, $1,860*; Coun- 
try Squire, $1,855, $1,695; conv., $1,750*; 
Custom (8) 2-dr., $1,540*; %-ton pickup, 


(Continued on Page 49, Col. 1) 


$1,535*. '50 
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DODGE—’51 Coronet 4-dr., $1,450*, $1,- 
e e 310*. '50 Meadowbrook 4-dr., $1,160". '49 
Coronet 4-dr., $960*. '46 Custom 2- dr., 
sedad-C ar AUCTION Frices $505" 

FORD—’52 Victoria, $2,325*, $2,235*; Cus- 
tom (8) 4-dr., $1,875*, $1,820*. '51 Vic- 
toria 1,775*, $1,715*, $1,690*; Custom 

(Continued from Page 48) (8) ae b: Bio. gi soo, $1,495*: 
sedé * 300°, °: 
$1,225, 50 Custom (8) club coupe, $1,-| $1,550, $1,540, $1,535, $1,525. ‘51 Cran-| Peluxe (6) sedan, g2.d1h', Sco. By 
340; Deluxe (6) 2-dr., $1,195; Deluxe brook sedan, $1,5 $1,475; Cambridge 2-dr., $900. '47 Deluxe (8) club coupe 
(8) 4-dr., $1,175; 2-dr., $1,165. '49 Cus-| sedan, $1,395, $1,350, $1,340, $1,280, $1,-| $890. "46 SD (8) 2-dr.. $540. ' 
tom 2-dr., $1,135*; 4-dr., $1,085*, $905; 275, $1,265. '50 SD sedan, $1,235; De-| _. a ’ Rame ° ‘ 
club coupe, $1,045, $945; Deluxe (8) luxe sedan, $1,120. °48 SD sedan, $785; FRAZER—'49 4-dr., $555*. "48 4-dr., $335. 
2-dr., $1,020. Deluxe sedan, $430. HUDSON—’51 Hornet 4-dr., $1,735*. ‘48 
HUDSON—’50 PM club coupe, $1,000, $925. | PONTIAC—’50 Chieftain (8) sedan, $1,300. Super (6) 4-dr., $475. 
‘48 Super (6) 4-dr., $760. ’49 Chieftain (8) sedan, $1,175. ‘41 SL AISER—’51 4-dr. 5* ,105* 
LINCOLN—’52 Capri club coupe, $3,600*; (6) sedan, $150. nana Y oa hy, Tas te : 
Cosmopolitan club coupe, $3,220*, '51| STUDEBAKER—’50 Champion sedan, $1,- | MERCURY—'52 club coupe, oe” 51 
4-dr., $2,140*, $1,915*; Cosmopolitan 4-| 050, $1,030. '47 Champion sedan, $540. 4-dr., $1,760*. "49 4-dr., $1,115*. 
dr., $2,000*. ‘50 club coupe, $1,575*; NASH—’50 Ambassador 4-dr., $970*. ‘49 
4-dr., $1,530*%, $1,515*, $1,390*. '49 club TY (600) 2-dr., $790. 
coupe, $1,015*; 4-dr., $1,000*; Cosmo- MASON CITY, IA. OLDSMOBILE—’52 (98) Holiday, $3,210*; 
politan 4-dr., $850*. '46 4-dr., $395. (Lapiner Auction Co. Sale every Wed- Super (88) 4-dr.. $2,750*, $2,730°. 51 
MERCURY—'51 club coupe, $1,680*. '50|nesday. Prices are for sale of Oct. 22.) (88) 2-dr., $1,675". °48 (98) 4-dr. $895*. 
Monterey 2-dr., $1,720*; club coupe, §1,- (Slight upward trend seen in prices— | paCKARD—’51 4-dr., $1,705*. : 


485*. '49 station wagon, $1,195, $1,130; 
4-dr., $1,170*; club coupe, $1,165. ’48 
conv., $925. '47 club coupe, $725. 
NASH—’52 Rambler conv., $1,525. ‘51 
Ambassador 4-dr., $1,505*. °'47 (600) 
4-dr., $445. 


OLDSMOBILE—’52 (98) Holiday, $3,285*; 
4-dr., $2,900". '51 (98) Holiday, $2,495*. 
"50 (88) 4-dr., $1,735*, $1,695*, $1,620*, 
$1,585*, $1,470*; (98) club sedan, 2 at 
$1,550*. °49 (98) 4-dr., $1,400*; (88) 
club coupe, $1,125*. °’48 (98) 4-dr., 
$990*; (78) Deluxe club coupe, $980*. 
’46 (78) club sedan, $§700*. 


PACKARD—’51 (200) 4-dr., $1,845*. 
PLYMOUTH—’52 conv., $1,895. '51 Cam- 
bridge club coupe, $1,445. °47 conv., 


$68. '46 SD club coupe, $610. 

PON TIAC—’52 Catalina, $2, 750*, $2,675*, 
$2,475"; conv., $2,600*. ’51 station wag- 
on, $2,000; conv. » $1,985*; Catalina, §1,- 
945*; SL (6) 4-dr., $1,700; club coupe, 
$1,575. ‘50 Catalina, $1, 890*, $1,730"; 
Chieftain (8) 4-dr., $1,700*, $1,550"; 
2-dr., $1,565*, $1,470*. °49 Chieftain (8) 
club coupe, $1,250*, $1,195*. °47 4-dr., 


$1,- 
$1,150*. ‘49 


$725. 
STUDEBAKER—’ 52 
765*. °50 Champion 4-dr., 
Champion 4-dr., $710*. 
MISCELLANEOUS—’50 GMC 
up, $975. 
$735. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 

nesday. Prices are for saie of Oct. 22.) 
(Market maintaining same level as 
past several weeks. Sold 61 cars out of 
103 offerings.) 

BUICK—’51 RM sedan, $1,990*, $1,875*; 
Super sedan, $2,035, $1,800; Special se- 
dan, $1,600. '50 Special sedan, $1,290*. 
°49 RM sedan, $1,125, $1,090*. ’47 Super 
conv., $675. 

CADILLAC—’50 (61) sedan, $2,530*. '49 
(60) sedan, $2,030*. 

CHEVROLET—’52 Bel-Air, $2,060. '51 SL 
Deluxe sedan, $1,525*, $1,445. °50 SL 
Deluxe sedan, $1,240; SL Special sedan, 
$1,120. '49 SL Deluxe sedan, $1,100, §1,- 
090. ’°48 FM sedan, $860. '47 FM sedan, 
$690; FM, $470. '46 SM sedan, $515. 

CHRYSLER—’51 Windsor sedan, $2,060*. 

DeSUOTO—’50 Custom sedan, $1,430*, §1,- 
410*. 

DODGE—’51 Wayfarer sedan, $1,260. ‘49 
Meadowbrook sedan, $1,040. 

FORD—’52 Custom (8) sedan, $1,790. ’51 
Victoria, $1,830*; Custom (8) sedan, 
$1,470*, $1,450*, $1,400*; Deluxe (6) se- 
dan, $1,215, $1,190. '50 Custom (8) se- 
dan, $1,190. ’49 Deluxe (8) sedan, $770. 

HUDSON—’47 Super (6) sedan, $400. 

LINCOLN—'49 sedan, $825. 


Champion 4-dr., 


¥%-ton pick- 
50 International %-ton pickup, 


MERCURY—’50 sedan, $1,310*, $1,290, 
$1,260. 
NASH—’52 Rambler conv., $1,525*. ‘51 


Rambler sedan, $1,335. ’48 (600) sedan, 


$660. 

OLDSMOBILE—’51 Super (88) sedan, $1,- 
925*, $1,885*. '50 (88) sedan, $1,490*, 
$1,450*. '48 (98) sedan, $790*. °47 (76) 
conv., $750. 

PLYMOUTH—’51 Concord sedan, $1,230. 


49 SD sedan, $1,100, $950; Deluxe se- 
dan, $760. ’47 Deluxe sedan, $430. 

PONTIAC—’52 Chieftain (8) sedan, §2,- 
250*. °51 Chieftain (8) sedan, $1,680*, 
$1,580. '50 Chieftain (8) sedan, $1,475*. 
’49 SL (8) sedan, $1,150*. 

STUDEBAKER—'48 Commander 
$710. 


sedan, 


PHILADELPHIA 


(H. B. Robinson Auto Sales Auction. 
Sale every Tuesday and Thursday. Prices 
are for sales of Oct. 16 and 21.) 

(Prices have slipped a little further 
here. Higher percentage of sales snapped 
up. Sold 139 cars out of 201 offerings.) 


BUICK—’50 RM 2-dr., $1,400*; Special se- 


dan, $1,150, $1,100, $1,025. ‘49 RM 
conv., $1,240; Super sedan, $1,190. '47 
Super sedan, $540. 


CADILLAC—"49 (60) sedan, $1,925. 

CHEVROLET—’52 SL Deluxe sedan, $1,- 
815, $1,600. ’51 station wagon, $1,520; 
SL Deluxe sedan, $1,540, $1,525, $1,640, 
$1,465, $1,440, $1,325; SL Special sedan, 
$1,370, $1,340, $1,225, $1,235, 2 at §$1,- 
230. ’°50 SL Deluxe sedan, $1,365. '49 


conv., $1,060, $970; SL Deluxe sedan, 
$1,050, $1,000. '48 FL aerosedan, $930; 
conv., $740. ‘47 FL aerosedan, $680; 


SM sedan, $490. '46 FM sedan, $650. 
CHRYSLER—’49 NY sedan, $1,240*. ‘47 
Windsor sedan, $640*. 
DeSOTO—’'52 Fire Dome (8) sedan, $2,250*. 
"50 Custom sedan, $1,425. '48 Custom 
sedan, $890. '47 conv., $720; Suburban, 


conv., $1,345. °'47 
’46 Custom sedan, 


$610. 

DODGE—’50 Coronet 
Custom conv., $630. 
$420. 

FORD—’52 Mainlinee (8) sedan, $1,610, 
$1,600, $1,580, $1,575, $1,570, $1,690. '51 


conv., $1,510; Deluxe (8) sedan, $1,260, 
$1,240, $1,230, $1,210. '49 Custom (8) 
sedan, $875, $660; Custom (6) sedan, 


$700; Deluxe (6) sedan, $620. ‘47 SD 
(8) sedan, $695, $550. °46 SD (8) sedan, 
$585. '42 SD (8) sedan, $18. 
HUDSON—’49 Super (6) sedan, 
'48 Super (6) sedan, $570. 
LINCOLN—’47 Cosmopolitan club coupe, 
$410. ’°46 club coupe, $390. 
MEROURY—'51 sedan, $1,400. 
$1,380, $1,280, $1,240. °49 sedan, 
‘47 sedan, $610. 
NASH—’51 Rambler country club, $1,340. 
*49 Ambassador sedan, $880; Statesman 
dan, $660. '48 (600) sedan, $535. 
OLDSMOBILE—’51 (88) conv., $1,920*. 
‘49 (98) sedan, $1,145*. °48 (76) sedan, 
$630. '41 sedan, $190. 
PACKARD—’50 sedan, $1,040. '46 


$250. 
PLYMOUTH—'52 Cranbrook sedan, §1,- 
630°; Cambridge sedan, $1,570, 2 at 


$785, $700. 


*50 sedan, 
$980. 


sedan, 













CHEVROLET—’52 SL Deluxe 4-dr., 


CHRYSLER—’52 Saratoga 4-dr., 


DeSOTO— 


market appeared active. Sold 121 cars | pLYMOUTH—'52 Cranbrook club coupe, 


out of 167 offerings.) $1,550. ’51 Cranbrook club coupe, §$1,- 
BUICK—’52 Super Riviera 4-dr., $2,390*. 350. ‘50 Deluxe 4-dr., $1,010; station 
"51 RM 4-dr., $1,795*; Super Riviera wagon, $1,150. °49 Deluxe business 
4-dr., $1,745*. '50 Super 4-dr., $1,270*. coupe, $615. '47 SD 4-dr., $505. 
"49 RM 4-dr., $1,090*. ‘48 RM 2-dr., | PONTIAC—’52 Chieftain (8) 4-dr., $2,- 
$855. '47 Super sedan, $730, $605. 340°, $2,315, $2,260; 2-dr., $1,915. °48 
CADILLAC—’51 (60) 4-dr., $3,355". ‘50 SL (8) 4-dr., $815*. 
(61) 4-dr., $2,725%; (62) Coupe de- STUDEBAKER—’52 Commander Starliner, 
Ville, $2,865*. '49 (62) 4-dr., $2,060*. $1,890*; 4-dr., $1,695*. °50 Commander 
"47 (61) 4-dr., $905*. 2-dr., $1,135*. 


WILLYS—’48 station wagon, $750. 
MISCELLANEOUS—’50 International pick- 
up, $655. '49 English Ford sedan, $200. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sale every 
Friday. Prices are for sale of Oct. 24.) 
BUICK—’52 Super Riviera sedan, $2,330*; 

RM sedan, $2,480*. ’50 RM sedan, $1,- 


$1,- 
585, $1,605, $1,620. '51 SL Deluxe club 
coupe, $1,280, $1,315. °50 FL Deluxe 
2-dr., $1,180. ’°49 SL Deluxe sedan, §$1,- 
010, $980, $960. '48 FL aerosedan, $845. 
’47 FL aerosedan, $770; FM 2-dr., $595. 
$2,775*. 
48 Windsor 4-dr., °46 Windsor 
club coupe, $620. 

’51 Custom club coupe, $1,585*. 


$820*. 





for luxury 


an cars upholstered in 


Everybody likes the look of luxury . . . the feel of 
luxury . .. and in no other upholstery material do 
they find it so richly as in Genuine Leather. 


Everybody wants economy . .. sound value... long 
wear... and in no other upholstery material do they 
find it in such full measure as in Genuine Leather. 


Leather is smart... colorful... interesting in texture 
. .. inviting to the touch and has the right amount of 
“slide” to make access to the driver’s seat easy. 
Leather lasts. With simple care and normal wear, 


You satisfy both the desire 


the demand for economy 


49 


'46 SM 


3, 1952 


$545; FM club coupe, $580. 


sedan, $460. 
CHRYSLER—’47 NY club coupe, $610. 
DeSOTO—’47 Custom sedan, $710. 


DODGE—’49 %-ton pickup, $660. 
tom sedan, $550. 

FORD—’51 station wagon, $1,420; Deluxe 
(6) business coupe, $930. '50 Deluxe (8) 
sedan, $975. '49 Custom (8) sedan, $820; 
Custom (6) club coupe, $715. '46 SD 
(8) sedan, $530. 


HUDSON—’50 PM sedan, $800". 


KAISER—’48 Special 4-dr., $520. 
cial 4-dr., $350. 


NASH—’51 Ambassador 4-dr., $1,450*. ’48 
(600) club coupe, $410. 
OLDSMOBILE—’50 (88) club coupe, $1,- 
350°. '47 (66) sedan, $685. 
PACKARD—’48 (8) conv., $760*. 
PLYMOUTH—'52 Cranbrook conv., $1,510; 
club coupe, $1,520. '47 SD sedan, $685. 
PONTIAC—'50 SL (8) club coupe, $1,345; 
Chieftain (8) 4-dr., $1,310*. '49 Chief- 
tain (8) sedan, $1,170. '48 Chieftain (8) 
sedan, $855. '47 SL (6) sedan, $785. 


’47 Cus- 


‘47 Spe- 





Sponsors Grid Program— 


Ralph Stewart (left), of Ralph Stewart STUDEBAKER —°50 Champion 2-dr., 
Buick Co., Cleveland, and Sportscaster| $950*; business coupe, $750. '48 Cham- 
Jimmy Dudley discuss football prospects| pion conv., $400*. 
over station WTAM. Stewart has been | WILLYS—’47 Jeep, $500. 
sponsoring a series of gridiron-score DENVER 


broadcasts following each Ohio State Uni- 
i ame. (Denver Auto Auction. Sale every Tues- 
ee ee day and Thursday. Prices are for sale of 


Oct. 21.) 
350°. '46 Super (Prices still on downgrade. Sold 208 
$2,615*, 


sedan, 


‘49 Super sedan, $1,085*. 


$475. cars out of 342 offerings.) 


BUICK—’52 RM Riviera, $2,255*, 


CADILLAC—’51 (60) sedan, $3,200*. ’50 $2,800*. °51 Super sedan, $1, 695", $1,- 

(62) sedan, $2,675*. 805*, $1,910*. °50 Super sedan, $1,270, 

CHEVROLET—'52 SL Special sedan, $1,-| $1,310, $1,385*, $1,400*, $1,480*, $1,550*. 

510. ’51 SL Special sedan, $1,200, $1,- — sedan, $1,100. '47 RM sedan, 
230; SL Deluxe conv., $1,330. '59 SL De- ° 

. «- | CADILLAC—'52 (62) sedan, $4,395. '51 


‘49 SL Deluxe sedan, 
'47 FL aerosedan, 


luxe sedan, $1,100. 


$870. (Continued on Page 50, Col. 1) 


$1,040, $980, 







Genuine Leather 


leather will last the life of the car. Actually, leather 
takes on a glow and grace as it ages. 


So in selling fine cars . . . upholstered in Genuine 
Leather . . . you satisfy both the desire for luxury .. 
the demand for economy. 


To add color to your colorful display, send today for a free, plastic- 
coated plaque of our advertisement in The Saturday Evening Post, 
Time, The New Yorker, Holiday, House & Garden, House Beauti- 
ful, Town & Country and D.A.C. News, in which the above illustra- 
tion appears in full and rich color. 


THE UPHOLSTERY LEATHER GROUP 
Tanners’ Council of America + 141 East 44th Street, New York 17, N.Y. 


American Leather Manufacturing Company, Newark, N. J. ° 


Blanchard Bro. & lane, Newark, N. J. . 
The Lackawanna Leather Company, Hackettstown, N. J. 


Eagle-Ottewa Leather Company, Grand Haven, Michigan ° 


The Ashtabula Hide & Leather Company, Ashtabula, Ohio 
Garden Stote Tanning Inc., Pine Grove, Pa. 
- Radel leather Manufacturing Company, Newark, N. J. 
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MISCELLANEOUS.—'52 GMC %-ton pick- 
e up, $1,520; GMC ‘%-ton pickup, $1,485. 
U d C A > ‘51 Jaguar sedan, $2,600 
sed-Car AUcTiIoOn Frices 
EBENSBURG, PA. 
(Ebensburg Auto Auction Sale ever, | 
(Continued from Page 49) Thursday. Prices are for sale of Oct. 23.) | 
(62) sedan, $3,205*, $3,245*. ‘50 (62) coupe, $595. ‘47 SD (8) sedan, $505 seh danas wae Ok, ae ts Gam | 
sedan, $2,900*. '49 (61) sedan, $1,895", | $510. | out of 152 offerings.) — 
$1,940*, '48 (61) sedan, $1,515*, $1,525", | KAISER—'51 Henry J (4) sedan, $705 48 | . ae | 
$1,555* sedan, $245 BUICK—’'52 Super Riviera 4-dr., $2,369 
* ; : % e : > vier: 9 . I { 5 Super | Ee 
HEV D "52 Bel-Air, $1,955, $1,960, | i i-—'50 sedan, $1,145", ‘49 sedan ce tg gag yg od ‘al anaes | 
Wie aes. ae | LINCOLN , . Riviera 4-dr., $1,950*, $1,830 50 Su- 
$2,205*; SL Deluxe sedan, $1,810*, $1,-| g910* ti é : § sg 01 830". a 
: , 5 50* | per Riviera 4-dr., $1,550 Special 4-dr | 
5° 825*, $1,850*, $1,855*, $1,950*; ; ile aire — ) x d Pp d 
815 » $1,825", 4 aot $1 nek 1% -ton MERCURY 52 conv $2,500 sedan, $2 $1,325*, $1,185*; sedanet $1,180, $1,-| 
ao a visa st Bel-Air aes 325*. ‘51 sedan, $1,530", $1,620 $1 000. °49 RM 4-dr $1,175*. ‘48 Super | | 
POS. gi Soe 's1700; SL. Deluxe sedan 740*. ’50 sedan, $1,460°* 49 conv., $1 conv., $760. ‘47 Special 2-dr $4190. °46 
$1,240, | $1,275, $1,345, $1,350, $1,370, 105* Super 2-dr., $650. '41 Special 4-dr., $289 
$1,405*, $1,415*, $1,420, $1,435*; %-ton | NASH—'51 Rambler country club, oe tae’ | CADILLAC—"49 (62) 2-dr., $1,980" , 
: ; 5 20 1,045. '50 FL De- $1,355", $1,365* 50 Statesman sedan a ; ie s f 2 4 . Pn 
team, = : Frio. ”* $790, $1,070, $790, $830, $1,030*, $1,035*. °49 (600) CHEVROLET— 52 FL) Deluxe 2-dr ‘ = | 
$1,175, $1 190. '49 SL Deluxe sedan, sedan, $660* ig ne a ae oo : ise é 
f : ¥ o 9 7795 0 Ola e es ot 5 . , 
$785, $825, $935, $945, $1,000, $1,090. | OLDSMOBILE—'52 (98) sedan, $2,775*; a, a aa? ie” weeetaal ae’ | et = 
48 FL aerosedan, $645, $785, $970. '47 Super (88) sedan, $2,600*. '51 (88) se- 31,090"; 2-dr., ee ee See | Firestone Cited— 
SM dan, $560, $635, $710, $735. °46 le $2,025*, $2,040*, $2,110*. ’50 (98) $1,300; 2-dr., $1,300 50 SL Deluxe ; 
SM ocean, $530 $690. | ‘ ead “$1.335° $1 500*, $1,920". °48 (76) club coupe, em ¥%, -ton — geoe | J. E. Trainer (left), production vice-pres- 
CHRYSLER—’52 Imperial sedan, $3,085*.| sedan, $690*. ‘47 (66) sedan, $590* goes; 2-dr, 9010; FL Special 2-dr.. $1,..| ident of Firestone Tire & Rubber, and Glen 
‘51 NY “sedan, $1,760", $1,995", $2,050°*. $615*. 020: club ‘coupe, $810: %-ton pickup, | D. Cross, safety director, inspect the spe- 
"50 Windsor sedan, $1,435°. "49 Windsor | PLYMOUTH '52 Cambridge sedan. $1,-| $740. '48 SM club coupe, $915. 47 FM| cig) plaque presented to the company's 
sedan, $860*. °48 Windsor sedan, $355, 760*, $1,950*. '51 Belvedere, $1,606, $1,-| conv., $690, $640. | . Saf Cc “a 
$705*, $805*%, $855*, $935". 615; Cranbrook sedan, $1,250, $1,415, CHRYSLER—’51 NY club coupe, §2,025° | Akron plants by the National oe al 
= 5 . 4k. vo a 5 > ° ae Ue ° | . s . . t recor 1 
DeSOTO—’52 Fire Dome (8) sedan, $2,630°, $1,500. '48 Windsor 2-dr.. $725 cil for establishing a world safety | 
$2,635*. '51 Custom sedan, $1,490*, $1,-| PONTIAC—’52 Chieftain (8) sedan, §2,- * ee | for tire plants. The Akron plants operated 
575°, $1,580*. '49 Custom sedan, $1,050*, 100*, $2,430*. ‘51 Catalina, $1,940*; DeSOTO—’50 Deluxe 4-dr., $1,280 5 5,334,043 man-hours without a “lost-time”’ 
$1,120". Chieftain (6) sedan, $1,430. a cae nae DODGE—’49 station wagon, $460; Way- antes 
: , (8) sedan, $1,355", $1,430*, $1,495. '49|  farer roadster, $500. 5 
gta a ncenmgge ag aga Chieftain (6) sedan, $075*, §1,030°. '47| naan sno custom (8) 2-dr., $1,950°. °51 
FORD —'52 Victoria, $2,140*, $2,145°*, [. SL (8) sedan, $500, $570, $700. | Victoria, $1,645; Custom (8) conv., $1,- %-ton pickup, $800. "48 SD (8) 4-dr., 
ae dee. ti Venera | 1880": aa STUDEBAKER ‘50 Commander Land 450; 4-dr., $1,460; 2-dr., $1,465; Deluxe| $260. "46 SD (8) club coupe, $460. 
ec gg , ae he ake $1,545* Cruiser, $1,085*. ‘47 Champion sedan, (8) 4-dr., $1,250; club coupe, $1,255: | FRAZER—’49 4-dr., $795*. 
nets’ oe an ca} aan’ $1/100°" $700*. %-ton pickup, $950. °50 Crestline (8) | HUDSON—'51 Hornet 4-dr., $1,510. ‘48 
$300". "9 Custom (8) sedan "$620, WILLYS—’52 Aerolark sedan, $1,760. '50 $1,150; ‘1; 7 = soso: To tekup, | KAISER "50 bie A — $760. 
: ‘ : 5 i vag "4 535 5) 2-dr. ,000 959; +-ton pickup, AISE « -dr., 6 
‘ 800, 805, $825, $850*, station wagon, $1,040. ‘49 Jeep, $535, (6) 2-dr., : 00, 959 5 : ; IS “Bi d 7 ee 
Soi0e S510 sos", 48 SD (8) business $595. '47 Jeep, $515. $800. '49 Custom (6) 2-dr., $800; (8) | LINCOLN—’49 Cosmopolitan 4-dr., $1,035* 















Sensimatic 300 with 11 totals 
Sensimatic 200 with 5 totals 
Sensimatic 100 with 2 totals 





IT DOES THESE JOBS 
—AND MORE! 


Accounts Receivable Ledgers 
and Statements ® New-Car Deposits 
Monthly Financial Statement 
General Ledger ® Payroll 





Hope sien ERI IN Pe utaa cara, 


Accounts Payable ® Age Analysis 
Revenue Distribution 





_ 
—_—. \ 
~_ 
_< -\ 


CHANGE JOBS INSTANTLY 


Change jobs with a turn of the 
job selector knob. Any four ac- 
counting operations controlled by 
one sensing panel. Any number of 
panels can be used, so there’s no 
limit to the number of accounting 
jobs a Sensimatic will do. 


Speed and ease are inseparable in a Sensimatic because high 
productivity is built right into the machine. The sensing panel or 
“mechanical brain” directs the machine swiftly and automatically 
through every figuring operation and carriage movement. 


Because of this, there’s less for the operator to learn and to do. 
Every operator function has been simplified to require minimum 
effort. Even the insertion and alignment of forms has been 

made so easy that important amounts of time are saved in this 
one part of the work alone. It will be to your advantage to 

see a Sensimatic in action. At the very least, you'll have 

a new basis for judging accounting machine performance. 


A Burroughs representative will be glad to arrange 
a demonstration at your convenience. You'll find 
Burroughs listed in the yellow pages of your 
telephone book, or write Burroughs Adding 
Machine Co., Detroit 32, Michigan. 


WHEREVER THERE'S BUSINESS THERE’S 





MERCURY—’51 2-dr., $1,600*; club coupe 
$1,600 49 conv., §$810*; club coupe 
$950 

NASH—’'51 Rambler country club, $1,300*; 
conv., $1,130*; Suburban, $1,200* 48 
Ambassador 4-dr., $425. 

OLDSMOBILE—’'52 (88) 4-dr., $2,275*. °51 
(88) conv., $1,780*; 4-dr., $1,730*; 2-dr 
$1,675*. °49 (98) 4-dr., $1,090* 

PACKARD—’'52 Mayfair, $2,100*. '40 club 
coupe, $290 

PLYMOUTH—'52 Cranbrook 4-dr., $1,750 
51 Cranbrook 4-dr., $1,470, $1,360; club 
coupe $1,330; Cambridge club coupe 
$1,300. °50 SD 4-dr., $1,080. '49 SD 4 
dr., $1,000. ‘48 SD 2-dr., $825 47 SD 
4-dr., $565 "46 SD 4-dr., $500; club 
coupe, $560. ‘41 SD 4-dr $100 

PONTIAC—’51 Chieftain (8) 4-dr., $1,700*. 
*50 Chieftain (S) 4-dr., $1,300. ‘48 SL 
(S) conv., $890*. 47 Chieftain (8) 4- 
dr., $660. 

STUDEBAKER "50 Champion conv., 
$900*; 4-dr., $865*. ‘46 Champion 4-dr., 
$320*. 

WILLYS—’52 Aerowing 2-dr., $1,525*. °49 
(6) station wagon, $810; (4) station 
wagon, $430*. ’48 ‘-ton pickup, $350. 

MISCELLANEOUS—’51 International %- 
ton pickup, $805. 

DANVILLE, VA. 
(Danville Auto Auction. Sale every 
Wednesday. Prices are for sale of Oct. 


22.) 


(Prices off $50 to $100 per unit. Other- 
wise, business seems normal here. Sold 
50 cars out of 85 offerings.) 


BUICK—’50 Special 4-dr., $1,280. °48 RM 
conv., $605. °46 Super 4-dr., $525. °'41 
Special 2-dr., $245. 

CHEVROLET—’51 SL Special 4-dr., §$1,- 
105. °50 conv., $1,015; Bel-Air, $1,425; 
SL Deluxe 2-dr., $1,175; 4-dr.. $1,155. 
‘49 FL Deluxe 2-dr., $925; SL Deluxe 
4-dr., $810. "48 SM 4-dr., $720. "47 
SM 4-dr., $620, $650; FM 4-dr., $675. 

DODGE—'46 4-dr., $530. 

FORD—'52 Mainline (8) 2-dr., $1,620. °51 
Custom (8) 4-dr., $1,000, $1,375*, $1,- 
410*, $1,465*; conv., $1,400*; 2-dr., $1,- 
380*, 50 Custom (8) 2-dr., $1,190; 
conv., $1,085. ‘49 Custom (8) 2-dr., 
$850, $1,055, $655. ‘48 SD (8) 4-dr., 

| $720. ‘47 SD (8) 2-dr., $640. 

| LINCOLN—’52 4-dr., $2,950*. 

MERCURY—’52 4-dr., $2,380*. °50 4-dr., 
$1,000; 2-dr., $1,355*. ‘49 4-dr., $900, 
$1,005, $990. ‘47 2-dr., $630. °'41 4-dr., 
$290. 

NASH—’47 (600) 2-dr., $440. 

PLYMOUTH—’51 Cambridge club coupe, 
$1,310. °48 SD 4-dr., $780. 

PONTIAC—'49 (6) panel 2-dr., $660. ’48 
SL (8) 4-dr., $660. 

STUDEBAKER—’50 Champion 2-dr., $955. 


*48 Champion conv., $400. 


Truck Leasing 
Called Boon to 
Credit Ratings 


CHICAGO. — Howard L. Willett 
jr., president of National Truck 
Leasing System and head of Willett 
Truck Leasing Co., came up with 
a new angle on truck leasing in ad- 
dressing the National Assn. of Soft 
Water Service Operators conven- 
tion here. 

Fortified with a large chart, Wil- 
lett told how firms using truck 
leasing impress bankers by making 
a better showing in the ratio of 
current assets to current liabilities 
than companies operating their 
own trucks. 

Bankers find that lessees can 
present a more favorable balance 
sheet in applying for loans than 
companies with a large amount of 
capital tied up in trucks and main- 
tenance departments, he said. 

“In the final analysis, trucking is 
a business and a specialty of firms 
engaged in that activity,” Willett 
pointed out. “By the same token, 
it is a sideline for other companies. 
Leasing relieves executives of such 
companies from the responsibilities 
and headaches of buying, operating 
and maintaining trucks.” 


Ist Fuel Pump 


Given to Smithsonian 
By AC Division 

WASHINGTON.—The first me- 
chanical fuel pump ever produced 
was presented to Smithsonian In- 
stitution recently. 

The occasion was the 25th anni- 
versary of the introduction of the 
fuel pump by AC Spark Plug Divi- 
sion of General Motors. The devel- 
opment of the fuel pump changed 
the course of automotive planning 
and engineering. 

It has made possible changes in 
engine design that have resulted in 
increased power, effected econo- 
mies in fuel, enhanced the reliabil- 
ity of the fuel-feed system, and im- 
proved safety by reducing fire haz- 
ards. 

The fuel pump also made stream- 
line styling possible by replacing 
the vacuum tank and the gasoline 
tank over the engine. 

The presentation of the historic 
fuel pump was made by George 
Mann jr., AC’s general manager, to 
Smith H. Oliver, associate curator 
of the Smithsonian, 











On the Financial Front. . 


AUTOMOTIVE NEWS, 





Short Interest Boosted = 
For Two Auto Firms 


By George Deery 
Associate Editor 

TS shares of four auto manu-| 

facturers appear in the latest 

compilation of the short position on | 

the New York Stock Exchange, 

with two showing an increase and 
two with a lower total. 

The “bears” boosted their hold- 
ings to 57,589 shares as of Oct. 
15 from 53,904 shares Sept. 15, 
giving GM the second highest 
aggregate of 89 issues tabulated 
by the exchange. 

There was a slight rise in Stude- 
baker to 34,803 shares from 34,793 
at mid-September. The total for 
Chrysler dipped to 24,946 shares, 
compared with 25,522, while Hudson 
was credited with a more substan- 
tial drop to 8,096 shares, against 
9,491 in the preceding report. 

7 * * 

A= following diverse trends 

were the shares of the rubber 
companies—three registering a de- 
crease in the shortside and two tak- 
ing a counter trend. Goodyear had 
10,026 shares, versus 10,164; Good- 
rich, 11,988, against 13,680, and U. S. 
Rubber, 8,849, compared with 14,679. 
The latest total of 6,452 for Fire- 
stone compares with 4,205 a month 
earlier and General Tire increased 
to 6,450, whereas a month ago it 
had 4,205. 

Gar Wood’s 5,600 compared with 
7,500 in the October report from 
the exchange. Pure Oil was cred- 
ited with a gain to 5,342 from 
4,792. Three oil issues wound up 
the 30-day period with a lower 
figure: 

Socony- Vacuum sho wed the 
sharpest drop to 9,020 from 26,550; 
Standard Oil of New Jersey’s total 


Studebaker Hikes 
Nine-Month Net 
To $9,299,511 


Studebaker and its Canadian 
subsidiary in the nine months 
ended Sept. 30 earned a _ consoli- 
dated net income of $9,299,511, 
equivalent to $3.94 per share, the 
company reports. 

This compares with a net income 
for the nine months ended Sept. 30, 
1951, of $8,799,606, which was 
equivalent to $3.73 per share. 

In the quarter ended Sept. 30, 
the company earned a consolidated 
net income of $512,288, equivalent 
to 21 cents a share. This compares 
with earnings of $1,188,721, or 50 
cents a share, for the quarter ended 
Sept. 30, 1951. | 

Net sales in the first nine months | 
of 1952 totaled $385,581,015, com-| 
pared with $385,639,241 in the cor- 
responding period of last year. 
Sales in the quarter ended Sept. 30 
totaled $100,200,034, compared with | 
$120,778,629 in the same period of 
1951. 

As of Sept. 30, Studebaker’s work- 
ing capital totaled $66,862,695, com- 
pared with $71,195,716 on June 30, 
1952, and $64,819,476 on Sept. 30, 
1951. 


Pins dale Net 
Up to $1,674,750 


Timken-Detroit Axle has reported 
sales for the three months ended 
Sept. 30 totaling $52,680,894. This 
compares with sales of $49,716,198 
for the three months ended Sept. 
30, 1951. 

Net profit after provision for de- 
preciation, Federal and state in- 
come and excess profits taxes, but 
subject to year-end inventory and 
audit adjustments, amounted to $1,- 
674,750, equivalent to 74 cents per 
share. The provision for taxes was 
$3,859,000. 

These figures compared with a 
profit of $1,408,544, equivalent to 
62% cents per share, for the three 
months ended Sept. 30, 1951, which 
was after provision of $4,175,000 for 
taxes. 





was lightened to 8,658 from 9,865, | 
and Texas Co. was tagged with 
5,430. The comparable figure for it 
was 6,130. 

For the first time in seven 
months, the short siders increased 
their position when all classifica- 
tions of stocks on the Big Board 
are considered. In all issues, the 
total was 1,716,974, compared with 
1,715,635 a month sists 


Sane Spenite $14, 492 


ST. LOUIS.—Stephen Burns, Ford 
dealer in Maplewood, St. Louis 
County, spent $14,492 in his unsuc- 
cessful quest for the Republican 
nomination for governor in the re- 
cent primary election, Burns made 
a vigorous campaign in most of the 
state’s 114 counties, using automo- 
biles, airplanes and trains to reach 
the voters, | 
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MOBILE Unit 


VOTING MACHINE 
DEMONSTRATION s INSTRUCTION 


SPOMSOREL AS & PUBL SERVICE BY 
eut* HORTHAMPTOR COUNTY COMMISSIONERS. 
ag 2 LEAGUE OF WOMEN VOTERS 
wen « MORTRAMPTON COUNTY RETO DEALERS ASC 









Pa. Group Furnishes Mobile Vote Machine— 


The Northampton County Automobile Dealers Assn., Easton, Pa., has been supplying 
this mobile voting machine to industries and small communities for demonstration and 
instructions on voting. More than 1,000 persons to date have been instructed on the 
use of modern voting machines in this traveling unit. Shown are Mrs. Warren Wells, 
of the Northampton County League of Women Voters, and Douglas D. Cooper, of 
Continental Motors, Lincoln-Mercury dealership. 








Ferguson Motor Sold 


staff additions and improvements 
in the shop are planned, Hogan 
said, and the name will be changed 
to Hogan Motor Co. 


Ferguson Motor Co. (Chrysler- 
Plymouth), San Benito, Tex., has 
been sold to Lyle Hogan, formerly 
owner of a furniture store. Several 





Reo Profit Soars 
‘To $2,623,182 
For 9 Months 


Net earnings, after taxes, of $2,- 
623,182 for the nine months ended 
Sept. 30, equal to $5.33 per share, 
have been reported by Reo. This 
compares with a net profit of $1,- 
799,983, equal to $3.65 per share, 
for the corresponding nine months 
of 1951. 


Joseph S. Sherer jr., president, 
said the 1952 earnings were based 
on nine-month sales of $113,154,504, 
as against $77,151,394 for the first 
nine months of last year. 


Earnings for the third quarter of 
1952 were $702,182, equal to $1.43 
per share, after provision for Fed- 
eral income and excess profits taxes 
of $1,660,000. This compares with 
a net of $202,980, or 41 cents per 
share, for the third quarter of 1951. 


Sales for the 1952 third quarter 
amounted to $34,100,000 compared 
with $20,180,000 in the same quar- 
ter last year. 





IT’S EASIER 


TO SELL 6-WHEELERS 


WITH THIS TRUCKSTELL-BAUMIS POWER DIVIDER 





The Truckstell-Baumis Power Divider gives you a sales advantage 
offered by no other dual-drive manufacturer. 


No extra gear box is needed. Combined in one, single housing is 


ONE GEAR BOX! Contains 
Power Divider and 3-Speed auxiliary 
gearing for reduced costs and weight 


the powerful 3-speed auxiliary transmission required to move heavy 


loads ...and the Power Dividing mechanism that provides positive, 
single—or dual—axle drive, whenever needed. 

Drive selection can be made at any speed—instantly—without gear 
clash. The exclusive design eliminates the need for any inter-axle 


drive ratios. 


differential and its locking mechanism. 


The Truckstell-Baumis Power Divider is backed by a quarter 
century of pioneering in the dual-axle field. Designed and engineered 
by men who know heavy- 
factured in Truckstell’s own plant. 

Call your Truckstell Distributor. He’ll show you how easy it is to 
sell this rich and growing market... without a cent of extra 
investment on your part. 


THE TRUCKSTELL 


duty requirements, it is completely manu- 


truck axles. 





Only the Power Divider Gives 
You All These Exclusives! 


@ Single—or Dual—Drive Selection without gear 
clash...at any speed. 


@ Puller Gear “built-in” with choice of under- 


@ Automatic Dual-Drive Engagement as driver 
shifts into underdrive. 


@ 15 Forward Gear Splits provided with 5-speed 
truck transmission. 


@ Can be installed with any matching pair of 
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Dealer Abe Likes First-Name Policy . . . 


How Neighborliness Pays 


By Leon M. Leffingwell 
Staff Correspondent 


PITTSBURGH. — Advertising 
placed every week in a community 
newspaper may not bring results 
immediately, reports Abe J. 
Schwartz, owner of Keystone Pack- 
ard Co. But if you run a clean 
business, oversee everything per- 
sonally and don’t neglect your fol- 
lowups, the law of averages will 
take care of results, Schwartz has 
found. 

Adherence to these fundamental 
rules has enabled Schwartz to move 
more cars than even he anticipated, 
and sales progress is bound to con- 
tinue, he says. “I know,” he ex- 


plains, “because I saw it work suc- 
cessfully in the years I was with 
Eierman Cadillac Co.” 

One hears frequently in the 
auto business today that money 
is so tight you can’t sell easily, 
says Schwartz, but his firm is 
“very much satisfied with the 
market.” 

Schwartz doesn’t expect that 
business will come in of its own 
accord. He brings it in with (1) 
adequate advertising, (2) personal- 
ized dealing, and (3) getting good 
men and entrusting them with re- 
sponsibility. 

For instance, when Schwartz 
moved the used-car display into a 


90-by-50-foot used-car department 
in the basement out of the weather, 
he notified patrons of the change 
by signs about the establishment, 
advertising in the Mt. Lebanon 
News and direct mail. 

In regard to personnel, Schwartz 
spoke of cardinal policies he wants 
to prevail between his force and 
the customers. 

First of all, he wants—if pos- 
sible—to call every customer by 
his first name. And he himself 
wants to be called by his first 
name, and wants every customer 
to call every man working in the 
building by his first name. 

“All of my employes are fine 


people,” he says. “They are re- 
sponsible or they wouldn’t work for 
me, and I want them to be ac- 
quainted with everyone. When a 
patron comes in to check on serv- 
ice, I want hom to talk to the man 
who has serviced his car. 

“My body-shop man, for example, 
is known in the Tri-State area as 
the finest on station wagons and 
woodwork. He is a veteran cabinet- 
maker who can take a rotted-out 


Real Tuft Expands in N. Y. 


NEW YORK.—Real Tuft, Inc., 
established a sales office at 305 
Broadway to service the automo- 
tive trade here, and the firm an- 
nounces that its sales staff will be 
augmented. Its two new finishes, 
“Taffeta Roadway Quilt” and “Liz- 
ard Roadway Quilt,” now are being 
produced in three patterns, Real 
Tuft says. 


panel or post in a station wagon, 
replace it and make it look like 
new. 

“With business done,” Schwartz 
concludes, “my patrons go out 
with a smile. And I know about 
it because I oversee everything. 

“When I am in the service de- 
partment and a call comes through 
to service, I take it. Thus I know 
what’s going on. It’s the only way 
to be successful.” 

Schwartz, formerly a partner in 
S & S Motors, Springdale, Pa., took 
over his present Packard dealer- 
ship from Phil J. Hoebler. The Key- 
stone firm is at 2725 Brownsville, 
Rd., Pittsburgh. 

Department managers are 
Schwartz’s son-in-law, Billy Rosen- 
thal, sales manager of new and 
used cars; Herbert Young, service 
manager, and Pop Sujinsky, body- 
shop manager. 





New Passenger Car Registrations, 31 States for September, 1952-1951 


Car registrations by states ore 
released here weekly, os com- 


plied by &, b, Polk representa 
tives In stote copitats, 
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Willys Dealers Hear President 


At the meeting of New England dealers in 
general manager of Station WEEI; Francis 
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Canaday— 

After Willys-Overland signed to broadcast the New York Philharmonic Symphony 
program Sundays over the CBS network, W-O President Ward Canaday and Adrian 
‘surphy, president of CBS, talked to dealers throughout the U. S. by closed circuit. 


Boston are (from left) Harvey J. Struthers, 
P. Mutrie, treasurer, Willys-New England, 


Boston; S. Walter Wales, wholesale representative, Willys-New England, and W. P. 
Thompson, general manager, Quincy-Nantasket Motors, Quincy. 


Chryslers Entered 


MEXICO CITY.—The organizing 
committee of the Third Mexican 
Road Race Nov. 19-23, announced 
last week that the scheduled first 
lap of the race, from El Ocotal to 
Tuxtla Gutierrez, has been elimi- 
nated due to difficulties of housing 
and feeding participants in El 
Ocotal. 

This will remove the only un- 
paved section of the course from 
the race, the authorities said. The 
leg was listed as 170 miles long, 
and its elimination shortens the 
overall race distance to 1,923 
miles. 

At least two 1953 American 
makes will see action in stock di- 
vision, including four entries of 
Lincolns and two of Chryslers. 


Mark Hanna, Inc. (Chrysler- 
Plymouth), San Diego, Calif., will 
sponsor a Chrysler to be driven by 
Allan Heath, West Coast midget 
and sprint-car driver. Another has 
been entered by C. D. Evans, El 
Paso, Tex., who calls himself the 
“World’s Safest Driver.” He drove 
the race last year in a ’51 Nash 
Ambassador. 

The Lincolns will be driven by 
Troy Ruttman, winner of the 1952 
Indianapolis “500,” Duane Carter, 
American Automobile Assn. driver 
who is near the top in dirt-track 
championship competition; Johnny 
Mantz, West Coast race driver, and 
Walt Faulkner. 

In the sports and modified di- 
visions, top racing teams from 
Europe have been entered by the 
factories there. A German team, 
Hermann Lang and Karl Kling, 
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Mexican Race Shortened 


Authorities Eliminate Unpaved Leg; ’53 Lincolns, 








in Stock Division 





will drive the Mercedes-Benz, one 
of the newer European competi- 
tion cars. Lang won this year’s 
24-hour LeMans race in France. 

Two Gordinis, high-speed French 
cars, have been entered by the 
French colony in Mexico. Teams 
for the two cars consist of Robert 
Manzon, Jean Behra, Louis Chiron 
and Trintignant, all famous French 
drivers. 

Three Italian drivers have been 
entered to drive Lancia Aurelias. 
They are Bonetto, Cabianca and 
Magiioli. 

Other foreign cars which will 
take part include Porsche, Jaguar 
and Ferrari. 


Five Wis. Truckers 
Open Legal War 
On Ton-Mile Tax 


MADISON, Wis.— The long-ex- 
pected legal attack by the Wiscon- 
sin motor-carrier industry against 
the Wisconsin ton-mile truck-tax 
law has begun with the filing of a 
suit in the Dane County Circuit 
Court. 

Four Milwaukee truckers and a 
Superior trucking company have 
asked for an injunction to restrain 
the State Motor Vehicle Depart- 
ment from collecting the tax, on 
the grounds that it is discrimina- 
tory. 

The many exemptions  succes- 
sively wedged into the tax law by 
the Legislature since its enactment 
two decades ago form the plaintiffs 
argument. 

The truckers claim that these 
exemptions violate the tax uni- 
formity rule and deny, to the truck- 
ers, equal protection under law. 
The suit was timed so the Legisla- 
ture could consider remedies at its 
1953 session, if the Circuit and Su- 
preme courts uphold the protesting 
truckers’ claims. 

The truckers point out that about 
202,000 trucks are registered in Wis- 
consin but that 191,000 of them, or 
about 95 percent, are exempt from 
the mileage tax. The principal 
exemptions are for the haulers of 
livestock and dairy produces and 
supplies for farmers. 

According to C. J. Jasper, at- 
torney for the truckers, complete 
coverage under the ton-mile tax 
would yield at least $10 million a 
year, compared with the $3% mil- 
lion actually obtained. 

It is believed in Madison that, 
rather than surrender the $3% mil- 
lion income, the Legislature would 
attempt to eliminate the farmers’ 
exemptions, even at the risk of an- 
tagonizing a considerable portion 
of the electorate. 


Leasing of Cars 


Rises in Canada 


OTTAWA.—Some large Canadian 
dealers are going all-out to promote 
cross-country car-leasing business 
and they are getting good results. 

The idea of car-leasing for oper- 
ators of large fleets is fast becom- 
ing popular, dealers say. Dealers 
are now using large advertisements 
to further such arrangements. 
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The automotive industry has 2 
big markets — the car dealer 
and the automotive factory. 


<All. FACT—A new in- 


dependent survey 
among top executives in automotive factories 
shows that AUTOMOTIVE NEWS is first in 
both readership and preference. Of the key 
men with car and truck manufacturers, 80°/, 
read it; more executives prefer it — 4!/. times 
over any other trade publication. 





FACT—Today the 
car dealer market is 
bigger than ever. A 
comprehensive new 
survey reveals such facts as: 96.8%, of all car 
dealers sell batteries . . . 84.7%, sell tires... 
82°%/, do bump and paint work. The car dealer 
sells a great variety of automotive products, 
performs many services, and owns vast equip- 
ment. 


Your AUTOMOTIVE NEWS representative 
has the facts on both of these markets. Let 
him show you both surveys. 


ABOUT A MEDIUM... 


For 38 years the ABC has been auditing cir- 
culations for the benefit of advertisers and 
their agencies. Seldom in those 38 years have 
its audit reports turned up such a combination 
of outstanding facts for any one publication: 


@ Subscription price highest in industry: $8. 
@ Renewal rate highest in industry: 88.3%. 


@ 95% voluntary mail subscriptions — 
no subscription sales force. 


@ No premiums; no free list. 
@ Circulation of 40,000 net paid. 
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oe PENOBSCOT BUILDING 


by 


DETROIT 26, MICHIGAN 


ae REPRESENTATIVES 
New York — Edward Kruspak, Advertising Manager, 51 E. 42nd St., Murray Hill 7-6871 
Chicago — J. Goldstein, Western Manager, 360 N. Michigan Ave., State 2-6273 
Les Angeles —R. H. Deibler, 2506 West Eighth Street, Dunkirk 3-0303 
Detroit — Dick Webber, 2666 Penobscot Bidg., Woodward 3-0495 














By George Deery 
Associate Editor 

Chrysler lists many dealer aids 
for the 1953 sales campaign now 
getting under way. In addition to 
the publication schedule, John H. 
Caron, division ad 
manager, stated 
there will be full- 
color movie trail- 
ers; radio and 
television chain 
breaks and spots; 
new sales litera- 
ture, including 
full-line Windsor, 
New Yorker and 
Imperial catalogs, 
and color and up- 
holstery books. 

An activated power - steering 
display will have a steering wheel 





John H. Caron 
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Affecting Factories and Dealers . . . 
Auto Advertising 
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and the hand of a driver moving 

back and forth as an attention 

getter. 

Other angles of the program in- 
clude a teaser campaign using 
window displays, postcard mailings, 
teaser ads in local newspapers, spe- 
cial coveralls for servicemen, side- 
walk signs, car covers and other 
media to stress the new line. 


More than 3,000 newspapers will 
be used to spearhead the program. 
They have a combined circulation 
of over 52,000,000. and were chosen 
to obtain maximum circulation 
penetration into the more than 3,000 
counties in the U. S. that are served 
by Chrysler’s 3,500 dealers, Caron 
said. 

Chrysler is also using the big- 
gest national magazine ad cam- 
paign in Chrysler history in the 


BUILD-UP 
Ld 


Complete units including extra leaves, ex- 
tra-length U-Bolts, center bolts, rebound 


clips, and clip bolts 


Sets engineered for 


maximum service. Boxed for convenience 


a 
PAYLOAD PROTECTION 





Now is the time to install Trainor Payload Protection on every 


truck you sell and those already in use — the best protection any 
dealer can sell, any fleet owner can buy. Trainor Spring products 
are load tested, carefully heat treated, and job engineered to 
absorb the extra payload while stabilizing it and reducing truck 


sidesway. 


Trainor Helper Springs, installed on ‘2 to | ton trucks, will carry 


safely as high as 2,250 pounds added load. All attaching parts 
are made of spring steel—without breakable castings. Installation 
is quick and simple—no drilling necessary, simply bolt on brack- 
ets and use holes already in frame. 


Trainor Build-Up Kits do exactly what the term implies — they 


build up the load carrying capacity of 1 to 3 ton trucks. At the 


same time they protect main 


tires from the additional weight. 


and helper springs, chassis and 
Each kit comes complete with 


extra length U-Bolts, rebound clips and center bolts, individually 


boxed. 


The next time you order from your jobber, specify 
Trainor Spring products, the best in Payload Protection 
for more than half a century. 















last quarter of the year, Caron 
added. 

The magazine campaign opens 
with double spreads in four colors 
in Saturday Evening Post and Life 
this week. Single pages in four 
colors will be used in Look, Col- 
lier’s, Time, Newsweek, U. 8. News 
and World Report, Pathfinder, Hol- 
iday, DAC News, Town and Coun- 
try, Esquire, Country Gentleman, 
Farm Journal and Progressive 


Farmer. Hoard’s Dairyman will 
carry the same ad in black and 
white. 





The second ad of the campaign 
will appear in the latter part of 
November and the first part of De- 
cember in full-page, four-color ads. 

The first of a new 1953 series of 
prestige ads featuring the Chrysler 
Imperial will appear in the last 
week in December and the first 


week in January. 
* + * 


Monroe Selects R&R 


With an expanded ad and mer- 
chandising program projected for 
1953, Monroe Auto Equipment, 
manufacturer of 
Monro-Matic 
shock absorbers 
and tractor and 
truck seats, has 
announced the 
appointment of 
Ruthrauff & Ryan 
as its ad agency. 

According to B. 
D. McIntyre, 
president, the 
company is plan- 
ning the largest 


D. B. McIntyre 


promotional program in its history, 
embracing the jobber, dealer and 
consumer levels. 
McIntyre said details 
company’s plans will be presented 
to jobbers Dec. 11 at the Automo- 


of the 


tive Service Industries Show in 
Atlantic City, N. J. 


* * * 


Aveyard Named President 


Management reorganization of 
MacFarland, Aveyard & Co., 23- 
year-old Chicago ad agency, has 
been announced by Hays Mac- 
Farland, president. 

A. E. Aveyard replaces Mac- 
Farland as president, and A. B. 
Dicus becomes executive vice- 
president and contact manager. 
MacFarland assumes the position 
of chairman of the board. 

The reorganization will enable 
MacFarland to devote more of 
his time to the sales and mer- 
chandising phases of client rela- 
tionships, as well as further 
agency expansion. 

Aveyard joined MacFarland in 
1940, and for the last 11 years 
had served as executive vice- 
president. For five years he was 
manager of the agency’s New 
York office. 

Dicus has been a member of 
the agency staff for 15 years, 
serving for the last 10 years as 
vice-president. His organization 
and account management duties 
will be broadened in the reorgan- 
ization. 

* 


W-O Backs Ford Project 


Willys-Overland is the first com- 
pany to sponsor the forthcoming 
television series “Omnibus,” a Ford 
Foundation venture designed to de- 
velop the full potential of television 
to enlighten as well as to entertain. 

Robert Saudek, director of the 
foundation’s TV-radio workshop, 
which produces “Omnibus,” said 
Willys-Overland plans to be a spon- 
sor for the entire 26 weeks of the 
broadcasting cycle, beginning Nov. 
9. The show will be aired 4:30 to 
6:00 p.m. (EST) over the CBS tele- 
vision network. 

“Omnibus” has attracted an ex- 
traordinary group of performers, 
playwrights, and directors, in- 
cluding Rex Harrison, Lilli 
Palmer, Helen Hayes, William 
Saroyan, James Agee, Maxwell 
Anderson and Leopold Stokowski, 
Saudek said, “because of its wide 
range of subject matter, flexibility 
of performance and freedom 
from the restrictions of artificial 
time limits.” 

The program will utilize a new 
principle of “time freedom.” Each 
feature will ignore the conventional 
15, 30 or 60-minute time pattern, 
and will run the number of min- 
utes believed to be best suited to 
effective presentation. 

The ad agency for Willys is Ewell 
& Thurber Associates. 


* + * 


Partee Promoted 


McCullough Partee has been elec- 
ted vice-president and art director 





Truckers Get Awards from Sparton— 


Winners of the National Truck Roadeo held in New York, receive Sparton radios 
from Edward T. H. Hutchins (right), of Sparton Automotive, Jackson, Mich. From left 
are Arthur Macedo, New Bedford, Mass., winner of the Charles G. Morgan Jr. 
Memorial Trophy; Perry H. Reid, Winston Salem, N. C.; Morgan N. Strickland, Atlanta; 
Alexander Adamski, Chicago; Harry Naylor, Los Angeles. 





of Farm and Ranch — Southern 
Agriculturist, Nashville, it is an- 
nounced by Forbes McKay, presi- 
dent and general manager. 

Partee joined the magazine as 
staff artist in 1935, and served as 
art editor before being named art 
director. He spent a number of 
years in New York illustrating for 
Collier’s, Country Gentleman, Lib- 
erty and other national publica- 


tions. 
* 


ANA Cites Auto Admen 


The Assn. of National Advertis- 
ing has named Ben R, Donaldson, 
director of advertising and sales 
promotion for Ford Motor Co., as 
vice-chairman, and has _ added 
Ralph Harrington, ad manager of 





Ben R. Donaldson Ralph Harrington 


General Tire & Rubber, to the 
board. J. Ward Maurer, of Wild- 
root Co., was made chairman. 


Harrington has served ANA in 
several key committee assignments, 
including the chairmanship of the 
outdoor ad committee and the co- 
operative ad committee. In addi- 
tion, he is the association’s repre- 


Quant 





sentative to the Traffic Audit Bu- 


reau. 
* * * 


|GM Salutes Future Farmers 


A color motion picture with a 
story built around the Future 
Farmers of America, largest farm 
boy organization 
in the world, has 
been produced by 
General Motors, 
it has been an- 
nounced by Paul 
Garrett, GM pub- 
lic relations vice- 
president. The 26- 
minute film, made 
in the farm- 
ing community 
around Gettys- 
burg, Pa., empha- 
sizes the importance of the FFA 
in the lives of its 350,000-odd mem- 
bers and is to be made available 
through the GM public relations 
film section to groups interested 
in this farm youth activity, Gar- 
rett said. 


Dearth Named V. P. 


Ross Roy, president of Ross Roy, 
Inc., ad agency, has announced the 
election of Robert A. Dearth as a 
vice-president. 

Dearth joined the agency three 
years ago, coming from Cleveland 
where he was with McCann-Erick- 
son. His new duties as a vice- 
president will be account supervisor 
of the Servel Air Conditiong divi- 
sion and the Murray Corp. of 
America Home Appliance division 
accounts. 


Paul Garrett 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Augusta 


With the world’s largest atomic 
energy plant just 20 miles from 
Augusta, across the Savannah river 
in South Carolina, automobile deal- 

rs in Augusta say auto conditions 
are similar to those in the immedi- 
ate postwar period. 

Henry B. Darling jr., who runs 
the Chevrolet dealership, and G. W. 
Walker (Ford) say they have a 
backlog of from 250 to 400 con- 
firmed orders. They say they are 
delivering cars now that were or- 
dered last April. They are taking 


‘orders now that will be delivered 


probably in February, 1953, or may- 
be later, it is reported. 

Other dealers report a 50 percent 
increase in new-car sales since 
October, 1951. 

With approximately 19 used-car 
lots opened since March 1, 1951, 
used cars are still moving at a 
rapid speed. 

Several dealers are operating 
an appliance business in connec- 
tion with their auto dealerships. 
Their businesses are estimated at 
an average of 28 percent above 
1951. 

Walker-Durant (Ford) reportedly 
holds the record in Augusta on 
used cars. This dealer is said to 
sell an average of 110 used cars 
every month in the year. 

Pickup trucks are selling very 
fast. This is because more farmers 
are specializing in truck farming 
for the market. 

Most dealers think there will be 
no letup in sales of used and new 
ears during 1953, although a few 
dealers are planning some new ef- 
forts for the coming year. — (J. 
Lampkin.) 


* * * 


Providence 

A gain of 86 percent in new-car 
sales for September, as compared 
with the preceding month, has pro- 
vided Rhode Island dealers with 
the most heartening shot in the 
arm since the first of the year. 

While the September sales total 
was some 300 below the total for 
the same month a year ago, the 
jump was accompanied by a 
healthy gain in motor vehicle 
registrations, together with a rise 
of some 10,000 in the number of 
driver’s licenses issued. 

New-car sales for September to- 
taled 1,611, as compared with 865 
for August, 1,688 in July, 2,133 in 
June, 2,094 in May, and 2,009 in 
April. The September (1951) total 
was 1,957. 

Figures compiled by the Rhode 
Island Automobile Dealers Assn. 
list Chevrolet as the sales leader 


in September, with a total of 382, 
with Ford second at 299. Other 
leaders included Plymouth, 161; 
Buick, 111; Pontiac, 109; Oldsmo- 
bile, 80. 

New-truck registrations for Sep- 
tember totaled 173. Included were 
52 Chevrolets, 45 Fords and 29 
Dodge trucks. 

A gain of 3,140 motor vehicle 
registrations was reported in Sep- 
tember, bringing the total to 251,- 
463 since the start of the regis- 
tration year, Apr. 1. The total as 
of Sept. 30, 1951, was 242,204. 

Another indice of improved con- 
ditions was an increase of 10,880 
in the number of driver’s licenses 
issued as of Sept. 30, the renewal 
deadline for the new licensing year. 
This year’s total was 261,908, as 
compared with a total of 251,028 on 
Sept. 30, 1951.—(T. L. Forbes.) 


Cleveland 


A continued upsweep in new-car 
sales continues to pace this area’s 
automotive picture. During the 
week ended Oct. 25 there were 
1,196 new cars sold, the largest 
number of any week in the last 
four months. 

According to the Federal Reserve 
Bank, this large sales figure is con- 
ditioned by the fact that the past 
week witnessed more available cars. 

Used-car sales eased to 1,192 
units, slightly under the figures of 
the previous weeks. Truck sales 
showed little change as against 
previous weeks, the last seven-day 
sales being 118 new and 158 used. 
—(Sanford Markey.) 


* * * 


Pittsburgh 


New-car sales in Pittsburgh are 
reported brisk, but the market for 
used cars has dropped considerably. 
Floor-play has taken a turn for 
the better as effects of the July- 
August steel-strike period wear off. 

Although higher-priced cars still 
are selling more readily than they 
did before World War II, some cus- 
tomer resistance has developed to- 
ward cars loaded with accessories. 

One dealer reports that he 
found selling easier when he 
placed a four-door model, com- 

pletely equipped with accessories, 
on the floor alongside a stripped 
two-door model. 

This tactic is based on the deal- 
er’s discovery that the average 
prospect wants to feel he is coming 
in to buy a cheaper car with no 
strings attached. This attitude, it is 
said, sometimes lets him swing 
from a four-door to a two-door 
model, with the _ subconscious 
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thought of purchasing accessories. 

The dealer says that people to- 
day want to feel that they’ve made 
their choice themselves, and prefer 
to make their purchase of accesso- 
ries in steps. 

He suggests that manufacturers 
give dealers an opportunity to of- 
fer cars that aren’t loaded with 
accessories. Prospects then will 
purchase cars they intend to “dress 
up” themselves, he says.—(Leon M. 
Leffingwell.) : 


* * 


Indianapolis 


New-car sales in Marion County 
(Indianapolis) remained virtually 
stationary in September with the 
sale of 1,453 units by franchised 
dealers. The previous month, 1,459 
new cars were sold. 


Deliveries of new cars for the 
first nine months of the year 
have been set at 15,919, compared 
with 20,392 for the same period 
last year. 

Ford took over the sales leader- 
ship for September with the deliv- 
ery of 325 passenger units, as 
against Chevrolet’s 295. The latter, 
however, held the lead for the first 
nine months with 3,547 new-car 
sales to Ford’s 2,906. 


Plymouth was third in September 
with 170 deliveries for a _nine- 
month total of 1,832; Buick, fourth, 
117, for a total of 1,060; Oldsmobile, 
fifth, 80, and 669; Mercury, sixth, 
77 and 693; Pontiac, seventh, 69 
and 968; Cadillac, eighth, 57 and 
390, and Chrysler, ninth, 48 and 
505. Studebaker and DeSoto tied for 
tenth place with 34 units, but to- 
tals for the year are 701 for Stude- 
baker and 437 for DeSoto. 


New-truck sales in September 
were off 100 units to 97 as com- 
pared with August. For the first 
nine months, new-truck sales to- 
taled 1,847 units. This was consid- 
erably under 2,713 units for the 
corresponding period last year. 

Chevrolet holds a comfortable 
lead in new-truck sales with 558 


Chrysler Opens 
New S.F. Office 


SAN FRANCISCO. — Chrysler 
Corp. has established a new region- 
al service office here, P. B. Hop- 
kins, general service manager, an- 
nounces. 

William H. Bushkin, Seattle re- 
gional service manager for 14 
years, has been put in charge of 
the new office, heading a staff of 
four district service representa- 
tives. 

The new San Francisco office, in 
the Hearst Bldg., will serve Cali- 
fornia from Fresno north, all of 
Utah, most of Nevada and parts of 
Idaho and Wyoming. 

The new regional service office 
brings the national total of such 
Chrysler offices to 17. 


Top Trucks 


New-truck registrations for 
eight months, plus 34 states for 
September: 
1952 Pos. 

1—182,701 
2—125,463 
3— 72,813 
4— 66,523 
5— 54,770 


1951 Pos. 
261,886— 1 
182,161— 2 

76,973— 3 
66,219— 5 
73,133— 4 
22,711— 6 
17,384— 7 
9,060— 8 
7,402— 9 
3,412—10 
2,603—12 
2,896—11 
1,662—13 
1,537—14 
778—15 
487—17 
621—16 
337—18 
324—19 
254—20 
211—21 


Make 
Chev. 
Ford 
Dodge 
Inter’ 
GMC 
Stude. 
Willys 
White 
Mack 
Diam. T 
Reo 
Divco 
Brockway 
Autocar 
Federal 
Kenworth 
Pontiac 
FWD 
Crosley 
170 White-Ster. 
165 Peterbilt 


Total All Makes 
562,454 132,997 
For further details see page 
52, today’s issue. 
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Clearing the Way— 

George W. Mason jr., son of the Nash 
president, takes the wheel of an earth 
grader to break ground for his new deal- 
ership in Walnut Creek, Calif. Wally 
Boyer, Nash San Francisco zone manager, 
directs Mason. 





units as compared with Ford’s 413 
for the first nine months. 

Dodge got 313 sales for the first 
nine months; International 293; 
GC, 69; White, 86; Studebaker, 45; 
Willys, 33; Nash and Plymouth, 5; 
Reo, 7; Mack, 3; Pontiac, 2; Divco, 
9; Diamond T, 2, and Chrysler, 
Crosley, DeSoto and Hendrickson, 
one apiece.—(C. L. Kern.) 

* + + 


Buffalo 


New-car sales in Erie County 
(Buffalo) during September showed 
an increase over the preceding 
month, but dropped below the fig- 
ure of September, 1951, according 


55 


to a report by the Buffalo Auto- 
mobile Dealers Assn. 

Registrations for September to- 
taled 2,210, compared with 1,614 in 
August and 2,643 in September, 
1951. 

New-car sales for the first nine 
months of this year totaled 22,582, 
compared with 30,452 in the first 
nine months of 1951 and 35,583 in 
the corresponding period of 1950. 

New-truck sales in the Buffalo 
area during September totaled 194, 
compared with 195 in August and 
263 in September, 1951. New-truck 
sales for the first nine months of 
the year totaled 2,161, compared 
with 3,058 in the first nine months 
of 1951 and 2,926 in the corre- 
sponding 1950 period.—(George E. 
Toles.) 


Auto Boosters Put 
Rooney at Helm 


In Philadelphia 


PHILADELPHIA. — John E. 
Rooney sr., senior account execu- 
tive of Geare-Marston, Inc., Phila- 
delphia and New York advertising 
and public relations agency, has 
been elected president of Automo- 
tive Boosters B-18 for the coming 
year. 

Other officers elected were Mor- 
ris E. Boehm, manufacturers’ agent, 
vice-president; W. Stanley Martin, 
Campbell Chain and Mfg. Co., sec- 
retary, and C. Arvid Lillmars, Pe- 
troleum Equipment Co., treasurer. 

New directors of B-18 are J. Paul 
Enck, Bruce Kendall, Walter C. M. 
Lawrie, Carroll A. McShane, Bruce 
Nash, Phillip Perkins, Charles 
Shick and William A. Smith. 

Rooney has held the offices of 
secretary and vice-president, and 
is chairman of B-18’s publicity and 
project committee. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section, Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 
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GUMOUT DIVISION 
Pennsylvania Refining Company 
Cleveland 4, Ohio 
Butler, Penna. Edgewater, N. J. 


Refiners of Penn Drake Petroleum 
Products Since 1880 





Order GUMOUT from your 
Jobber or send coupon today! 


“ON-THE-ENGINE” 


CARBURETOR 
CLEANING 


Makes Cars Run Better 


You can do it in 
20 minutes 


id customer good will by elim- 
rd starting, stalling, bucking and 

Sling caused by dirty carburetors. 
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Cooperative 





DETROIT.—A fast-growing rec- 
ognition among used-car dealers of 
the need for sound business princi- 
ples, including good public rela- 
tions and association activities, has | 
been noted by , 
Miles Elliott, 
field director of 
the National Used 
Car Dealers Assn. 

Elliott has 
brought 450 mem- 
bers into the as- 





Wis. Ford Dealer Marks 40th Year— 





sociation in the 

Mike Schmit, Ford dealer in Port Washington, Wis., is congratulated by J. H. Nay-| last few months, 

lor jr., assistant district sales manager at Rockford, Ill., on his 40th anniversary as a|and has visited 
Ford dealer. Others pictured are the dealer's sons, Joe and Harry, partners in the nearly a_ thou- 
dealership; G. R. Papke, field manager, and department managers from the Rockford ites used - car Miles Elliott 


district sales office. 


Growing Recognition of Need to Organize 


Cited by NUCDA Field Chief 


| increased 
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U. C. Effort 








In addition, Elliott says, there is 
recognition that good 
used-car dealers and good new-car | 
dealers have a lot in common in 
the industry. 


“In fact,” Elliott says, “some- 





Defense Orders Given 
Two Pa. Auto Firms 


PHILADELPHIA.—Two automo- | 
tive firms shared war contracts 
awarded last week by the Philadel- 


phia Ordnance District. 

Autocar Co., Ardmore, received a 
$1,020,000 supplement to rebuild 
trucks, and ACF-Brill Motors Co., 
$328,000 for spare parts. 
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times I think that all we lack is 
a preacher to marry us.” 

However, with new-car dealers 
strongly organized through NADA, 
most used-car dealers are keenly 
aware of the need for building a 
strong association of their own to 
help meet their specific problems 
on the national level. 

Elliott says that cooperation of 
local used-car dealer associations 
and dealers interested in promot- 
ing NUCDA help steer him to the 
reputable merchants in the used- 
car business who are likely to 
subscribe to the NUCDA code of 
ethics. 


“My job,” says Elliott, who was 
formerly a top salesman for Used- 
Car Dealer Ray Miles in Norfolk, 
Va., “is to bring to the front door 
of the dealers the story of the 
services of NUCDA.” 

He describes to the dealers the 
efforts made by NUCDA to set the 
real used-car merchants apart 
from the gyps and thieves who 
misuse the name of “used-car deal- 
er.” 

Elliott reports that he finds 
many dealers eager to cooperate 
in this effort. Elliott then tells 
of the association’s past accom- 
plishments and points to what it 
can do in the future as the asso- 
ciation grows. 

Elliott has been in selling and 
merchandising fields for the last 20 
years. He is married, has an eight- 
een-vear-old daughter and makes 
his home in Norfolk. 


Hudson Takes On 
70 New Dealers 
In Two Months 


DETROIT. — Substantial addi- 


tions to Hudson’s dealer organiza- 
tion have been made in anticipa- 
tion of greatly expanded market 
result from 


coverage which will 
introduction of 
Hudson’s new 
low - priced car, 
according to N. 
K. VanDerzee, 
vice - president in 
charge of sales. 

VanDerzee de- 
clared that Hud- 
son’s goal is 1,000 
new dealers stra- 
tegically located 
in areas where 
increased dealer 
strength is called for. 

“We have strengthened our deal- 
er organization in every market 
area in the nation in the past sev- 
eral months,” he said. “In the past 
60 days alone, more than 70 new 
dealers have joined the Hudson re- 
tail sales organization in key trad- 
ing areas.” 

VanDerzee said that more than 
1,000 letters have been received 
from automobile dealers and other 
persons interested in investing in 
the retail automobile business. 

“All inquiries from likely dealer 
prospects are being carefully 
screened and processed both in De- 
troit and by Hudson field represen- 
tatives,” he said. 

“While we are interested in in- 
creasing the size and coverage of 
our dealer group, we are only in- 
terested in doing so on a quality 
dealership basis. Every new dealer 
selected to handle Hudson products 
must measure up to these quality 
requirements which experience has 
proven are necessary for a well- 
rounded, successful dealer opera- 
tion.” 


Tiedge | Heads Up 
Dodge Truck Area 


DETROIT. Appointment of 
Frank A. Tiedge as regional truck 
manager for the Dodge division’s 
Philadelphia region has been an- 
nounced by E. C. Dock, Dodge gen- 
eral sales manager. 

Tiedge joined Dodge in 1950 as a 
district manager in the Cincinnati 
region. He previously had been as- 
sociated with several other automo- 
tive concerns. 





N. K. VanDerzee 


Schoonover Seeks TV 
R. F. Schoonover, of Schoonover 


Motors, Inc. (Lincoln - Mercury), 
Topeka, Kans., has filed an applica- 


| tion with the Federal Communica- 


tions Commission to construct and 
operate a television station in the 
Topeka area, using ultra high fre- 
quency channel No. 42. 
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| graduate school, and Dr. B. H. 
Sage. 

It was No. 37, API said, which 
led to the understanding of what is 
known as “retrograde condensa- 
tion” in oil reservoirs, enabling the 
industry to save tens of millions of 
barrels of high-grade distillate. 


The API fundamental-research 
was launched in 1927 when John 
D. Rockefeller and Universal Oil 
Products Co., of Chicago, contrib- 
uted $250,000 each to a special 
fund, with the specification that 


~~ 9 Research Projects Under Way... 


API Parley Marks 
2 Study Milestones 


NEW YORK.—Two research proj-| survivors of the original 1927 list- 
ects which have done much to ex-| ing. 
pand man’s knowledge of oil will Dr. Robert E. Wilson, chairman 
mark their 25th anniversaries at|of the board of Standard Oil (In- 





the American Petroleum Institute’s|diana) and chairman of the re-| Future Home of Bronx Chevrolet Dealer— it must not be used for research 
32nd annual meeting in Chicago,| search committee of the API board]! This is an artist's conception of the new University Chevrolet building, which will] Which would be of a competitive 
which opens Nov. 10. of directors, heads up the entire| be erected on one of the largest commercial tracts in the West Bronx, N. Y. The| nature. This restriction has been 

They are the oldest of the many | program. property consists of an entire block, comprising about 60,000 square feet, and touches} @dhered to rigidly through the 


basic studies which the. institute Howard G. Vesper, president of | three main thoroughfares. The building will be occupied by Abe and George Rosen-| years, API said. 
has sponsored through the years to/ California Research Corp., San | berg, who have operated a Chevrolet dealership at 1605 Jerome Ave. since 1930.| Since its inception, the institute 





probe the mysteries of petroleum| Francisco, is chairman of the has administered the spending of 
and shed some light on its compo-| committee on the composition mittee on the occurrence and re- ; Frederick D. Rossini, head of the} more than $5,000,000 on fundamen- 
sition and recovery. and properties of petroleum, | covery of petroleum. chemical department. tal research underwritten by volun- 

One of the projects, says API, | while Lloyd Elkins, production- Project No. 6 is being carried out} No. 37 is being conducted at the|tary contributions from oil com- 
led to an understanding of reser- research director of Stanolind, | currently at the Carnegie Institute} California Institute of Technology| panies and individuals on an an- 


voir phenomena, which ultimate- | Tulsa, Okla., is head of the com- | of Technology, Pittsburgh, by Dr.|by Dr. W. M. Lacey, dean of the] nual basis. 
ly saved tens of millions of bar- 
rels of high-quality distillate that 
might have been lost forever. 

a The other has successfully isolat- 
ed 129 of the several thousand 
hydrocarbons present in crude oil 
and has made available, mostly 
through synthetic methods, 200 
pure samples of hydrocarbons, 
which are now accepted as stand- 
ards throughout the world, accord- 
ing to API. 

Known as API Project No. 6 and 
API Project No. 37, the two studies 
are part of the institute’s overall 
fundamental-research program. 

At present, nine projects are in 
existence. Since the beginning of 
the program in 1927, a total of 51 
studies has been undertaken. Some 
have been completed, some merged 
with others, and some have been 
terminated so that efforts could be 
concentrated on selected projects. 
Projects Nos. 6 and 37 are the only 


Credit Men Shine 
Crystal Balls for 
Chicago Parley 


CHICAGO. — Members of the 

American Finance Conference will 

3 try to take a peek into the future 
at their 19th annual convention 
here Nov. 6-7. 

Panel discussions are scheduled 
on “Our Business in 1953,” “Supply- 
ing Capital Funds” and “Manage- 
ment Tasks in ’51.” 

Samuel Lubell, political analyst, 
will address the Nov. 6 luncheon 
session, and Dr. George S. Benson, 
president of Harding College, the 
one on Nov. 7. 


I-H Adds Hough 
As Subsidiary | 


CHICAGO.—Stock of Frank G. 
Hough Co., maker of earth-moving 
equipment in nearby Libertyville, 
Il, has been acquired by Interna- 
tional Harvester Co. 

Harvester officials said the firm 
has been operated as a subsidiary 
since Saturday (Nov. 1). 

Frank G. Hough remains as pres- 
ident of the company bearing his 
name. Hough equipment has been 
added to the present Harvester line. 


3 $11,000 Awarded U. S. 


In Chesbro Reg. W Suit 
BUFFALO.—The Government has 








Timken-Detroit knows trailer axles! More than 40 years’ 
experience in building axles for trucks, buses and trailers 
attest to that! Furthermore, nine great plants—one of 
which is devoted to developing and producing trailer 
axles—are provided with every modern engineering, 
research and production facility. Highly trained techni- 
cians are constantly at work improving the materials, 
design and workmanship that go into every trailer axle 


won an $11,000 judgment in Federal , i . 
Court against Smiling Jack Ches- produced by Timken Detroit. Months, and often years, 
bro, Inc., and three officers of the are spent in developing and testing axles before they ever 
used-car firm. The court ordered leave the blueprint stage. In the trailer axle field, too, 
entering of the judgment to expe- . . * . ; : . ' 
dite collection of overdue fines. This modern manufacturing plant, located at Timken-Detroit knows its business! 

Named in the judgment entry Kenton, Ohio, houses the Trailer Axle Division of 
were Morris Silverstein, $2,000; The Timken-Detroit Axle Company. 


Carl Silverstein, $2,000, and Jack 
Chesbro, $2,000. Judgment entered 


against the company was for $5,000. 
‘All had been fined July 14 after | a OA bar 
they pleaded no contest to the first 


count of a 15-count criminal infor- 


mation. It charged failure to re- 
quire or receive one-third down- WORLD’S LARGEST MANUFACTURER OF 
payments in installment sales of ES FOR 
automobiles, a violation of the now AXLES TRUCKS, BUSES AND TRAILERS 
defunct Regulation W. PLANTS AT: A PRODUCT OF THE TIMKEN-DETROIT AXLE COMPANY 
SEE DETROIT AND JACKSON, MICH. @ OSHKOSH, WIS, @ UTICA, N. Y. ere atT 
N. C. Deal Passes to Son ASHTABULA, KENTON AND NEWARK, OHIO © NEW CASTLE, PA. nidaasih has 


David W. Smith jr. has been ap- 
pointed Chevrolet dealer in Gas- 
tonia, N. C., succeeding his father, 
who was Chevrolet dealer there for 

- 26 years until his death Aug. 21. 
The younger Smith was elected sec- 
retary-treasurer of Smith Chevrolet 
Co., of Gastonia. 
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Holmes, Frank Carter and D. E. 
e Lewis. — 
D e a | e r D re) i n g Ss Service Automobile Assn., Beau- 
mont; capital stock, $600; incorpo- 
rators, Paul R. Lowry, H. S. Lowry 
Bob Fuller, owner of the Kaiser-| ager for Nash, presented the award. and D. H. O’Fiel. 
Frazer distributorship bearing his} Attending the meeting with Reese Southern Motors Co. of San An- 
name in Amarillo, Tex., has an-|was Paul G. Lewis, service repre- tonio; capital stock, $1,000; incorpo- 
nounced that W. H. Gilchrist is| sentative of Atlanta. Both Reese rators, T. M. Miller, Mary Weiss 
= qoneoe amare of the firm in| and Lewis addressed the gathering, and Saul Weiss. 
marillo. Gilchrist previously was| which included employes of the ‘ 
manager of Fuller's Abilene (Tex.)|local firm and C. J. Joiner, presi- an vege ok ae i San 
distributorship. Fuller also an-/ dent of the Barnett National Bank. oo ye Radin ky ' Freida 
nounced that J. W. Westbrook now cc. & adi oan 4 3 A. ace oe 
heads the used-car department and Li Elect Sch ee see oe — 
Ed Scott is service manager. ions Elect Schafer Tarrant County Tractor Co., Inc., 
S. #..,% Dan Schafer, general manager Fort Worth; capital stock, ee 
: of Scott Chevrolet Sales, Inc. incorporators, J. A. Meadows, W. 
GMC Community Relations Orange, Va., has been elected sec- W. Matthews and Mrs. Lillian 
Retains Kansas Dealer retary of the local Lions Club. Meadows. 
Bill Young, of Bill Young Chev- * * @ Sie it 
rolet Co., Chanute, Kans., has . ° Five Oregon Dealers 
been reappointed as GMC com- N ew Corporations Are H 8 “a IHC 
munity relations chairman. Ss t U ~ T re Honored by 
Young, active in many phases e Mn exas Five Oregon International Har- 
of civic life, is president of the P Austin Dealers Fly to London Show— vester au dealers were honored 
Chanute Kiwanis Club, vice-pres- The following Texas automobile} Austin Motor sponsored a plane trip to London for 21 of its dealers from the east recently in Portland for outstand- 
ident of the chamber of commerce | firms have been incorporated, ac-| and west coasts. The group planned to attend the International Auto Show at Earls |ing sales in a “Brand the Maver- 
and finance chairman of the | cording to records in the secretary | Cour we 
Sekan area council of the Boy | of state’s office: . icks” sales contest. 
Ken Curry and Frank Cullen, of 9% 


Scouts‘of America. 
* * * 


Ebke Now K-F Distributor 


In Western New York 


August Ebke Inc., 3411 Bailey 
Ave., Buffalo, has been appointed 
area distributor for Kaiser-Frazer. 
The territory will cover eight West- 
ern New York counties. The com- 
pany also will continue as distribu- 
tor of Kaiser-Frazer parts and 
accessories in the same territory 
and as a retail dealership for the 
cars. 

The Ebke agency is spending 
about $100,000 for modernization 
and equipment to cope with the 
expansion of its business, said Vice- 
President George L. Schroeder. The 
Bailey Ave. structure is being re- 
modeled. Additional automobile 
servicing facilities are being in- 
stalled. 


Virginia Dealer’s Daughter 


Brightens Texas Eyes 


Alice Christine Newman, 19, 
daughter of Mr. and Mrs. George 
A. Newman, of Farmville, Va., 
was ichosen by Gov. John 8. Bat- 
tle to represent Virginia as duch- 
ess in the 15th ahnual Texas Rose 
Festival in Tyler, Tex. Newman 
is owner of Newman Chevrolet 
Sales Co., Farmville. 


e + . 
Hopper Heads Committee 


For Ike, Nixon in Idaho 


E. .R. Hopper, president of Hop- 
per Motor Co. (DeSoto-Plymouth), 
Boise, Id., served as state chairman 
of the Citizens for Eisenhower and 
Nixoh Committee. 

Hopper has been in the automo- 
bile business for 20 years, and is a 
past president of the Idaho Auto- 
mobile Dealers Assn. 


Two New nian ei, ard trucks and trailers 1 ton and up. Write for Bulletin. 
Make Bow in Chicago Preference means profit. 


S. D. Braden, Packard zone man- 
ager in Chicago, has announced the 
appointment of two new dealers— 
Mars Motors, 2540 Milwaukee Ave., 
and Stratford Motor Sales Co., 6739 
S. Western Ave. 

Mars motors will be operated by 
Robert N. High and William H. 
Scott. Stratford is headed by J. S. 
Pearlman and his son, Robert. 


Tropical Chevrolet Locates 
At Old Miami Airport 


The fifth Chevrolet dealership 
in greater Miami has been opened 
on the site of the old Sunny 
South Airport, 9000 N.W. Seventh 
Ave., under the name of Tropical 
Chevrolet, Inc. 

H. 


is vice-president and treasurer. 
Apeland was a prewar Stude- 
baker dealer in Chicago and more 
recently has been with the Chev- 
rolet dealership in Hollywood, 


Fla. 

Tropical Chevrolet plans to con- 
vert several hangars to automo- 
tive use, and the landing field 
will become a used-car lot. 


Gerrard-Quesnel Win 
Nash 10-Point Award 


Gerrard-Quesnel Motors, Inc. 
(Nash), Cocoa, Fila, owned by 
Ralph Gerrard and R. M. Black- 
ford, has received the Nash 10-point 
award. J. W. Reese, district man- 


Ferguson Mack Truck Co., Inc., 
San Antonio; capital stock, $20,000; 
incorporators, J. M. Ferguson, Don 
Bodenhamer and E. P. Riley. 


C. B. Gloar Motor Co., Inc., 








Childress; capital stock, $5,000; in- 
corporators, C. B. Gloar jr., Thur- 
man R. Gloar and Jaunell Gloar 


Hogan Motor Co., Inc., San Be- 


ELEVATING END-GATE 


Makes more deliveries at less cost. Load at any level... 
dependable hydraulic power quickly lifts load to truck 
floor level. Unloading is equally easy and quick. Fits stand- 





-GarWood WINCHES 


Faster operation, greater safety and exceptionally long life .. . 
capacities from 15,000 Ib to 100,000 Ib. Features include automatic 
safety brake, oversize ball bearings, oversize drum shaft, flexible 
mounting, and factory tested before shipment. Write for Bulletin. 
Preference means profit. 


nito; capital stock, $20,000; incorpo- 
rators, Joe Taylor, Lyle Hogan and 
N. A. Colvin. 

Holmes Motor Co., Dallas; capital 
stock, $1,000; incorporators, Harold 


-GarWood 


Cullen & Curry, Inc., Medford, were 

awarded white Stetson hats for 

selling the greatest number by J. T. 
(Continued on Page 59, Col, 3) 


LOAD PACKERS 


The completely enclosed refuse collection units favored by 
cities and towns of all sizes because they load faster, carry 
larger loads due to hydraulic compression, dump fast and 
clean. Large low hopper eliminates spillage in loading. 
Write for Bulletin. Preference means profit. 















Mich. Nash Dealers Greet Neva— 


Nash dealers welcomed Miss America of 1953, Neva Jane Langley, to Michigan 
during her recent appearance in Detroit for Boys’ Day civic activities. Shown at a 
reception in her honor are (from left) Bob Otto, president, Bob Otto Sales and Serv- 
ice; Frank Bodo, owner, Bodo Motor Sales; Sam Shubow, president, Nash Detroit, Inc.; 
Miss America; Jack Freese, president, Jack Freese, Inc.; Zack Foster, treasurer, Jack 
Freese, Inc.; J. B. Muhlitner, president, Highland Nash Co., and Harold H. Mack, 
Harold Mack Nash, Durand, Mich. Nash is a Miss America Pageant scholarship-fund 


sponsor. 





Harold Somerville Motors, 979 W. 
Eglinton Ave., Toronto, has been 
appointed a Dodge-DeSoto dealer. 
Harold Somerville has spent 25 
years in the automotive business 


New Toronto Deal 


in Toronto, the past 18 as partner 
in another Dodge-DeSoto dealer- 
ship. Bill Taylor is service man- 
ager of the new company, 
Cy Trudeau is parts manager. 


Dealer 
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Doings 


(Continued from Page 58) 


Sullivan, district manager of IHC. 
Sullivan also gave trophies of 
gold horses to Paul Davis, of Davis 


Truck & Tractor, Brookings; Au-| 


gust Bosse, of Ideal Grader & 
Equipment Co., Hood River, and 
Warren Baker, of the Portland IHC 
sales organization. 

+ * * 


Dodge Deal, Parts Firm 


| Acquired by Robinson 


Ben P. Robinson, formerly of 
Sedalia, Mo., has acquired the 
stock and assumed the presidency 
of Evans Motor Co. (Dodge-Plym- 
outh) and Midwest Motor Parts, 
Inc., in Wichita. 


Carl Evans, former owner of 
both enterprises, will serve as a 
director of the corporation, it was 
announced. Midwest is a whole- 
sale distributor of parts and sup- 
plies for Chrysler Corp. cars and 
trucks. 

Robinson has been a Dodge- 
Plymouth dealer in Missouri for 
16 years, and now holds interests 


ern Missouri. 


| in several dealerships in south- 
| * * * 


Kansas Implement Dealer 


Goes Out of Business 

Smith Implement Co., La Crosse 
(Kans.) dealership for Internation- 
al Harvester implements which was 
established five years ago, has de- 
sided to go out of business, accord- 
ing to C, A, Smith, president. 

Illness among several members 
of the firm was given as the main 
reason. Associates of Smith have 
been Faye Lacquemont jr., vice- 
president, and G. W. Robinson, sec- 
retary-treasurer. 

* * + 


Burke Sells Nash Deal; 


Takes Buick Franchise 


Jim Burke, former Nash dealer 
in Birmingham, Ala., has sold his 
business to Bill Bailey, owner of 
Bailey Motors. 

Burke has acquired a Buick fran- 
chise in Birmingham, and plans 


Rd LIME OO ee 
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Wayne Division e 
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GAR WOOD 
INDUSTRIES, INC. 


EXECUTIVE OFFICES 


WAYNE, MICH. 





UMP 


BODIES 


and 


HOISTS 


Longer life, more satisfactory operation 
are outstanding characteristics of Gar 
Wood medium and heavy duty dump 
bodies and hoists. Shown here is a Gar 
Wood F31 Cam and Roller Hoist with a 
7-9 yard Model L12 Body. Hoist has fa- 
mous “rolling wedge” action for easier and 
more efficient dumping; chassis distortion 
due to uneven terrain causes no strain 
on hoist because of its “flexamatic action". 
Body has heavy hardware, V-type braces, 
heavily reinforced corner posts, and full 


width rear 
strength and 


crossmember for greater 
rigidity. Write for bulletin. 


Preference means profit. 


Gar Wood Industries, Inc. 

Executive Offices, 36203 Main St., Wayne, Michigan 

Please send information on how we can profit most by 
selling the Gar Wood equipment checked: 


_] Dump Bodies and Hoists 


(] Load-Packers 
Name 
Company 


a 





(_] Elevating End-Gate 
(] Winches 
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for a new building have been com- 

pleted. In the meantime, he will 

continue in the used-car business. 
* * * 


$40,000 Fire Destroys 


Wade Motor in Kans. 


Fire destroyed the Wade Motor 
Co., Bronson, Kans., on Oct. 7, 
causing an estimated $40,000 dam- 
age. The Blaze, which started in 
the afternoon, was discovered by 
a roofing company workman 
shingling the roof of one of the 
three buildings of the firm, The 
fire spread quickly to the other 
two structures housing motor 
cars and farm implements. All 
three buildings were destroyed. 

Ulysses Wade is owner of the 
firm. He said the structures were 
covered by insurance. 

* e e 


San Francisco Sports Show 


Names French Treasurer 


James E. French jr., vice-presi- 
dent and general manager of J. E. 
French Co. (Dodge-Plymouth), of 
San Francisco, has been named to 
the board of directors of the San 
Francisco Sports, Travel and Boat 
Show. 

French will serve as treasurer of 
the exposition, which is owned by 
30 San Francisco businessmen and 
sports enthusiasts. 

* * * 


Hooper-Brouillet OK’d 
Richard A. Hooper and Clarence 
E. Brouillet have been granted per- 
mission by the zoning board to 
open a new and used-car sales- 
room at 84 S. Main, Concord, N. H. 


* * * 


Dufresne Opens New Shop 

Dufresne Motor Co. (Chrysler- 
Plymouth), Boise, Id. has an- 
nounced the opening of a new re- 
pair and paint shop covering 6,250 
square feet. 

+ + 

Simpson Breaks Bones, 


Admits Fault’s His Own 

Though Sid Simpson, Carrollton 
(IL) auto dealer, literally had to 
wear the “slings of outrageous 
fortune” after breaking wrists in 
a fall, Simpson’s good humor was 
not sealed up by the bone sur- 
geon’s plaster. 

The fall was dismally timed 
with the start of Simpson’s cam- 
paign for reelection to Congress 
as a Republican representative 
from Illinois’ 20th District. 

In response to a letter of con- 
dolence, Simpson dictated: “Your 
convalescence letter has been re- 
ceived. Frankly, a congressman’s 
windows get just as dirty as any- 
one’s. Nevertheless,” he ruefully 
admitted, “I had no business be- 
ing on a three-foot stepladder.” 


Arizona Co. Appoints 
Arizona Automobile Co. (Buick), 
Phoenix, Ariz., announces the ap- 
pointment of William C. Money as 
general sales manager. Money pre- 
viously was with a dealership in 

Shreveport, La., for six years. 


* * * 


Thieves Miss Easy $300 
From Calhoun’s Safe 


Burglars who opened the safe of 
Calhoun Motors, Houston, evidently 
weren’t able to read. 

The thieves took $150 but missed 
$300 more. An envelope containing 
the money lay untouched in the 
safe. It was plainly marked, “$300.” 

* +. * 


Hubard Gets U. C. Post 


George Hubard has been appoint- 
ed manager of Brown Buick Co.’s 
new used-car location on Outer 
Geary Blvd., San Francisco, it is 
announced by Al Ward, sales man- 
ager. 





* * ® 


Browning Hires Megna 
Paul Megna has been named 
sales manager of Joe Browning 
Buick at Alhambra, Calif. Until 
recently he was sales manager for 
a Studebaker dealership at Long 
Beach, Calif. 


* * * 


Murphy Motor Sales 


Moves Detroit Plant 


Desmond P. Murphy, owner, an- 
nounces that the new address of 
Murphy Motor Sales (Studebaker) 
is 13380 Grand River Ave., Detroit. 
The new address, with more spa- 
cious facilities, is a few blocks 
down the street from the old loca- 
tion. 
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In the Hopper 


A group representing four official 
State bodies has drafted a bill to 
establish a new Department of Mo- 
tor Vehicles in Oregon. The action 
was decided upon by the Legisla- 
ture’s Interim Committee. 


It is proposed that the new de- 
partment take over all duties relat- 
ing to motor vehicles except regu- 
latory powers over buses and com- 
mercial vehicles. These would con- 
tinue under the jurisdiction of the 
public utilities commissioner. 

o + * 


Wis. Urban League Asks 
2-Cent Hike in Gas Tax 


Delegates to a meeting of the 
League of Wisconsin Municipali- 
ties, held in Green Bay, unani- 
mously approved a recommendation 
that the State gasoline tax be 
raised by 2 cents a gallon. 


The recommendation was for- 
mulated by the league’s highway 
committee, which claimed that town 
and urban property taxpayers now 
have to bear too great a burden of 
highway costs. 

It was proposed that one-quarter 
of the supplementary tax be applied 
to county trunk highways and 
three-quarters to towns and vil- 
lages. 

. * ° 


$35 Million Auto Tax Boost 


Is Recommended in Ohio 


A subcommittee of the Ohio Pro- 
gram Commission has recom- 


mended increases in the _ state 





Contortions Not Needed— 


All 1953 Chryslers feature what the 
Chrysler division calls ‘K"'-type doors. 
Chrysler says they make for easy entrance 
and exit, without any need for crouching. 


motor-vehicle fuel taxes and driv- 
ers’ license fees amounting to more 
than $35,000,000 a year. The com- 
mittee did not recommend a ton- 
mile tax on trucks as had been 
suggested. The recommendations 
include: A 20 percent increase 
across the board on auto and 
truck-license fees, except for 26 
percent on farm trucks and 39 per- 
cent on buses, a 25 cents-a-year 
increase in drivers’ license fees, 
and a separate two-cents-a-gallon 
increase in diesel fuel taxes. 

The recommendations must be 
approved by the steering committee 
and the commission itself. 

* * * 


Wis. Gas Tax Hike Plan 
Wins Govt. Groups’ OK 

Three of the most important of 
the local government associations 
of Wisconsin are now on record 
in favor of a higher tax on motor 
fuel for highway financing, signi- 
fying that a considerable push to 
boost the four cents a gallon pres- 
ent levy is in prospect for the new 
legislature that will meet in Janu- 
ary. 

They are the Wisconsin County 
Boards Assns., the League of Wis- 
consin Municipalities, and the Wis- 
consin Towns Assn. All have the 
same purpose — reduction of the 
strain that present local highway 
budgets have put upon their local 
property tax base. 


Hiinois Truckers 


Find Way to Cut 


Down on Tickets 


CHICAGO.—Truck operators in 
Illinois have worked out a plan to 
prevent their trucks from being 
ticketed more than once for re- 
fusal to buy license plates at the 
recently increased rates. 

When a ticket is issued a driver, 
his company appears in court to 
oppose the action. Then the ticket 
is returned to the driver, who uses 
it as a “receipt” to show that the 
truck already has been tagged by 
police. 

Some 1,000 tickets have been is- 
sued so far to drivers who have 
failed to buy license plates, accord- 
ing to State Police. 

A number of court cases has 
been started challenging the Legis- 
lature’s decision to boost license 
fees by approximately $20,000,000, 
with an additional $8,000,000 a year 
to follow. 


BRING CUSTOMERS BACK! 





i> 


with the easiest, 
simplest follow-up 
system ever 
devised for 


gas stations, etc. 


mn 









garages, 





DESK 7TRA¥ 
SYSTEM 


Yes, this system reminds your customer to return. The complete service history 
form lists over 25 services. When you service customer, colored signal is attached 


to his record indicating follow-up date. 


When date is reached, you mail reminder 


to customer and offset form to the left until he returns for more service. 750 


forms, tray, guides—all complete. 


DIEBOLD, INCORPORATED [ oresoto, Incorporated, 


Serving Business for over 
94 Years 


Microfilm ¢ Rotary, Vertical and Visible | 


Filing Equipment * Safes, Chests and NAME 
Vault Doors * Bonk Vault Equipment COMPANY ae 
* Burglar Alarms + Factory Branches toa 


and Dealers in all principal cities 


Send me complete facts on cus- 
| tomer follow-up systems. 


Only 53 6 95 COMPLETE ‘ 


Here's the 1953 Chrysler 





Chrysler's Top Offering— 


The 1953 Chrysler Custom Imperial six-passenger sedan features rich interiors to 
match the exterior lines. The Custom Imperial has a wheelbase of 1331 inches. It is 
also available in a four-door limousine model. 





119 Horsepower Under the Hood— 

Here is the 1953 Chrysler Windsor Deluxe six-passenger sedan. Powered by the 
119-horsepower, six-cylinder Spitfire engine, Windsor Deluxe models have a wheel- 
base of 125% inches. Saratoga models are omitted from the 1953 Chrysler lineup. 





The New Yorker 'Hardtop’— 


This 1953 special Newport coupe features new interiors which blend with exterior 
colors. The 1953 Chryslers are offered in a choice of 20 body styles in 15 solid colors 


and seven two-tone color combinations. 





More Space to Stow the Gear— 


New Chryslers feature a trunk compartment with 39 cubic feet of space, an increase 
of 44 percent over 1952, according to Chrysler. Trunk interior is made more accessible 
through use of a wider deck lid. Counterbalanced deck hinges are located to avoid 
interference with luggage loading. 


Inside the ‘53 Chryslers— 


Shown is the rear passenger compartment of a 1953 Chrysler New Yorker Deluxe 
sedan. The whole Chrysler line for 1953 features new interiors in a wide choice of 
colors, fajrics and vinyls. Four two-tone upholstery combinations are available in the 
ee ee ee ee ee ee ee eee ee 4» | model pictured above. 


52 















Rides and Baby-Sitters 


Offered Gary Voters 


GARY, Ind.—To insure a 
heavy turnout on election day, 
the Gary Automotive Assn. is 
working with the chamber of 
commerce here. 

A telephone call to the cham- 
ber will bring a car to the citi- 
zen desiring transportation for 
voting. Baby-sitters will be pro- 
vided for mothers who go to 
vote. 





Leasing Firms 
Look Forward to 
Early Decontrol 


CHICAGO.—Hope that vehicle 
rental and leasing regulations 
would be lifted soon was expressed 
last week by C. P. Clark, of the 
National Truck Leasing System 
here. 

Clark, who is chairman of the 
organization’s national defense 
committee, made the prediction 
after a hearing with OPS in Wash- 
ington. The hearing was requested 
following the fall conference of 


Clark reported that the hearing 
“ran smoothly and we hope to be 
decontrolled by early December.” 

Other NTLS members who testi- 
fied at the hearing were Leon 
Greenbaum, New York; Ray Mun- 
der, Philadelphia; Ray Watson, 
New Orleans, and J. E. Hoffman, 
Washington. 


Advertisement 


|Country-Side Unit 


Gives Dealers 


Local Support 


Almost everyone in the car busi- 
ness—manufacturers, jobbers, deal- 
ers—recognizes that city traffic sets 
up a false picture. Actually car 
ownership increases as density of 
population decreases. This fact was 
clearly indicated in the last Census. 
More than half the cars in Amer- 
ica, for instance, are owned by 
Country-Side people — those living 
in towns of less than 10,000, in 
crossroads villages and on farms. 
Car ownership is much more im- 
portant here than in City -Side 
America, because here cars play a 
much more vital part in business 
operations. 


In fact, so important is the 
Country-Side America market, and 
so large the service business trans- 
acted in it (well over half the U.S. 
total), that the majority of Amer- 
ica’s car dealers and independent 
repair shops are located here. 


In order to give their dealers the 
local sales support they want, more 
and more automotive manufactur- 
ers are using the Country-Side Unit 
to advertise their products. The 
Country-Side Unit is a combination 


;}of Farm Journal and Pathfinder 


magazines. Farm Journal, of course, 
is America’s largest, most success- 
ful farm magazine. Pathfinder is 
the only news-feature magazine 
which appeals to the non-farm in- 
terests of Country-Side families. 
Together, they form a powerful 
sales approach to 4,000,000 of the 
best families in America’s biggest 
automotive market. 





Leading automobile dealers all over the 
United States recognize the value of dealer 
identification. Their preference for Ben- 
matt license plate frames, service mono- 
grams and ether personal identification, 
exceeds by far that of all other manu- 
facturers combined. 


The Benmatt 
Organizetion Inc. 


3447 East 15th Street 
LOS ANGELES 23, CALIFORNIA 
Phone ANgelus 3-6751 
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New Styling Features °53 Models .. . 


Chrysler 8s Cut $155; 
Sixes Boosted $73 


(Continued from Page 1) 





clared J. A. O'Malley, sales vice- 


president. 
+. 


* * 
t ADDITION, O’Malley revealed, 
the New Yorker and Imperial 
models will offer 12-volt electrical 
systems. 

The 1953 Chrysler will be of- 
fered in six models with a total 
of 20 body styles. The lines this 
year are the Windsor, Windsor 
Deluxe, New Yorker, New Yorker 
Deluxe; all on a 125%-inch wheel- 
base; the Custom Imperial with a 
wheelbase of 133% inches, and 
the Crown Imperial with a wheel- 
base of 145% inches. 

New Yorkers for 1952 were on a 
131%-inch wheelbase, while the 
Saratoga model is out of Chrysler’s 
1953 lineup. ‘ 


* * 
1 ee Chrysler V-8 engine is stand- 
ard equipment in all 1953 New 
Yorker and Imperial models. Chrys- 
ler says its Windsor models will be 
powered by an improved version of 
its six-cylinder “Spitfire” engine, 
still rated at 119 horsepower. 
Chrysler’s six-cylinder Windsor 
models compete for sales with 
DeSoto V-8s, Buick Supers, Olds- 
mobile 98s, Hudson 8s, Packard 
200s and Nash Ambassadors. 
Through the first eight months 
of this year Chrysler garnered 13 
percent of such sales, as compared 
with 22.2 percent in the same period 
of 1951. 


= * * 

OWEVER, Chrysler had much 

better success in the luxury 
market where its V-8 models com- 
pete with all Lincolns, Buick Road- 
masters, all Cadillacs and Pack- 
ard’s 250, 300 and 400 models. Here, 
Chrysler took 26.8 percent of total 
sales in the first eight months of 
this year, as against 19.8 percent 
in the same 1951 period. 

The two price fields in which 
Chrysler competes accounted for 
16.1 percent of total U. S. sales in 
the first eight months of 1952, as 
compared with only 14.3 percent in 
the same period of 1951—somewhat 
in conflict with opinion that buyers 
are becoming increasingly price 
conscious. 

Chrysler’s 1953 Windsor is 
available in a six-passenger se- 
dan, club coupe, Town and Coun- 
try wagon and eight-passenger 
sedan. Making up the Windsor 
Deluxe line is a six-passenger 
sedan, special Newport (hardtop) 
club coupe and a _ convertible 
coupe. 

New Yorker offerings are the 
same, except that the Newport club 
coupe is offered in both the regu- 


lar and deluxe lines. 
7 - a 


TH Custom Imperial is available 
in a six-passenger sedan and 
four-door limousine models. The 
Crown Imperial is available in ei- 
ther an eight-passenger sedan or 
limousine model. 

Sixty-spoke, chrome-plated wire 
wheels will be offered on all 1953 


Trust Suits Hit 


Shell Oil and 
Parts Supplier 


WASHINGTON. — Shell Oil last 
week was made the target of a 
Government antitrust suit which 
charges that the firm’s exclusive 
kerosene and fuel-oil distributor 
contracts, inaugurated in 1951, are 
in restraint of trade. 

A similar charge has been filed 
against P. Sorenson Mfg. Co., Inc., 
maker of automotive parts and 
supplies. Sorenson is charged with 
“discrimination in the sale of auto- 
motive parts and supplies” through 
sales-promotion contracts with dis- 
tributors and jobbers. 

The Sorenson contracts, it was 
said, offered discounts ranging 
from 10 to 20 percent to customers 
exceeding a required level of mini- 
mum net purchases annually, plus 
a 2 percent discount for cash. 

The Shell contracts, the Govern- 
ment said, required independent 
dealers to sell only Shell kerosene 
and fuel oil, display the Shell 
trademark and color scheme, and 
P irchase specified minimum quan- 

ties, 
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Chryslers at extra cost of $290.25, 
including Federal tax. 

Front-end style of its 1953 cars, 
Chrysler says, has been designed to 
retain established identification. 

The new Chryslers are one inch 
lower than previous models, meas- 
uring 62% inches in height. Despite 
this, Chrysler claims that headroom 
has been slightly increased. 

* * 7 


UXURIOUS is the word used to 

describe the upholstery in 1953 
Chryslers. Four upholstery options 
are provided for Custom Imperial 
models. Other models are available 
in a similar variety. 

Power steering will be available 
throughout the Chrysler line for 
1953, optional at $198.90, except 
on the Crown Imperial where it is 
standard equipment. 

A new cowl-vent heater is of- 

fered on all new models except 
eight-passenger models and the 
Crown Imperial. Chrysler says 
this heater draws air from the 
cowl ventilator, thereby reducing 
to negligible amounts the traffic 
fumes and road dust that may 
enter the heating system. 

Continued on most 1953 Chrysler 
models are power brakes. The pow- 
er brake unit is self-contained and 
utilizes intake manifold vacuum to 
multiply the braking power of the 
hydraulic system. For fast stops at 
high speeds, it is claimed, only one- 
third normal brake pressure is re- 
quired. 

Contributing to a more comfort- 
able ride throughout the Chrysler 
line, it is added, are softer 2%4-inch- 
wide rear springs which are new to 
all but Crown Imperial models. Be- 
cause a smaller number of leaves is 
used, the new spring is said to ab- 
sorb a larger portion of the road 
shocks within the spring. 

om * > 



























[OLLowINe is a comparison of 
52 and ’53 Chrysler prices, with 
provision for Federal taxes and de- 
livery and handling charges added 
to factory retail prices. Prices for 
a few of the new models had not 


been announced as AUTOMOTIVE 
News went to press Thursday: 
WINDSOR 
Model 1953 1952 
4-door sedan ...... $2,597.00 $2,517.98 
8-pass,. sedan ...... 8,441.25 3,361.71 
Club coupe ........... 2,574.50 2,495.06 
Town & Country 3,299.00 3,220.15 
WINDSOR DELUXE 
4-door sedan ...... $2,826.00 $2,746.60 
Newport. ............... 3,186.25 3,106.85 
Convertible ......... 3,309.75 3,230.09 
NEW YORKER 
4-door sedan ...... $3,389.50 $3,555.21 
8-pass. sedan ....... 4,383.00 None 
Club coupe ........... 3,360.50 None 
Newport .............. 3,806.75 3,994.14 
Town & Country 4,102.25 None 
NEW YORKER DELUXE 

4-door sedan ...... $3,550.75 None 
Club coupe .......... * None 
Newport .............. 3,968.00 None 


Convertible 


CUSTOM IMPERIAL 
4-door sedan $4,249.50 None 


Limousine .......... 4,787.00 None 
CROWN IMPERIAL 

4-door sedan ...... * $6,921.52 

Limousine .......... * 7,044.49 


*Price later. 

The Fluid-Matic transmission is 
optional at $130.10 on the Windsor, 
standard equipment on other mod- 
els. Fluid Torque, standard on the 
Custom Imperial and Crown Im- 
perial, is available at $139.75 on 
eight-cylinder models, at $106.40 on 
the Windsor Deluxe and at $236.50 
on the Windsor. 


U.C. Manager Gets Term 


For Embezzling $27,000 


BRYN MAWR, Pa.— Marvin E. 
McAllister, 41, used-car sales man- 
ager for Dikes and Wadsworth, 
Bryn Mawr, has pleaded guilty of 
embezzling approximately $27,000 
and has been sentenced to 11% to 
23 months in prison. 

McAllister told of losing virtually 
all his money in dice games at 
gambling in Bridgeport, Consho- 
hocken, Wilmington and Chester, 
Pa. 
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Plan Chest Campaign— 

Ed Cucchi, of Superior Motor Co. (Chev- 
rolet), Braddock, Pa., listens as Mrs. Emma 
Osterholm explains plans for the annual 
Community Chest house-to-house cam- 
paign. Cucchi is chairman of the drive in 
the Braddock area. 


$100,000 Fire at Sidney, O. 
Johnson Motor Sales, of Sidney, 
O., recently suffered fire damage 
of about $100,000. Five automo- 
biles were lost in the blaze. 
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points of superiority over the pres- 
ent front-end-heavy, prone-to-skid 
cars which require over 60 percent 
of the braking on the overloaded 
front wheels, with things getting 
worse as power steering is added 
in an attempt to relieve the situa- 
tion. 


Locomotives have put weight 
where it should be—over the driv- 
ing wheels—for more than a cen- 
tury. From the days of “Fulton’s 
Folly,” no one ever built a steam- 
ship with the engine forward in 
the chain locker. 


It remained for the auto industry 
to do that and then wonder why 
cars don’t have better traction on 
ice and snow and wet roads, or 
why so many cars go into skids 
and go off the road on curves, or 
when decelerated in anything but 
“straight-line stops.” 

The time is certainly ripe for 
engine-in-rear design for better 
traction and more efficient braking. 
And by the same token, the time is 
ripe to move the driver up front 
where he can see the road prac- 
tically from front bumper to hori- 
zon, and no longer drive partially 
blindfolded because the long, high 
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hood and wide fenders stretching 
out ahead of the driver’s position 
force him to guess at clearances 
and intervals.—ArtHuurR W. Stevens, 
president, Automobile Safety Asso- 
ciation, Boston. 

* * * 


Electric Wipers 


We would like the names and 
addresses of companies manufac- 
turing electric windshield wipers. 
—L. J. Sreuinc & Co., Santa Mon- 
ica, Calif. 

Epiror’s Note: American Bosch 
Co., 3664 Main St., Springfield, 
Mass.; Auto-Lite Battery Corp., 
Owen-Dyneto Div., 1920 Park 8t., 
Syracuse, N. Y., and Stewart- 
Warner Corp., 1826 Diversey 
Parkway, Chicago. 


* * : 


Seeking Saxon 


Can you tell me where I might 
be able to locate a Saxon four-cyl- 
inder roadster? My first car was a 
1915 Saxon Roadster. I made my 
wedding trip in it, and am very 
much inteersted in locating one. 

I was referred to you by the Con- 
tinental Motor Corp.—J. M. Min- 
TEER, 16 E. Main St., Canfield, O. 


Epitor’s Note: Can a reader 
help Mr. Minteer? 
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e POPULATION: 3,144,400 
— 39.5% of Texas 


e EFFECTIVE BUYING INCOME: 
$4,006,738,999 
— 38.4% of Texas’ total 


®RETAIL SALES: $3,264,267,000 
— 39.7% of Texas’ total 


®FOOD SALES: $707,800,000 
— 38.3% of Texas’ total 


@ GENERAL MERCHANDISE: 


But $492,690,000 

to a — 47% of Texas’ total 

pack) ® FURNITURE, HOUSEHOLD, RADIO: 
( — 37.9% of Texas’ total 
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®DRUG SALES: $105,605,000 
— 39.8% of Texas’ total 


® AUTOMOTIVE SALES: $709,455,000 
— 40.2% of Texas’ total 
(Sales Management, May 10, 1952) 


® AUTOMOTIVE REGISTRATIONS: 


— 38.6% of Texas’ total 
(Texos Highway Department, 1952) 


eNEWS CIRCULATION: 
Weekdays — 172,305 


Sundays — 182,547 
(ABC Publisher's Statement, March 31, 1952) 
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How Dutch Motor Cut Overhead .. . 





Freight Check Leads to Savings 


mal freight charge or wait until 
it comes by the cheaper route. 
So far, Vernon said, no custom- 
ers have made any complaint and 
readily agree to pay this penalty 
for speed. 

Vernon also learned that by buy- 
ing small orders in Springfield, IIl., 
he could get them delivered to his 
door for 35 cents by a daily news- 
paper truck, provided the carrier 
could pick them all up at one place. 
The truck makes a 35-cent charge 
for each separate pickup. Savings 
here alone amount to $200 or more 
a year, Vernon ‘said. 

The budgeting of stock orders in 


BEARDSTOWN, Ill.—Rufus Ver- 
non, general manager of Dutch 
Motor Sales (DeSoto - Plymouth) 
here, has chalked up substantial 
savings in overhead expenses by 
concentrating on _ reduction of 
freight costs. 

“I'm convinced that attention 
to freight costs has added much 
to our net profits in the parts 
department,” Vernon said. “It’s 
surprising how much you can 
save when you try.” 

The story of freight costs here 
is similar to many other places. 
Truck freight rates have increased 


inventory and reduce the need 
somewhat for rush orders. 


Other ways of reducing overhead 
that have produced substantial re- 
sults are new systems for sales and 
shop operations. 

“You can waste a lot of gasoline 
just cruising around and making 
yourself believe you are looking for 
new or used-car prospects,” Vernon 
said. “We require our salesmen to 
do their sales planning here at the 
office on paper instead of in one 
of our cars. 

“We require our salesmen to 
know where they are going, what 
they are going to do, and how long 





Fire Dome Engine for Auto Students— 


A group of Portland (Ore.) DeSoto-Plymouth dealers recently presented a new 160- 
horsepower Fire Dome V-8 engine to the Benson Polytechnic School. The school will 
use the DeSoto engine to familiarize automotive engineering students with the new 
type of combustion chamber. From left are Fred M. Kruse, dealer; Dr. Leon P. Minear, 
school principal; Alton H. Alexander; Roy Burnett jr., and Gilbert E. Buxton. 


about four times during the past 





$100 bundles has also kept the parts 





year or so, and more recently, a 
service charge has been added 
here for delivering merchandise 
from the truck terminal. For the 
dealership, this extra charge 
amounts to 65 to 85 cents on a $2.00 
freight bill. 

As an exemple of what freight 
charges amount to, Vernon pointed 
to a single part which had just ar- 
rived which sells for $14 and on 
which the freight charges amount- 
ed to $2.77. 

First step in reducing freight 
charges, Vernon said, was to hold 
all stock orders until they amount- 
ed to $100. 

On such orders, his factory pays 
the freight and allows a 10 percent 


inventory up, Vernon added, partic- 
ularly on fast-selling items. 

For instance, when parts orders 
amount to $75, it is easy to order 
enough other parts to pad the parts 


Los Angeles Found 
Second to Detroit 


As Auto Builder 


LOS ANGELES.—The westward 
movement of population and indus- 
try is bringing this city a new 
claim to fame as the “Detroit of 
the West.” 


override, which results in the} One in every 10 of the estimated 
freight going down and the margin | 5,300,000 automobiles produced this 
going up. year in the U. S. will roll out of 


plants located in Los Angeles Coun- 
ty, according to S. F. Green, west- 
ern regional manager of Willys- 
Overland, whose firm helped pioneer 
car production here over a quarter 
of a century ago. 

A recent survey by the Los An- 
geles Chamber of Commerce indi- 
cated that automotive plants here 
employ 24,000 persons and assemble 
more different makes of cars than 
plants in Detroit. 

Industry estimates show, Green 
said, that California in 1952 will 
produce about 850,000 cars and 
trucks. 

Of these, 550,000 will be made in 
Los Angeles County, ranking it sec- 
ond to Detroit, he said. The rest of 
California’s output will be built in 
the San Francisco Bay area. Nearly 
one out of every four cars in the 
state is produced within its con- 
fines, Green added. 

The Willys plant has been ex- 
panded in recent months for pro- 
duction of the new Aero Willys 
passenger cars, Jeeps, station wag- 
ons and four-wheel-drive trucks, 
Green said. 


Second step was to institute a 
rule on all rush part orders 
whereby the customer is asked to 
pay all expenses above the nor- 
Ce 


Use of Rubber 
Rises 13.7 Pct. 


NEW YORK.—New rubber con- 
sumption during September in- 
creased 13.72 percent to 106,533 long 
tons from the 93,676 long tons con- 
sumed in August, according to the 
Rubber Manufacturers Assn., Inc. 

Consumption of natural rubber 
during September increased 21.27 
percent to 39,629 long tons from the 
32,678 long tons used during Au- 
gust. Use of synthetic rubber 
amounted to 66,904 long tons, an in- 
crease of 9.68 percent from the pre- 
vious months’ total of 60,998 long 
tons. 

Consumption of reclaimed rubber 
by the industry was estimated at 
23,459 long tons, 14.73 percent above 
the 20,447 long tons used during 


August. 


THE AUTOMOBILE 
INDUSTRY 


Fifty years of progress have brought the auto- 
mobile industry closer to the goal of ‘‘a car for 
every family” than even its pioneers might have 
thought possible. At a point of maturity occupied 
by few industries in the United States today, 
automotive companies are enjoying a strong 
financial position. Our new field report discusses 
in detail the current status of the automobile 
industry, with emphasis on selected leaders. 


Institutional Investors, in particular, will be 
interested in the scope of this survey, which 
includes a consideration of profit expectations, 
probable future production, labor conditions, and 
the increasing production of non-automotive 
products. 


Write today for your copy. Naturally, 
there is no cost or obligation. 


Mc DONNELL & Co. 


Established 1905 
Members New York Stock Exchange 


848 Buhl Building, Detroit 26 
NEW YORK ASBURY PARK 










they’re going to stay when check- 
ing on prospects,” Vernon said. 
“We ask salesmen to use the tele- 
phone and make definite appoint- 
ments.” 

In the shop, Vernon said the 
change was based on the theory 
that there is a lot of equipment 
which would be nice to have, but 
wasn’t practical because of limited 
uses. 

“Each item asked for must be 
checked squarely against its earn- 
ing potential,” Vernon said, “and 
if we can’t make any money with 
the thing, we don’t buy it.” 


Vernon said all requests for shop 
supplies, including tools, equipment 
and expendable items, must be 
routed through the shop foreman 
who checks the order with the 
manager before it is placed. 





Coal Truce Eases Threat 
To High Steel Output 


(Continued from Page 2) 


in Indianapolis chose Guard Work- 
ers of America (Ind.), 9-1. 

Chemists and metallurgists at 
Chrysler’s Jefferson plant, Detroit, 
chose UAW-CIO, 7-0. 

NLRB ordered elections at 
Pathfinder Coach division, Super- 
visor Coach Corp., Kosciusco, 
Miss., and MHoudaille - Hershey 
Corp., Huntington division, Hunt- 
ington, W. Va. Pathfinder pro- 
duction and service employes will 
vote for UAW-CIO or no union. 
Houdaille electricians will vote 
for IAM, the CIO United Steel- 
workers, or neither. 

A scheduled NLRB election at 
Bridgeport-Lycoming division, Avco 
Manufacturing Corp., was _ post- 
poned 30 days. 

A wildcat strike of 11 truck driv- 
ers shut one Electric Auto-Lite 
plant briefly last week in Toledo. 

The plant is devoted chiefly to as- 
sembly operations, hamstrung when 
the truckers refused to deliver ma- 
terials. 

Company spokesmen said the 
drivers, members of UAW-CIO Lo- 
cal 12, walked out over a grievance 
now pending. 

= * * 

SANwHILeE, delegates to the 

UAW-CIO Chrysler conference 
in Detroit reiterated union de- 
mands for reopening the five-year 
Chrysler contract, not yet three 
years old. They demanded “imme- 
diate” talks on 15 contract changes. 

Norman Matthews, UAW Chrys- 
ler department director, accused 
the firm of “speedup,” which he 
said employes “strongly resent.” 
Other points the union wants to 
discuss: 

Freezing 21 cents of its 26-cent 

hourly cost-of-living wage gain 
into base pay rates, pension 


Tough New Tire 
Made of Synthetic 
By U.S. Rubber 


BUFFALO.—A new synthetic tire 
“which will give longer wear than 
the rubber industry thought possi- 
ble a few years ago” is now in the 
pilot-plant stage, it was revealed 
last week by U. S. Rubber. 

The new GR-S gives 30 to 50 per- 
cent more abrasion resistance than 
standard “cold” rubber, according 
to U. S. Rubber. The company says 
that the tire also has good re- 
sistance to heat, cracking caused 
by rapid flexing, and the deterio- 
rating effects of aging in air. 


Arkansas Plans 
State Motor Pool 


LITTLE ROCK, Ark.—State Sen- 
ator Max Howell is conducting a 
survey of all State departments, 
institutions and agencies in prep- 
aration for a State motor pool 
which will undoubtedly be provid- 
ed for by the 1953 Arkansas Legis- 
lature. 

The proposal was one of the cam- 
paign pledges of the Democratic 
candidate for governor, Francis 
Cherry, who won the primary elec- 
tion in August—tantamount to full 
victory in this Democratic state. 
Legislation will authorize the pur- 
chase of cars in the low-priced 
field only, it was said. 


















hikes, “improved administration” 
of hospital and medical plans, ex- 
tension of hospital-medical bene- 
fits to retired workers, end to 
compulsory retirement, pension 
service credits and guaranteed 
annual wage. 

International Harvester reported 
that a sixth of its employes—3,863 
in all—were back on the job at 
eight plants struck since Aug. 20. 
Violence, however, still marked the 
back-to-work move. Four pickets 
were arrested after a clash with 
police in Rock Island, II. 

Representatives of the Farm 
Equipment-United Electrical Work- 
ers said negotiations, still going on, 
were getting nowhere, and Harves- 
ter officials agreed. 

* * x 


N SPOKANE, WASH., a union 

organizer sued a dealership and 
its manager for $50,000 damages 
due, he said, because the manager 
had labeled him a “Communist” in 
conversation. 

The complainant, Alvin K. 
Schultz, filed his suit against Stod- 
dard-Wendle Motors and Manager 
Don Williams. Schultz is a member 
of Local 942, IAM. 

Williams’ attorney immediately 
labeled the move as another “in 
the campaign to force the Spo- 
kane automobile industry to ac- 
cede to the demands” of Schultz 
and his union. 

The Detroit labor pool continues 
shallow. General Motors employ- 
ment, which dipped to approxi- 
mately 180,000 near the end of the 
steel strike, has fully recovered. A 
preliminary statement on the eve 
of GM’s third-quarter financial re- 
port shows employment back to 
326,408 hourly rated employes in 
the U. S.—140,000 more than in 
July, and 11,000 above the June 
level. 

* * o 


Frank Buick Vote 


John O. Hofbauer, manager-di- 
rector of the Louisiana Automobile 
Dealers Assn., reports that a Na- 
tional Labor Relations Board sum- 
mary of a bargaining election at 
Frank Buick Co., Lake Charles, 
La., reported in the Oct. 20 issue of 
AUTOMOTIVE News, was inaccurate. 


NLRB reported that mechanics 
and mechanics helpers voted: In- 
ternational Assn. of Machinists, 4; 
Louisiana Auto Workers Assn., 4; 
neither union, 5. 


Correct totals (with seven eligi- 
ble to vote), Hofbauer says, were: 
IAM, 0; LAWA, 0; neither, 5; chal- 
lenged by NLRB, 2. 


ALL-METAL 
PARTS BINS 


@ SLIDING SHELVES 
@ SNAP-IN DIVIDERS 
@ SHIPPED READY FOR USE 


IMMEDIATE SHIPMENT 
ON ALL BINS BUILT TO 
1953 PLANOGRAPHS 


All Styles — All Models 
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METAL PRODUCTS, INC. 


1806 ROCKWELL AVE. 
CLEVELAND 14, CHICO 





Advertisement 


Country-Side 
People Are Your 


Best Customers 


On the average, Country-Side people 
drive their cars longer, and harder, 
than city people. Farmers, for in- 
stance, have a thousand more miles 
on the speedometer at the end of a 
year than city drivers. Perhaps 
that’s one of the reasons why the 
majority of the repair shops in 
America are located in the Coun- 
try-Side Market. 

In fact, more than half the na- 
tion’s service work is done in Coun- 
try-Side America—in towns of less 
than 10,000, in crossroads villages 
and on farms. 


Not only most independent repair 
shops, but the majority of the na- 
tion’s car dealers are located here. 
Among Country-Side people car 
ownership is extremely high. 

Many automotive advertisers, 
recognizing the importance of the 
Country-Side Unit, are giving their 
dealers powerful sales support lo- 
cally through the Country - Side 
Unit—a combination of Farm Jour- 
nal and Pathfinder magazines. 
Farm Journal is America’s largest, 
most successful farm magazine, 
while Pathfinder serves the non- 
farm interests in the Country-Side 
Market as no other magazine can. 
Together they cover 4,000,000 of the 
best families in America’s biggest 
automotive market with the impact 
of a local newspaper. 


Ww 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 


Week Week Jan. 1 Jan. 1 

Ended Same Ended Total to to 
Nov. 1, Week, Oct. 25, October, Nov. 3, Nov. 1, 

1952 1951 1952* 1952 1951* 1952 
CHRYSLER . 19,671 20,778 16,971 65,186 1,080,239 722,570 
Chrysler 3,488 3,360 $3,091 11,340 146,095 92,825 
DeSoto 1,996 2,224 1,657 5,312 104,994 74,228 
Dodge Cees 5,520 5,133 5,020 20,924 283,947 193,741 
Plymouth .......... . 8,667 10,061 7,203 27,610 545,203 361,776 
FORD . crates 29,379 19,205 28,158 128,542 1,030,681 799,297 
Ford seve ue. 283,836 14,524 28,107 103,507 795,442 622,562 
Lincoln ...... sive 359 130 84 1,778 24,511 26,757 
Mercury ee 4,551 4,967 23,257 210,728 149,978 
GENERAL MOTORS.... 49,493 38,283 49,183 218,711 1,991,861 1,528,383 
Buick ..... er woos Egd20 7,038 7,660 35,486 358,853 272,596 
Cadillac icvevdees 2,374 1,903 2,364 10,508 91,348 84,726 
Chevrolet. ................ . 26,488 18,512 26,119 114,158 984,975 743,054 
Oldsmobile 5,824 4,946 5,846 25,856 253,450 193,906 
i. eee icin Se 5,884 7,194 32,703 308,235 234,101 
KAISER-FRAZER ........_ 1,822 1,152 1,691 8,320 91,289 59,498 

SEE oesussvsevcutisvines ; oa are 
NE his weeisteciiicuscxtsdeoscs 1,822 1,152 1,691 8,320 91,289 59,498 
NEES Se6n dasievscsosiaiveses ; 77 ‘ 4,432 1,593 
HUDSON .......... iesctives eae . -  . eseivuan 3,672 88,023 64,681 
NASH ... hich: ae 2,165 4,418 18,814 140,035 120,631 
NEED eccsvssoxsesscenisuns 902 1,839 794 4,340 65,459 47,669 
STUDEBAKER. ............ 6,179 4,680 4,343 21,150 199,807 133,178 
WILLYS-OVERLAND? 1,742 494 1,602 7,371 23,434 46,722 
Total Cars, U. S.........113,640 89,314 107,160 476,106 4,715,260 3,524,222 

tIncludes station wagons. *Revised. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 


Week Week dan, 1 Jan, 1 
Ended Same Ended Total to to 
Nov. 1, Week, Oct. 25, October, Nov. 3, Nov. 1, 
1952 1951 1952* 1952 1951* 1952 
CHEVROLET .................. 9,221 6,122 8,322 38,455 380,416 263,371 
ee ; ae re a F 622 208 
DIAMOND T ................... 150 135 150 683 6,679 6,681 
0 39 8 60 255 3,859 2,582 
I vcs cavicxcecibicisevsess 3,724 3,686 3,587 18,185 143,581 136,320 
PMP cccsvsccsssscesoesees 27 49 27 136 2,253 1,382 
EI. -ccatancceckesiaaceuistsueseucs 6,751 4,581 6,454 29,522 282,973 184,331 
Nc ncithind. chaienssintanideswerin 2,929 2,522 2,773 18,425 110,474 96,155 
INTERNATIONAL. ...... 2,550 409 2,551 11,637 138,082 109,093 
I sdasatiGsiscncististissacexcebes 249 249 238 1,080 12,420 8,738 
Eee 328 366 269 1,478 12,299 14,452 
STUDEBAKER. ............ 1,310 1,362 1,328 6,059 44,568 48,346 
IE bcteacindecasinscesscesee ‘ 95 382 245 930 13,886 10,156 
IED, sccissisatsvaneioiscvesica 2,694 2,075 2,646 11,214 $1,741 88,561 
MISCELLANEOUS ...... 331 289 331 1,511 13,897 12,492 
Total Trucks, U. S..... 30,398 22,248 28,986 134,570 1,247,750 982,818 
Total Cars, Trucks, 
ON Sacer chat dase gai 144,038 111,562 136,146 610,676 5,963,010 4,507,040 
Total Cars, Trucks, 
NI ccc tdic na teties wsetcas 8,648 6,172 8,127 38,357 350,961 335,563 
Grand Total 


Cars and Trucks, 
U. S. and Canada 


152,686 117,734 144,273 649,033 6,313,971 4,842,603 


*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 
N.B.: 


All U. S. totals include cars and trucks for military orders. 





144,038 Vehicles Built . . . 





Week’s Output Hits 
16-Month Record 


(Continued from Page 1) 


supply. By the middle of this month 
U. S. plants may be turning out 
cars and trucks at a rate of 8,000,- 
000 annually. 


* * ok 


Roast in U. S. plants last week, 
according to AvuTomMoTive News 
estimates, were 113,640 cars and 
30,398 trucks—a total of 144,038 ve- 
hicles. The previous week’s volume 
of 136,146 units was made up of 
107,160 cars and 28,986 trucks. 

Preliminary tabulations show 
that during October U. S. plants 
produced 476,106 cars and 134,570 
trucks—a total of 610,676 vehicles 
—or about 10 percent more than 
in September, best previous 1952 
output month. 


Despite the fact that fewer work- 
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ing days will be available, Novem- 
ber schedules in U. S. plants have 
been aimed at just as many, and 
possible more, cars and trucks than 
were built in October. 

a - * 


Tee past week’s 1952 record pro- 
duction effort was achieved, 
notwithstanding that Chrysler Corp. 
car output was still running at less 
than two-thirds of potential. Chrys- 
ler hopes to be producing about 
30,000 cars a week before this 
month is out. 

Chrysler Corp. has been de- 
layed so far by lack of manpow- 
er in getting volume on its new 
models. As a result, it is now run- 
ning more than 75,000 units be- 
hind Ford Motor in the race for 
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Auto Stocks 


Oct. Oct. 1952 

29 22 High Low 
Chrysler 81% 80% 86 68% 
Crosley 1% 1% 8% 1% 
GM 59% 5814 61% 50 
Hudson 16% #16 16% 12% 
K-F 4% 4% 7 3% 
Nash 2034 20% 21% 17% 
Packard 4% 4% 5% 4% 
Stude. 35 3434 39% 31% 
Willys 10% 9% 10% 8% 
Average 25.94 25.44 


Compiled from reports of trading on the 
N. Y. Curb and N. Y. Stock Exchange. 





second-place car production hon- 
ors this year. 

Meanwhile, Ford is pushing its 
production to new highs each week 
by working its plants overtime and 
Saturdays. GM output is also at the 
highest level since early 1951. 


Among the independents, Stude- 
baker was a stellar production per- 
former last week, hiking its car 
output by nearly 30 percent over 
the previous week. The boost re- 
flected the increased efficiency 
Studebaker is getting from second- 
shift assembly. 


* * * 


N THE basis of current output 

pace, car and truck plants in 
this country will have built more 
than 5,000,000 vehicles in 1952 be- 
fore the end of November. How- 
ever, at the same point in 1951 a 
total of more than 6,375,000 cars 
and trucks had already been ac- 
counted for. 


Through last week, U. S. plants 
so far this year had built 3,524,222 
cars and 982,818 trucks—a total of 
4,507,040 units. The millionth truck 
of 1952 should be made in some 
U. S. plant this Wednesday (Nov. 5). 


There is a good chance that 
the four-millionth car of the year 
will also be built before this 
month is over. 


The outlook now is that the auto 
industry as a whole will use up all 
the materials allowed it in 1952 
for passenger car production. 

* + * 


overs by the end of the 
year it will be a _ situation 
whereby some car makers will 
have borrowed on their allocations 
for the first quarter of 1953, while 
others will have a substantial car- 
ryover from production not ac- 
counted for this year. 


But those makers, such as GM, 
Ford, Chrysler, Nash and Stude- 
baker, which may soon be bor- 
rowing on future allotments, 
don’t seem worried about next 
year’s material prospects. 


In fact, the industry generally is 
of the opinion that materials will 
be in ample supply early next year 
to satisfy the needs of all civilian 
goods producers. 


Haake 


(Continued from Page 1) 


dealers, asking for intimate details 
of business dating for five years 
back. 

He warned that if such action 
were taken without a fight, “. . . it 
could mean a general line of this 
kind of procedure that would put 
you more in business for Uncle 
Sam than ever.” 


Hooker gave the convention an 
outline on the _ constitutional 
mode of procedure in the Tennes- 
see general assembly, and recom- 
mended that all automotive men 
take an active interest in the 
election of members and pro- 
posed legislation. He contended 
that such sincere activity would 
not subject anyone to charges of 
becoming a lobbyist. 


Closing action of the convention 
saw forums on regulations, wage- 
and-hour problems, legislative and 
legal aspects, with representatives 
from the district OPS, the Wage 
Stabilization Board, and the state 
safety department motor vehicle 
division participating. 


Tooele (Utah) Dealership 
Acquired by Thurgood 


The former Red Jones Motor Co. 
(Pontiac-Cadillac) at Tooele, Utah, 
now is known as Thurgood Motor 
Co., having been acquired by J. 
Grant Thurgood, of Salt Lake City. 

In the automobile business at Salt 
Lake City for 17 years, Thurgood 
was Office and credit manager for 
Fred A. Carleson Co. 


Hornet Wins Race in N. Carolina 


NORTH WILKESBORO, N. C.—| driving a ’52 Oldsmobile Super 88; 
Another Hudson victory in stock-| third was Don Thomas, ’52 Hudson; 


car racing was scored here last : ’ 

week when Herb Thomas, driving | fourth, Tim ee ‘ae cle 
a ’51 Hornet, won a 100-mile event ’ ’ ; 
sanctioned by the National Assn. A field of 27 cars started the race, 
of Stock Car Auto Racing. but due to tire troubles and crack- 


In second place was Fonty Flock, | ups, only 11 finished the race. 
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deliveries per day with Anthony 
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loading and unloading. These 
hydraulic “freight elevators” 
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speedier pick-ups and deliveries. 


IMPROVE 
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UFT GATES “drame- 
tize’’ deliveries. 
Handle merchandise 
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Eliminate damage 
claims. Reduce per- 
sonnel accidents. 
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ter demonstration or a “Model” that shows 
how to evaluate your need for ao LIFT 
GATE. 
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General Tire Lends Hand on Contracts .. . 





Defense Pool Aids Small Firms 


By Ed Janicki 
Staff Writer 
HE active role auto firms are 
playing in the defense program 
is pointed up ina project announced 
recently by General Tire & Rub- 
ber Co. 

General is sponsoring a produc- 
tion pooling arrangement for small- 
firm participation in defense con- 
tracts. Known as General Tire Pro- 
duction Pool, Inc., the project has 
been designed primarily to get de- 
fense orders for aerial cameras, 
aircraft instruments and electro- 
mechanical devices. 


Under the pool arrangement, 

the tire company is given the 
role of a manufacturer subcon- 
tracting work to other firms. 
General itself will not do any 
manufacturing. It will only solicit 
defense contracts, assume liabil- 
ity for filling orders, and provide 
sales, design and development 
engineering services. 

Production facilities will be pro- 
vided by the small firms who are 
members of the pool. In addition to 
production aid, General also will 
offer the firms accounting and le- 
gal assistance. 

Any company with fewer than 
500 employes and able to do high- 
precision manufacturing is eligible 
to join the pool. General says that 
the pool is expected to be made up 
of about 25 members at the start. 


The pool will not be open to 
other tire firms, and General, as 
sponsor, is exempt from the small- 
companies limitation imposed by 


Roberts Heads 

a 7 
Ford Region 

DETROIT. — James P. Roberts, 
Los Angeles district sales manager 
for Ford, has been appointed re- 
gional sales manager of the mid- 
west region with headquarters in 
Chicago, it was announced last 
week by L. W. Smead, general 
sales manager of the Ford division. 

Roberts succeeds W. K. Edmunds, 
who recently resigned to take over 
a Ford dealership in the south. 

In his new job, Roberts will be 
returning to Chicago, where he 
started working for Ford Motor 
Co. in 1921 as a road man for the 
district sales office. 








tration. 
* a * 
New England’s Share 

HE Federal Reserve Bank 

Boston recently reported that 
an estimated $5 billion in defense 
contracts has been awarded to New 
England factories since outbreak of 
the Korean War. 

Majority of the orders have 
been directed to firms producing 
airplanes and ordnance. 

A dollar volume breakdown of 
nonsecret contracts awarded in six 
states: Massachusetts, $975,200,000; 
Connecticut, $898,100,000; Rhode Is- 
land, $255,600,000; Maine, $145,900,- 
000; New Hampshire, $131,000,000, 
and Vermont, $49,500,000. 

The $5 billion total includes se- 
cret contracts and construction not 
shown in the figures reported for 
states, the bank said. 

* + * 


Bugs Out of Bores 

 grtcemanpael d of automotive engi- 
neers again has been credited 

with “exterminating” the bugs from 

a piece of war equipment. 

Plating of the 90-millimeter 
cannon tube bores at the Olds- 
mobile gun plant in Lansing is 
now being done in mass produc- 
tion, it was revealed by J. F. 
Wolfram, general manager of the 
division. 

“Plating to a fine tolerance in- 
side the 15-foot gun tube was re- 
quested by Army ordnance so that 
the cannon would hold its accuracy 
longer,” Wolfram pointed out. 

To accomplish the goal, Olds en- 
gineers borrowed knowledge gained 
from automotive plating and de- 
vised a process for military use 
“which would solve the problem 
of uniform plating thickness and 
adhesion.” 

The engineers worked out the 
location of equipment and means 
of handling the cannon in a com- 

plex routine of operations. 

Olds designed the entire electri- 
cal system, a pit for solution tanks 
and control machinery and the 
supporting structure. As an exam- 
ple of how the installation was ex- 
pedited, a crane was designed in 


IT'S GREAT TO BEA FORD DEALER id E&P 


...and | say to you- 
FORD'S the Now 
Gtandard of the 
American Road | 


| 
of 


|the Small Defense Plants Adminis-|the Olds plant “in order to save 


|time that would have been lost in 
| waiting for delivery from a crane 


manufacturer.” 
* * + 


Packard Ups Output 


ae has stepped up its de- 
fense production, and deliveries 
are on schedule, James J. Nance, 
Packard president, told a press pre- 
view of the company’s 1953 line of 
cars. 

Nance said the Utica (Mich.) jet 
plant is nearing completion and 
tests have started on the J-47 en- 
gine. Packard will produce the en- 
gine under a $500 million contract 
with the Air Force. 


* * * 


War Orders Slackening 


HE flow of defense contracts to 

auto firms in the past few 
weeks has slowed down to a trickle. 
Only one sizable order was handed 
out, and that was a $2 million 
award to Hall-Scott Motor division 
of ACF-Brill Motors in Philadel- 
phia. 

ACF’s order calls for the manu- 
facture of shells. The contract 
brings the company’s backlog of 
unfilled orders to approximately 
$29,700,000, according to C. W. 
Perelle, ACF-Brill president. Ma- 
jor part of these orders is due 
for delivery by the end of the 
year, he said. 

Smaller awards went to five tire 
companies and the Detroit Diesel 
Engine division of GMC. They are: 

B. F. Goodrich Co., $218,261; Fire- 
stone Tire and Rubber Co., $98,233; 
General Tire & Rubber Co., $46,091; 
Goodyear Tire & Rubber Co., $63,- 
287; U. S. Rubber Co., $578,369, and 
Detroit Diesel Engine, $56,679. 


Minn. Dealers Set 
03 Parley Dates 


ST. PAUL.—The Minnesota Auto- 
mobile Dealers Assn.’s 34th annual 
convention will be held here Sept. 
21-22, 1953, Leo B. Faricy, general 
manager of the association, has 
advised the St. Paul Convention 
Bureau. 

Faricy said that dealer break- 
fasts, an innovation at the 1952 
meeting, will be retained next year. 
Headquarters for the 1953 parley 
will be in the Hotel St. Paul. 











Ford's Ad Theme for November— 


“You'll be happier in a Ford" is the slogan on Ford's 24-sheet November poster, ° 


going up on billboards across the country. 


Spurs Body Engineers 


By Ed Howard 
Staff Writer 

DETROIT.—Pushbuttons, morons 
and human engineering drew atten- 

tion during the three-day annual 
convention of the American Society 
of Body Engineers here last week. 

In addition, topics such as body 
cost estimating, functional design 
of van bodies adaptable for re- 
frigeration, and production engi- 
neering were on the discussion 

menu. 

Moderator Earl M. Barden, of 
Hupp-ABF Regulator Products Di- 
vision, told delegates indications 

were that “application of power 
actuation to automobiles has only 
begun ... now that the motoring 
public has experienced the pleasure 
and luxury resulting from the op- 
eration of a pushbutton to do work 
heretofore considered manual 
labor.” 

Upcoming and already under in- 
tensive study, he said, are hood and 
deck lid actuators, power-operated 
door locks to make a convertible 
body as rigid as a sedan’s, and 
electrohydraulic jacks cheap enough 
for American mass production. 

Independent electric motors, he 
indicated, are well on their way to 
replacing present applications of 
hydraulic and vacuum - powered 
actuators. 

W. W. Wood, giving “An En- 
thusiast’s Impression of Sports 
Cars,” undertook to review the 
moron’s place in automobiles. He 
recalled that a Chicago psychia- 
trist, earlier this year, said the 
best driver was a_ high-grade 
moron, because driving a modern 
car was too boring for a person 
of average intelligence. 

“The driver of a sports car may 
be many things,” Woods said, “but 
he is seldom bored. It is a thrill- 
ing experience, and . it does 
more for your ego than a trip to 
the psychiatrist.” 

He reviewed the advent of the 
sports car on American highways, 
noting that “the British MG has 
done more to popularize sports cars 
in this country than any other 
vehicle.” 

He also praised performance of 
the Jaguar, Allard, Ferrari, Siata, 


Ball Quits Ford; 
Will Pilot Family 
Health Clinic 


DEARBORN.—J. D. Ball, man- 
ager of product sales and service, 
Ford division, has left the company 
after more than 21 years in the 
sales department to take over the 
management of the Ball family’s 
_— clinic at Excelsior Springs, 

oO. 

Ball’s association with Ford dates 
from World War I when he joined 
a Ford dealership in Kansas City 
and specialized in selling trucks at 
retail. He became used-car man- 
ager and then sales manager for 
the dealership. Later he became a 
Ford dealer at Salina, Kans. 

In 1931, Ball became associated 
with Ford Motor Co. as a traveling 
representative at Kansas City and 
in 1938 was appointed assistant dis- 
trict sales manager. He _ subse- 
quently served as assistant district 
sales manager at Long Beach, 
Calif.. and as district sales man- 
ager at Des Moines. He was trans- 
ferred to Dearborn as manager of 
the truck and fleet sales depart- 
ment in November, 1945, and was 
named manager of product sales 
and service in January, 1950. 


Porsche and Mercedes-Benz—while 
taking a healthy crack at some 
“rather famous makes” which, he 
said, have shown “shortcomings 
which most American drivers sim- 
ply won’t tolerate.” 

William E. Sehn disclaimed or- 
iginality for the thought content 
of his review of “Your Life and 
Body Engineering,” declaring 
that it contained much of the 
thought on human engineering 
“practiced by those we respect.” 

“We can assume,” he said, “that 
everyone knows how to be, or be- 
come, a failure. It is success, then, 
which needs to be opened up and 
analyzed.” 

He recommended transfer, as far 
as possible, of engineering methods 
to meeting life’s problems. This he 

described as observation, analysis 
and, finally, “bit by bit” progressive 
solution. 

The profession of body engineer- 
ing, he said, is particularly subject 
to stresses and strains tending to 
prevent such an orderly approach. 
But he said that ceoperation, good 
personality, intelligent judgment 
and understanding of others will 
bring adjustment to surroundings. 


Obituaries 


Porter Marshall 

CLAY CENTER, Kans.—Porter Marshall, 
53, prominent Chrysler - Plymouth dealer 
here, died in a local hospital in Clay Cen- 
ter Oct. 23. Marshall also operated the 
largest grain elevator in Clay Center, and 
was an extensive land owner and wheat 
farmer, He had been ill since Sept. 29 
when he was stricken with a heart attack. 

* * * 

Charles Franklin Weaver 
FORT WAYNE, Ind.—Charles Franklin 
Weaver, 40, used-car dealer here, was 
killed Oct. 16 when his car left the road 
and overturned. He was driving alone. 
* * 


* 
Robert Gibbon 
COLUMBUS, O. — Robert Gibbon, 56, 
owner of G & W Motor Sales, 1267 W. 
Fifth Ave., died last week after a linger- 
ing illness. 
* * * 
Steve F. Selby 
CLEVELAND.—Steve F. Selby, former 
automobile dealer, died Oct. 18 at his home. 
Mr. Selby was vice-president of Bramley 
Motors, Inc., prior to retiring two years 
ago. He had been in the auto business 
nearly 20 years. 
* * 
Raymond Corey 
MEDINA, N. Y.—Raymond Corey, 29, 
Oldsmobile district manager at Buffalo, 
was killed in a traffic accident near here 
Oct. 24. Mr. Corey joined Oldsmobile in 
1945 and held positions in Kansas City, 
Des Moines and Detroit before going to 
Buffalo. 
7 * * 
Edward J. Leahy 
EAST ORANGE, N. J. — Edward J. 
Leahy, 72, associated with Glidden Buick 
Corp., New York, until his retirement in 
1947, died here Oct. 19 in General Hospital. 
* * 


Inar E. Stenso 
GRAFTON, N. D.—Inar E. Stenso, 45, 
vice-president of the Automobile Dealers 
Assn. of North Dakota, died Oct. 26 in 


Deaconess Hospital. 
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Packard Revives Clipper 


(Continued from Page 1) 
confined to its top-priced 





Packard Net Totals 
$3,094,515 in 9 Mos. 


DETROIT. — A September re- 
covery in production after losses 
due to the steel strike enabled 
Packard to operate at a slightly 
better than breakeven point of 
profit for the third quarter, 
President James J. Nance said. 

Net profit for the first nine 
months was $3,094,515, or 21 
cents a share, compared with 
$4,922,876, equal to 34 cents per 
share in like 1951 period. “When 
results for the fourth quarter 
can be more accurately ascer- 
tained, you may be assured that 
the payment of a dividend will 
then be consideerd,” Nance said. 





cars. 
These cars will be built to compete 
in quality and price at the top. This 





|move will be backed by a strong 


advertising campaign directed to 
the sale of luxury automobiles. 
(Packard’s overall ad campaign 
will be boosted from $5,000,000 this 
year to $8,000,000 in 1953, Nance 
said.) 

2. The company will continue 
in the medium-priced field where 
it has had its greatest strength in 
recent years and will fortify this 
position by reintroducing the 
Packard Clipper, first introduced 
in the 1930s. The company will 
launch another strong advertising 
program equal to its total 1952 
advertising, to merchandise this 
ear and further build its medium- 
priced position in this market. 


3. Plans are set to move forward 
in expanding the company in mar- 
keting, engineering and production 
by completing the expansion of 
these facilities which have been 
launched in recent months. 


4. Tooling will be completed for 





GET RID OF GAS FUMES 





Both Overhead and Underfloor Systems for 
use in present buildings or in new construc- 
tion . . . designed and engineered to meet 
your exact requirements. Overhead systems 
are priced from $206.25 depending on the 
number of inlets. 


A COMPLETE SYSTEM... 

NOTHING ELSE TO BUY! 

Every “NATIONAL” System is complete with 
motor and blower unit, necessary ducts, tubes 
and car service extensions to carry exhaust 
gases from car tailpipe to outside of building. 


GUARANTEED, TOO! 

Every “NATIONAL” System carries a written 
guarantee of satisfaction. You buy with confi- 
dence when you select a “NATIONAL.” 





There is a qualified "NATIONAL" man near you. Learn about all six 
“NATIONAL” Systems. There is no obligation. Write for literature. 


Tae NATIONAL SYSTEM 
GARAGE VENTILATION INC. 


OF 


World's Largest Manufacturer of Exclusive Garage Ventilating Equipment 





Dept. K2, 330 North Church Street, Decatur, Illinois 









* SAVE FUEL 
* REDUCE WEAR 
* PREVENT LUGGING! 
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ELECTRIC ey 
TACHOMETERS ~“ 


Every engine has a speed range where 
horsepower and fuel consumption are most 
efficient and economical. Leading-fleet 
operators report a substantial savings in * FOR CARS, TRUCKS, 
fuel, maintenance costs and increased TRACTORS & BOATS 


safety by having drivers operate in this * NO DRIVE CABLES 
poh economy na a Tach- * EASY TO INSTALL 
ometers are simple to install, they have no 
drive cables or rotating parts. Models are © Seeeeeatee Ot 
available for gasoline engines in any speed # SENSITIVE 

* ACCURATE 


range up to 7,000 R.P.M. Write for name 
of your local distributor and complete data 
sheet TODAY! 


* 


EASY TO READ 


Manufactured and Guaranteed by 


SUN ELECTRIC CORPORATION 


INSTRUMENT-TACHOMETER DIVISION 


6327 Avondale Avenue 3 


Chicago 31, Illinois £ 


a new million square foot combina- 
tion defense and autometive plant 
first put into formal operation late 
this fall. Service and parts depart- 
ments are now using this facility, 
with defense production being 
brought in as tooling is available. 
* * * 

ACKARD’S top price class will 

range from deluxe hardtops 

and convertibles to sedans, and is 
topped by custom-built cars in- 
cluding chauffeur-driven models 
priced up to $6,900, a market Pack- 
ard has not sought in recent years, 
but which Packard dominated for 
many years. 

Once the maker of 60 percent of 
all highest-priced cars made in 
America, since World War II Pack- 
ard has produced cars mainly for 
the medium price market. 

Nance became Packard’s presi- 
dent last June, and after exten- 
sive marketing research, the new 
management began shifting its 
sights to bring the upper-priced 
market back into range. It was 
found, Nance pointed out, that 
the upgrading of purchasing pow- 
er, due to the increasing number 
of families with annual incomes 
in excess of $10,000, has expanded 
the high-price car market beyond 
the industry’s recent production. 

The proportion of cars in the me- 


Used-Car Stocks 
Rise as Dealers 
Clear Out 52s 


(Continued from Page 1) 


maker believes this figure is low, 

as compared with deulers in other 

makes of cars. 

But even so, many dealers point 
out that ’52s have been suffering 
the most on the used-car market, 
and that it was stili the best of two 
evils to get rid of the ’52s, for they 
stood to lose less money by keeping 
the older models. 

* * ” 
WO areas report that new-car 
volume in recent weeks has 
been better than comparable weeks 
of 1951, and a third is reported to 
be running very close to last year’s 
figure. 

Auto registrations in New York 
for the week ended Oct. 18 were 
listed at 5,143, down a bit from an 
earlier week, but still above the 
same week a year ago. 

For the week ended Oct. 11, sales 
there were put at 7.7 percent higher 
than the similar 1951 period, with 
5,338 cars sold as compared with 
4,956 a year ago. 

* ¥ 7” 

“LEVELAND reported a _ four- 

month high for auto registra- 

tions during the week ended Oct. 
25, with 1,196 units sold. The Fed- 
eral Reserve Bank there comment- 
ed that the record was the result 
of dealers having more cars to sell. 

Buffalo Automobile Dealers 
Assn. reported that sales were up 
sharply in September over Au- 
gust, but still less than Septem- 
ber, 1951. Dealers sold 2,210 new 
cars in Buffalo for the month, 
as compared with 1,614 in August, 
and 2,643 a year ago. 

Dealers at Augusta, Ga., claim 
that business is similar to the im- 
mediate postwar period. 

All dealers in Augusta are report- 
ing an increase of 50 percent in 
business over October, 1951. 

= x 7» 
To new-car market in Pitts- 
burgh is looking up, it is re- 
ported, and some dealers say sales 
are brisk, Floorplay is considerably 
better, but used-car sales are drop- 
ping off. 

Some customer resistance has 
developed against cars loaded 
with accessories, dealers say. In 
many cases, buyers find a touch 
of individuality in choosing extra 
equipment for their cars, it was 
pointed out, and are easier to 
sell when the dealer can first 
quote the stripped prices of all 
models. 

A report from Indianapolis points 
out that new-car sales there held 
about steady for the September- 
August period. In September, 1,453 
new cars were sold, as against 1,459 
a month earlier. 


dium and upper-priced class has 
increased from 14 percent to 28 per- 
cent during the past 10 years. The 
new upper-priced Packards_ will 
| have innovations and interiors finer 
than anything used in recent years, 
| Nance declared. 

The move puts Packard into di- 
| rect competition with the field 
blanketing medium, upper-medium, 
and top-priced cars, and estab- 
lishes the company as the only 
manufacturer exclusively in this 
range, Nance said. Unlike other in- 
dependent producers, Nance de- 
clared, Packard has never reached 
for the low-price car market. 

The company will now have a 
line of cars covering three of five 
established price classes, with a 
price range of $2,500 (the Clipper) 
to $6,900. 

Nance said Packard “will be in 
there pitching” for the sports car 
market, too. 

Reviewing the company’s changes 
since last June, Nance pointed out 
that his firm’s top echelon of offi- 
cials is now made up of about half 
veteran Packard men and _ half 
new executives. A new pension 
program has helped to open posi- 
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Kaiser (Olds) Marks 35th— 


Harold Kaiser (left), vice-president of 
Kaiser Brothers Oldsmobile, Los Angeles, 
looks on as Robert E. Auth, assistant gen- 
eral manager, holds the firm's 35th anni- 
versary cake. Kaiser Brothers, one of the 
largest Oldsmobile dealerships in the 
West, was founded in 1917 by Irvin and 
Harold Kaiser. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 


tions for new and younger men, he 


, Section. Others are profiting from AUTO- 
said. 
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SAV-A-LIFE automobile 
STAB REV ZER te, ste sen 


BIG, virgin market. Easy sale. Money-back guarantee. Simple installation. Clamped on 
in less than 20 minutes. For all makes of cars. Can be transferred to another car. Highly 
acclaimed by users. Recommended by city and state police as essential to driving safety 
and the prevention of accidents. Has instant appeal to women. Sales and advertising 
helps include consumer folders; newspaper mats; motion picture film. Store and window 
displays include display rack with provision for three units; banners; decals; colored 
direction arrows. We have 40 years’ experience in engineering and manufacturing. 
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Auto Thefts: Top Crime 


FBI Tells Dealers How to Protect 
Selves Against Hot Cars 
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(Continued from Page 8) 


ing a car just before selling 


When examination of registration | discreet stall 


papers shows the car was regis- 
tered just a few days before it’s 
offered for sale—be suspicious. 

Most states do not require a no- 
tarized bill of sale—so when one 
is offered in those states, beware! 
Most thieves will go out of their 
way to make a fake bill of sale 
look legitimate, and “notariza- 
tion” is one of the most common 
dodges. 


it.|action is pretty such the same: A 


and a quick phone 
call. 

If you have reason to believe 
the car was stolen in another 
state, call the FBI. Otherwise, 
call your local police officials. In 
either case, be specific about the 
facts that are making you sus- 
picious. Let trained law enforce- 
ment agencies take over from 
there. 

FBI agents have to deal with all 


Find out which states have title | three types of auto theft, but only 


laws—and keep your list up to 
date. When a car from a title state 
is offered for sale, the seller should 
have the title in his possession. 

6. Compare the car to the driver 
—and see if they match. You don’t 
expect to see a section hand in his 
work clothes eating in the town’s 
best restaurant. Neither should you 
take it for granted that dungarees 
and a three-day stubble of beard 
are the usual driving costume for 
a late-model automobile, especially 
in the higher price brackets. 

If the would-be seller is honest, 
he probably won’t mind a few 
discreet questions about his job, 
his place of residence, and other 
pertinent information. 

Any of the above checks may be 
enough to trip up a car thief—but 
there is still one that is surer than 
any other, if carefully made. 


e s * 

7 TAKE a long, close look at the 

® engine number. Only 5 percent 
of recovered cars last year were 
being registered under their origi- 
nal serial or engine numbers. 

Make absolutely certain that 
there is no visible sign of a 
change—filing, or working over 
with a die. 

If an engine number varies even 
slightly from the number appear- 
ing on ownership papers, you pro- 
ceed at your own risk in purchas- 
ing such an auto without further 
careful checks. 

What do you do if you do find 
something suspicious? That will de- 
pend somewhat on the individual 
case, but in general, the pattern of 


Dealers Making 
Seat Covers 
Must Pay Excise 


WASHINGTON. — Auto dealers 
manufacturing seat covers for sale 
to ultimate consumers must pay 
the 8 percent federal excise tax 
on such sales, according to NADA. 

NADA said that the effective 
date of the ruling by the Bureau 
of Internal Revenue is Aug. 18, 
1952. Previously dealers who manu- 
factured seat covers were not sub- 
ject to the tax. 

The dealer should compute the 
tax on 8 percent of his wholesale 
price. 

“In the event the dealer does 
not have an established wholesale 
price,” NADA said, “he may use 
. .. @n amount equal to 75 percent 
of his retail price less his usual 
charge, if any, for installation, pro- 
viding he can justify that charge 
as being reasonable.” 

The tax is then added to the 
dealer’s retail price for the seat 
covers. 


one—theft for resale—is a problem 
for auto dealers. The others are 
“joy ride” thefts and theft for im- 
mediate transportation, such as in 
commission of other crimes. FBI 
officials rate theft for resale as the 
most important. 
x * * 

LERT dealers have often broken 

stolen car rings, such as the 

one that was stealing late-model 
Cadillacs in New York and selling 
them in Florida. 

The 1950 Cadillac looked good, 
and so did the New York regis- 
tration certificate, only a few 
days old. But that last fact, and 


Insurance, Credit 


Reviews Set for 
03 Pa. Assembly 


HARRISBURG, Pa. — Dealers 
will have to be alert during the 
1953 session of the Pennsylvania 
General Assembly, when it is ex- 
pected that the lawmakers will re- 
view methods of financing autos 
and selling auto insurance, Claude 
S. Klugh, general manager of the 
Pennsylvania Automotive  Assn., 
cautioned members last week. 

Klugh pointed to a recent U. S. 
Supreme Court decision not to in- 
terfere with a ruling that the su- 
perintendent of insurance in Ohio 
could refuse to renew and could 
cancel all existing insurance li- 
censes of auto dealers. 

While similar legislation has not 
been enacted in Pennsylvania, it is 
reasonable to expect that the Gen- 
eral Assembly will be asked to con- 
sider such legislation, Klugh said. 

Klugh said that a uniform com- 
mercial code also will be introduced 
at the 1953 session. The code has 
been in stages of development for 
10 years, and is expected to be a 
pattern for other states to follow. 

At the present time, Klugh said, 
automobiles are sold in the state by 
use of bailment leases, conditional 
sales or chattel mortgages. The uni- 
form code, he said, provides in de- 
tail for the form of such instru- 
ments, the filing of them, and the 
rights of the dealer, purchasers, 
creditors of the purchaser and per- 
sons to whom the car may be 
transferred by the purchaser. 

The Legislature also may be 
called upon to determine what 
changes are necessary in the In- 
stallment Sellers Finance Act, 
Klugh said. 

“It is at this point,” he said, 
“that dealers will have to be alert 
to see that the desirable legislation 
previously enacted shall not be re- 
pealed and, even more important, 
that legislation detrimental to deal- 
er interests is not included in such 
amendments.” 








ee 


Ford Truck Men Talk Sale 





s, Visit Test Track— 





Ford division truck and fleet sales managers from the six regional and 33 district 
offices line up at the foot of the test hill at the Ford test track in Dearborn, Mich., 
during their five-day sales conference. Truck merchandising and sales plans for 1953 


were outlined to the visitors by general sales office personnel headed by L. W. Smead, 


general sales manager, and W. E. Kimbrough, truck sales manager. 








Calif. Dealer Group Totes Voters— 


Members of the Burlingame-San Mateo (Calif.) Motor Car Dealers Assn. had 36 
cars and drivers ready to transport voters to the polls Nov. 4. A portion of the fleet 
is shown above. In the center are James Minto, committee chairman for the project; 
Ted R. Schuman, association president, and Hugh A. Wayne, secretary. 


maybe something about the looks 
of the would-be seller, aroused 
the Miami dealer’s suspicions. 

He stalled—telling the driver he’d 
buy the car if it were titled in 
Florida. When the driver and car 
appeared again next day, complete 
with Florida title, Miami police 
were waiting. Examination showed 
the car’s engine number had been 
changed, and an arrest followed. 

* * « 


HE driver admitted he knew the 

car was stolen. He’d sold five 
others in Miami, he said, getting 
$300 and expense money for each. 
Police recovered four other cars in 
Miami, sold there by other mem- 
bers of the gang. 

Of particular interest in this 
case is the fact that bona fide 
New York registrations and li- 
cense plates had been obtained 
for these cars. There was no rec- 
ord of theft or loss against them 
when they showed up in Miami— 
but a dealer caught on to the 
game and tipped police off, any- 
way. 

In New York, engine numbers 
were changed and an excellently 
forged New York registration re- 
newal stub made out with the new 
number, plus fictitious names. The 
stubs were passed through a branch 
of the New York State Motor Ve- 
hicle Bureau, at rush hour, show- 
ing transfer to other fictitious per- 
sons. Result: new, “clean,” regis- 
trations and license plates. 

* * * 


ACH fraudulent registration re- 

newal even bore a nearly per- 
fect reproduction of the necessary 
validating stamp. 

FBI officials indicate that, as 
shown by the ease with which 
this gang obtained new registra- 
tions in New York, any too-fresh 
New York registration should be 
thoroughly checked. 

However, dealers must be on the 
watch for clever thieves even when 
a perfectly legitimate car is on the 
lot. 

” © * 

A*™ OHIO-FLORIDA gang would 

jot down the license number 
and, if the car were left unlocked, 
other data necessary to have a new 
key made. Then a member of the 
gang would just step in and drive 
away. Eventually, this gang even 
acquired a key-making machine to 
turn out keys on the spot. 

Theft by key remains popular 
with the professionals year in 
and year out. Another ring, oper- 
ating in California and Arizona, 
stole an estimated 200 autos. 
Many were from dealers. 

A member of the gang, some- 
times two, would go to a dealer 
and pretend interest in buying a 
late-model used car. The thief 
would copy the number from the 
key in the ignition, and a dupli- 
cate was made by one of several 
key-maker contacts maintained by 
the ring. 

* ok * 
DAY or two after the first visit, 
a member of the gang would 
drive the selected car off the lot 
in the early morning hours. 

The experience taught most 
dealers in the area to (1) keep 
car keys in the office, (2) pro- 
vide a substantial barrier to close 
all exits when the lot isn’t open, 
and (3) hire a night watchman 
where practical. 

Trickery is popular, too. One of 
the most common tricks is to make 
a small down payment, or deposit, 
on a rental car, and simply drive 
it away. 

o* . * 
OWEVER, a southern thief 
used a new twist. He pretended 
to be the son of a prominent 


citizen and talked the salesman 
into letting him drive the car 
“home to father,’ who was going 
to finance the purchase. “Father” 
was busy, so permission was grant- 
ed to sonny to use the car awhile. 
He’s still using it, apparently. 

Another thief induced an auto 
salesman to drive him to a room- 
ing house to pick up his wife. 
While the salesman waited in the 
living room, the thief and his 
wife went out the back way and 
drove off. The salesman had left 
the key in the ignition. 

That story had a sequel. The 
couple talked a department store 
salesman into loading the stolen 
car full of merchandise for display 
in a store in another city, where 
the man said he was the manager. 


The store salesman, who went 
along for the ride, wound up 
standing in a fourth-floor hotel 


corridor while the thief and his 
wife drove off with the loot. 
* * * 

i statistics indicate that young- 

sters may “borrow” more cars 
for joyriding in spring, summer 
and fall, but professional car 
thieves really go to work during 
the winter. 

However, they don’t get away 
with nearly $200 billion worth of 
cars, as in 1951, by vacationing 
in warm weather. Dealers must 
be on the alert always, the FBI 
warns. And, says an official of 
the agency: 

“If done on a nationwide basis, 
concerted action . . . can conceiv- 
ably reduce insurance costs for all 
of us. Furthermore, you will in 
turn prevent yourselves from being 
victimized by these unscrupulous 
thieves who are preying on dealers 
and individual buyers alike. 

* * * 

~ day-to-day volume of 

sales of used cars can be hurt 
tremendously if there is a mass of 
stolen cars flooding the market at 
bargain rates. Anything you can do 
to cut down the volume of stolen 
cars being offered for sale to the 
public at cheap prices represents 
additional money in your pockets, 
because the public will be buying 
from you and not from thieves and 
fences.” 

The same official, pointing out 
the vital role dealers must play 
in the fight on car theft, says: 

“Please do not hesitate to call 
the appropriate agency on the tele- 
phone whenever a suspicious car 
arrives on your lot. You may be 
as successful as your Miami asso- 
ciate in breaking up a well-organ- 
ized auto theft ring. 

“By so doing you will be elimi- 
nating your worst competitor from 
the automobile business.” 


SAE Fuels Parley 
Opens Thursday 


TULSA, Okla—The Society of 
Automotive Engineers will open its 
two-day national fuels and lubri- 
cants meeting here Thursday (Nov. 
6) in the Mayo Hotel. 

Major subjects to be discussed 
will be fuel knocking tendencies 
caused by combustion chamber de- 
posits, correlation of lubricating 
oil engine test procedures, experi- 
ence with synthetic lubricants, and 
fuels requirements of military 
vehicles. 

Frank A. Suess, of Continental 
Oil Co., Ponca City, Okla., is gen- 
eral chairman. Chairmen at the va- 
tious technical sessions will include 
R. C. Alden, of Phillips Petroleum 
Co.; N. C. Penfold, of Southwest 
Research Institute; J. R. Sabina, of 
E. I. du Pont de Nemours and Co., 
and W. F. Ford, of Continental Oil. 


e = e 
Civilian Transport 
Needed in War, 
Army Says 
NEW YORK.—Dependence of the 
armed forces upon the civil trans- 
portation industry was emphasized 
by Defense Department officials at 
the annual convention of the Na- 
tional Transportation Assn. here 
last week. 

Urging as a national defense 
measure the construction of more 
roads and the rehabilitation of 
existing routes, Francis Shackel- 
ford, assistant secretary of the 
Army, declared: 

“With the U. S. Army deployed 
over the face of the world—includ- 
ing nine major islands or island 
groups and in 49 countries on six 
continents — transportation falls 
into a worldwide category. 


“Within the United States, we 
ship almost 100 percent of our 
cargo by commercial means. Dur- 
ing the fiscal year of 1952, approx- 
imately 85 percent of our overseas 
cargo was shipped commercially.” 

Shackelford termed the lack of 
adequate highway facilities as seri- 
ously hampering the capabilities of 
overland transport. He said an out- 
standing defense need was the im- 
provement of bridges and highway 
design, as well as additional road 
construction. 

He also proposed “greater uni- 
formity of state laws on allow- 
able lengths and weights of 
trucks and coordination of truck 
design with bridge and highway 
design.” 

“We have too many built-in bot- 
tlenecks, almost entirely adminis- 
trative, which slow down the ac- 
tual movement of people and 
things to a crawl,” declared Brig. 
Gen. John P. Doyle, director of 
transportation, U. S. Air Force. 

Maj. Gen. Frank A. Heileman, 
chief of transportation, Department 
of Army, asserted that the system 
of control developed by the armed 
forces in World War II would be 
capable of handling any emergency, 
although the “task which the trans- 
portation industry must face would 
be staggering.” 

The national defense transpor- 
tation group elected as its presi- 
dent Arthur H. Gass, chairman of 
the car service division of the 
Assn. of American Railroads, to 
succeed Col. Melvin L. Craig, for- 
mer First Army transportation 
officer. 

New national vice - presidents 
named were Gen. John A. Apple- 
ton, vice-president of the Pennsyl- 
vania Railroad; R. E. S. Deichler, 
sales vice-president of American 
Airlines; H. J. Carroll, general 
traffic manager of Goodyear Tire 
& Rubber Co., and Leland James, 
president of Consolidated Freight- 
ways, Inc. 

Re-elected as national vice-presi- 
dents were Giles Morrow, executive 
secretary and general counsel of 
the Freight Forwarders Institute; 
Col. Noah M. Brinson, vice-presi- 
dent of American President Lines; 
L. .H. Ristow, director of traffic for 
Greyhound Corp., and Col. Leo J. 
Coughlin, president of Bayway Ter- 
minal Corp. 
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Smashing Bargains?— 
Kline Oldsmobile, Inc., St. 


Paul, used 
this eye-catching window display to at- 
tract attention to its used-car values. The 


front of a “junker’’ was sawed away 
and attached to the outside of the show- 
room window, with the rest of the car 
inside. 
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1,150,000 Cars Probable .. . 





Sufficient Steel Likely 
For First Quarter 


(Continued from Page 1) 


materials available for autos than 
it had expected. 

H. H. Curtice, executive vice- 
president of General Motors, flatly 
stated that the Government is 
starving the auto industry—that 
the industry has been under-allo- 
cated all year in steel. 

Other industry spokesmen assert- 
ed that CMP has been a mistake 
from the start; that shortages have 
been statistical, not real. 

+ 7 * 
i, em chiefs disclosed that they 
+‘ are now engaged in formulat- 
ing a pattern of rapid decontrol. 

Top NPA and DPA officials sat 
in on the meeting and heard the 
industry’s leaders’ well - supported 
arguments for more first-quarter 
steel. These included Richard Mc- 
Donald, NPA administrator; H. B. 
McCoy, deputy NPA boss; Ralph 
Trigg, deputy DPA administrator, 
and W. C. Truppner, assistant 
NPA administrator for production 
controls. 

Industry spokesman bluntly 
told NPA and DPA officials that 
if none or only a small amount 
of extra steel is granted to auto 
firms, production will have to be 
cut back severely and labor 
forces sharply reduced. The auto 
makers want an additional mil- 
lion tons of steel. 

While some industry leaders saw 
drastic curtailment by Feb. 15 if 

NPA did not give quick relief in 
the way of more steel tickets, 
others warned that this might take 
place much _ earlier—possibly in 
mid-January. 

NPA was advised that layoff of 
200,000 workers, or 15 percent of 
the labor force in the Detroit area, 
would be inevitable if sufficient 
extra steel allotments are not 
issued without delay. 

+. x * 


HERE is some chance that the 
auto industry will get more steel 
than its equitable share of the 
1,480,000 extra tons NPA expects, 
since it believes that as the mills 





New Task Force Seeks 
Steel Decontrol Plan 


WASHINGTON. — Plans for 
decontrolling steel — sidetracked 
by the 53-day strike last summer 
—are up for consideration again. 
A decision, however, is not ex- 
pected before mid-November. 

A six-man task force repre- 
senting only the steel industry 
submitted specific decontrol pro- 
posals to NPA last April. 

First meeting of a new group 
representing steel consumers— 
among them the auto industry— 
steel makers and the Govern- 
ment was scheduled for last 
Thursday (Oct. 30). At press 
time, word was that the entire 
matter of controls was up for 
review, looking toward a plan 
for steel decontrol with proper 
timing. 

Belief was general that both 
car and truck producers were 
due for generous relief from 
present skimpy first-quarter 
steel allotments. 





progress more deeply into the first 
quarter, steel output will be accel- 
erated to a greater extent, thus 
making more available for added 
distribution. 

Irving Duffy, of Ford, claimed 
that NPA’s attrition factor of un- 
cashed CMP tickets was not realis- 
tically high enough. He urged re- 
examination of the attrition factor 
and the distribution pattern. 

Duffy was convinced that the 
attrition factor has been much 
higher than 15 percent expected 
by NPA. 

Courtney Johnson, who formerly 
headed NPA’s Motor Vehicle Divi- 
sion, said the auto industry uses 
800,000 tons of steel a month. “Any- 
thing less than that amount means 
shutting down the industry,” he 
declared. 

* OK * 

|PA summarized the industry’s 

dealer stocks and sales position 
as follows: 

Retail stocks of new cars (aver- 


tween 350,000 and 375,000 units) 
dropped during the steel strike to 
a low of 158,000 in mid-August— 
the lowest number since CMP 
started. 


They climbed back to 254,000 cars 
by the end of September. This 
figure, however, includes vehicles 
in float, in transit and demon- 
strators, resulting from the Sep- 
tember build-up which could not be 
reflected in September sales. 

Net loss in dealers’ stocks, 
when compared to the number of 
units available for the U. S. mar- 
ket, totaled 118,000 cars for the 


Copper, Aluminum 
Are Looking Up; 
Nickel Still Tight 


WASHINGTON.—Here’s the situ- 
ation on copper, aluminum and 
nickel supplies as summarized last 
week by NPA officials at the car 
and truck industry advisory com- 
mittee meetings: 

Coprer—This metal is in “delicate 
balance,” with not enough refined 
copper and scrap now flowing and 
the OPS price ceiling impeding 
greater availability. Improvement 
is due soon in the raw-materials 
situation. Obligation remains to re- 
turn copper to the Government’s 
stockpile, from which it was bor- 
rowed. NPA intends to issue no 
more copper tickets in the first 
quarter, although the supply in 
1953 looks “comfortable.” 

ALUMINUM—Production continues 
to be lost as result of power short- 
ages, and the Government now is 
arranging for more aluminum to 
be imported. The auto industry has 
few aluminum worries. Substantial 
loosening of Controlled Materials 
Plan aluminum tickets is consid- 
ered likely early next year. Decon- 
trol will be possible in the second 
quarter at the latest, barring un- 
foreseen emergencies. 

NickeL— The supply continues 
tight. More of this alloying material 
is due to be stockpiled, meaning 
less for civilian use. 

The auto industry’s conservation 
task group recommended that 
Order M-80 be amended to remove 
what it describes as inequities in- 
jurious to the industry as a whole. 
It also urged that the prohibited- 
use list in M-80 be dropped. 

The task group pointed out that 
the auto industry was getting less 
than half of the nickel to which 
it was entitled under NPA regula- 
tions. The auto industry accounts 
for about 60 percent of the nickel- 
plating business. 

Car makers supported the group’s 
recommendation that slightly more 
than one pound of nickel be pro- 
vided by the Government for each 
new car. 





*Snow-Gripper'— 


This is Firestone's new Town & Country 
tire, designed for safe driving on snow 
and ice-covered roads. The tire has a 
special nonskid tread, according to Fire- 
stone. 
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Billboard Portrays Penttengill Exterior— 


Pettengill Motor Sales (Nash), Stoneham, Mass., recently erected this unusual painted 
billboard half a mile from the dealership on a main highway leading into town. The 
board, which has created much interest in the area, shows a reproduction of the firm's 
exterior. New and used cars and service are all featured on the board. 


nine-month period ended Sept. 30. 
September production available 
for the U. S. market was 425,000 
versus a retail total of 350,900. The 
September market was described 
as having been livelier than many 
had forecast. This pace continued 
throughout October. 
* * * 

N A DISCUSSION of the conver- 

sion steel outlook, auto makers 
said: 

“Don’t count too much on us 
using conversion steel after the 
fourth quarter. Rule out our use 
of conversion during 1953 since 
plenty of mill steel is available. 
The conversion supply is drying 
up.” 

Committee members and NPA 
officials lengthily discussed the 
question of decontrol. The indus- 
try urged early removal of con- 
trols on steel. 

A “decontrol package” will be 
offered to Government agencies 
and industries by Jan. 1. 

Serving as representative of the 
auto industry on the committee 
preparing the formula for decontrol 





are Jack Moran, of Chrysler, and 
Carl Ammerman, of Borg-Warner. 
* * * 
A™ INDUSTRY task group, con- 
sisting of both car and truck 
manufacturers, will be formed soon 
to write a report on what the in- 
dustry’s plans are if an all-out war 
should arise. This report is ex- 
pected by NPA in 30 to 45 days. 

The industry’s consensus is that 
it should be permitted to con- 
tinue with civilian production and 
dry up its pipelines for three to 
six months before total conver- 
sion to output of war goods. 

The committee praised the serv- 
ices to the industry of Bob Cass, 
who leaves NPA Nov. 7 as director 
of the motor vehicle division to 
return to his former post as assist- 
ant to the president of White Motor 
Co. Cass is due to take over as 
president of the Society of Automo- 
tive Engineers Jan. 15. 

Succeeding Cass in NPA will be 
his deputy, George Davis, a Gov- 
ernment career man well-informed 
on the industry. 





Truck Makers Schedule 
High Output for °53 


(Continued from Page 1) 
tickets under the Controlled Ma- | of their dependence on trucks,” he 


terials Plan, truck companies 
faced the prospect of drastically 
lowering their schedules and re- 
ducing their labor forces by mid- 
February. 


said. 
* * * 


H B. McCOY, deputy NPA ad- 
* ministrator, agreed with some 
decontrol arguments which truck 


The industry said it had advance| Makers advanced. 


allotments of steel to make only 
148,500 trucks in the first quarter, 
or less than 50 percent of its au- 
thorized unit ceiling of 300,000. 
Truck builders hope to get about 
231,000 mcre tons of steel for first- 
quarter production. 
* * * 

Most companies reported that 

they had been able to catch up 
with production lost as result of the 
steel strike. They said they had 
enough CMP tickets to complete 
fourth-quarter schedules. 

NPA was told that the indus- 
try was going into the first 
quarter on a “very thin” basis 
and that unless it got more steel, 
inventories would shrink to 
dangerously low levels. 

According to NPA’s own figures, 
stocks in dealers’ hands in the third 
quarter slumped from 142,917 to 
111,537, or a net reduction of 31,380 
units. The supply of light trucks 
fell from 38 days to 36, mediums 
from 68 days to 62 and heavies 
from 96 days to 68. 

Stocks of used trucks declined 
from 83,500 to 70,360 in the third 
quarter, from a 44 to a 41-day 
supply. 

* * 


N OFFICIAL of the Defense 
-& Transport Administration, ad- 

dressing the NPA meeting, said 
that DTA had filed two appeals for 
higher truck production with the 
Defense Production Adminsitration 
but that both appeals had gone 
unanswered. 

He warned that the nation’s 
transportation system could not be 
maintained at a par level if truck 
production remained severely re- 
stricted. 

He said production of at least 
347,000 units per quarter was 
needed in 1953 to maintain the 
trucking industry in good shape. 

“If the trucking industry is al- 
lowed to break down, other indus- 
tries will break down, too, because 


McCoy was not in the least 
optimistic about complete _ re- 
moval of CMP controls before 
mid-1953, although he admitted 
that there was a possibility of 
open-ending CMP or otherwise 
relaxing controls. He warned 
against any sudden decontrol as 
fraught with dangers. 

Irving Duffy, of Ford, was partic- 
ularly voluble about the matter of 
decontrol. 

He declared that it was unrea- 
sonable for the Government to con- 
tinue hanging on to controls over 
the entire civilian economy just to 
guarantee thta a very small portion 
of the nation’s gross product went 
to the military. 

* oJ * 
“>= Government, every time a 
strike occurs, believes it neces- 
sary to retain controls a little 
longer,” Duffy said. 

“First, we had hopes of steel de- 
control by Dec. 31, 1952. The strike 
came along and dashed these hopes. 

“Now the Government talks 
about ending CMP no sooner 
than June 30, 1953. What assur- 
ance is there that the Govern- 
ment will not perpetuate controls 
still beyond that date?” 

Courtney Johnson, former direc- 
tor of NPA’s Motor Vehicle Divi- 
sion, who represented Studebaker 
at the meeting, said: 

“NPA has made a decision to 


MEWA Group Selects 


Essay Contest Judges 


CHICAGO. — The Motor and 
Equipment Wholesalers Assn, jun- 
ior executive group has selected 
judges for its annual essay contest 
from among member wholesalers. 

The 1952 essay on “How to Sell” 
will be judged by Floyd C. McLean, 
McLean Auto Supply Co., Lauren- 
burg, N. C.; James F. Wild jr., 
James F. Wild Co., Lancaster, Pa., 
and Miles A. Pryor, Car Parts De- 
pot, Inc., El Paso, Tex. 
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shut down the auto industry. Un- 
less something is done quickly, 
creeping paralysis will set in in our 
industry.” 
+ * * 

a makers argued that the 

high sales rate of trucks justi- 
fied stepped-up production sched- 
ules, supported fully by allotments 
of steel, copper and aluminum. 

They urged a return to free 
enterprise, contending that this 
would correct to a large extent 
prevailing materials shortages. 
“There will never be a balance of 
supply and demand as long as the 
Government refuses to drop its 
controls,” NPA was told. 

NPA officials summarized truck 
production and sales for the first 
three quarters of 1952 as follows: 

Total authorized third - quarter 
production was 275,000 units, but 
actual output was only 168,243 be- 
cause of the steel strike. Produc- 
tion was 270,586 in the second 
quarter, rising from 265,583 in the 
first quarter. 

+ * + 
ee ae oe production climbed 
to 93,311 after two low months 
—July with 27,364 and August with 
47,568. 

September production for do- 
mestic and normal export was 
broken down as follows: Lights, 
64,232, or 68.84 percent of total out- 
put; mediums, 20,458, or 21.92 per- 
cent, and heavies, 8,621, or 9.24 
percent. 

Production of lights in the sec- 
ond quarter totaled 166,381, up 
from 141,871 in the first three 
months. Second-quarter output of 
mediums was 74,458, dropping 
from 84,919 in the first quarter. 
Production of heavies was 29,247 
in the second quarter and 38,793 
in the first quarter. 

Domestic and normal export sales 
in third quarter was 205,751, com- 
pared with 274,911 in the second 
quarter and 246,025 in the first 
three months. September sales 
jumped to 83,965 after lows of 66,394 
in July and 55,392 in August. 

* ¢ 6 
7" peak sales month of the first 
three quarters was June, when 
sales totaled 93,189. The next best 
sales month was May, with 91,910. 

Truck sales according to weight 
class in the third quarter were 
as follows: Lights, 120,946; medi- 
ums, 56,746, and heavies, 28,059. 

Sales of light trucks totaled 162,- 
782 in the second quarter and 136, 

611 in the first quarter. Second- 
quarter sales of mediums reached 
77,919 while the first quarter saw 
74,425 sales reported. Sales of heav- 


ies in the second quarter were 
34,210 and in the first quarter, 
34,989. 


Sales of used trucks fell from a 
peak of 59,526 in May to 51,928 in 
September. 


Moore Is Selected 


For Presidency 
Of F. L. Jacobs 


DETROIT.—Neil A. Moore, for- 
mer vice-president of Federal- 
Mogul Corp., has been elected presi- 
dent of F. L. Ja- 
cobs Co., Detroit 
auto-parts manu- 
facturer, it was 
announced last 
week by Clare S. 
Jacobs, retiring 
president. 

Moore, whose 
resignation from 
Federal - Mogul 
was effective Oct. 
31, is a former 
president and 
general manager of Sealed Power 
Co., Muskegon, Mich., and has been 
active in the auto-parts field for 
30 years. 


“The F. L. Jacobs Co. has been 
a vital part of the automotive in- 
dustry for 40 years,” Moore said. 
“With the company’s vast produc- 
tion facilities and manufacturing 
know-how, I feel that the growth 
opportunities of its five divisions 
are unlimited.” 


Moore joined Federal-Mogul in 
September, 1948, and was elected a 
vice-president the following De- 
cember. He was in charge of all 
aftermarket activities of the com- 
pany, both national and interna- 
tional. 





N. A. Moore 
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A. Storage Tank 
leveling Voive 
Air Chamber 

D. Air Bellows 
Supporting Beam 
Radiys Rods 


New GMC Coach Features Air Springs— 


A new type of coach body suspension which employes air instead of leaf springs 
has been announced by Roger M. Kyes, general manager of GMC Truck & Coach, 
Pontiac. Designed primarly for intercity coaches, Air Ride Suspension PD-4104 has 
bellows of rubberized nylon tire fabric containing compressed air. The suspension 
will go into the firm's new 41-passenger model (shown above). 





At the Polls Tomorrow ... 





Voters in Nine States 
Face Diversion Issue 


WASHINGTON.—Voters of three 
states—Alabama, Arizona and 
Georgia — go to the polls tomorrow 
(Nov. 4) to decide the fate of pro- 
posed constitutional amendments 
to prevent diversion of highway 
taxes to nonhighway uses. 

Meanwhile, proposals on the Colo- 
rado and Florida ballots are aimed 
at the opposite objective—earmark- 
ing highway-use taxes to unrelated 
purposes. 

Schools would benefit from a 


Benson Ford Tells 
Dealers L-M Will 
Hold Price Line 


Fla.—Refiecting the trend 
of the auto industry to hold the 
line on 1953 prices, Benson Ford, 
general manager of Lincoln-Mer- 
cury, told dealers here last week 
that prices on the division’s 1953 
cars would be about the same as 
in 1952. 

Ford, who attended a regional 
conference of 700 southeastern L-M 
dealers, predicted that there would 
be no recession in 1953 from the 
present level of business activity. 

“Business is excellent now, and I 
think it is going to stay that way 
through next year,” Ford asserted. 
“I don’t see any signs of recession.” 

Ford told the dealers, who were 
given a preview of the 1953 Lincoln 
and Mercury cars, that the indus- 
try would produce five million cars 
next year even if restrictions on 
steel were not lifted, with Ford 
Motor Co. producing about 21.3 per- 
cent of the total. 

He expressed hope that steel con- 
trols would be ended by the first 
quarter of 1953, “which would mean 
a swing back to full production.” 

Among the visiting officials was 
John E. Sattler, the Ford com- 
pany’s new eastern public relations 
manager, with headquarters in New 


Can U Fixit? 


Phila. Shop Rents Space 


To Car Owners 


PHILADELPHIA. — The “fix it 
yourself” idea, recently popularized 
in the sports-car field, has invaded 
the general automotive repair mar- 
ket in Philadelphia. 

Backed by principals Arthur 
Rubin and Morris Cutler, the Fixit 
Urself Auto Institute has opened 
in 12,000 square feet of floor space 
at 1316-20 Poplar St. It can handle 
30 to 35 cars at a time, said Mike 
Cutler, who promoted the idea. 

The shop, which charges $1 an 
hour for working space after 5 p.m. 
and on weekends (75 cents from 
8 a.m. to 5 p.m. on weekdays), also 
charges $1 for tools, for as long 
as needed. 

Besides a standard tray of 28 
hand tools, other tools and equip- 
ment are available to car owners 
under the supervision of instruc- 
tors, Cutler said. 





proposed 5 percent severance tax 
on oil in Colorado. School capital 
outlay and debt service would 
get a boost from motor-vehicle 
licensing funds under the Florida 
plan. 

Other proposals of interest to 
highway users, scheduled for de- 
cision tomorrow, include: 


ArRKANsAS—Constitutional amend- 
ment to create a State Highway 
Commission. 


Lousiana — Amendment to permit 
establishment of Board of High- 
ways in the Department of High- 
ways. Also, an amendment to ear- 
mark part of motor-vehicle license 
taxes to financing of bridges and 
ferries. 

Montana— Increase in gasoline 
tax from 6 cents a gallon to 7 cents. 

Nebraska—Amendment to pro- 
vide change in motor-vehicle tax- 
ing method, and allocate proceeds 
proportionally. 

Orecon—Increase in motor- 
vehicle taxes, based on combination 
of weight, fuel-use and purchase 
taxes, with mileage and flat-fee 
tables established according to 
weight classification; plus a pro- 
vision that all taxes, fees, assess- 
ments or charges levied directly or 
indirectly for highway use shall be 
assessed “fairly and equitably” after 
July 1, 1953, with collection of such 
taxes prohibited to local govern- 
ments. 





Rootes Is Using 
Travel Agents 


To Sell Cars 


NEW YORK.—For what is be- 
lieved to be the first time in the 
history ef automobile merchandis- 
ing, a manufacturer is marketing 
cars through travel agents, it is an- 
nounced by Robert A. Wimbush, 
manager of the overseas delivery 
department of Rootes Motors, Brit- 
ish car manufacturer. 

Known as the “Car-in-Your- 
Pocket” plan, this service allows a 
vacationer to purchase a Hillman 
Minx in the United States and take 
delivery at his destination any- 
where in Europe. 

Should a customer of a travel 
agent be interested in using a car 
in Europe, the plan is suggested to 
him, and the Rootes organization, 
either direct or through its local 
dealer, makes all the arrangements, 
Wimbush said. The travel agent re- 
ceives a commission for his work. 

Rootes helped to get the “Car-in- 
Your-Pocket” plan off to a start 
recently by participating in the 
Miami (Fla.) convention of the 
American Society of Travel Agents. 


Sti-Rod Hires Stewart 

William Stewart, formerly asso- 
ciated with Kaiser-Frazer Corp., 
has been named general manager 
of Sti-Rod Motors, Inc. (Kaiser- 
Frazer), 2035 Poydras St., New Or- 
leans, it is announced by Johnny 
Rodosta, president. 







Hall Lease Signed 
For St. Louis Show 


ST. LOUIS.—The lease for the 
exposition hall in Kiel Auditorium 
for the Jan. 31-Feb. 8 run of the 
1953 Auto Show has been signed, 


according to Joseph A. Schlecht, 
secretary of the Greater St. Louis 
Automotive Assn. 

The advertising and publicity 
committee has already organized an 
advertising program, according to 
Jack Kennedy, chairman. William 
A. Zalken has been appointed pub- 
licity director, and Ad-Craft, Inc., 








has been assigned the decorating 
work. 


New Hudson Dealer 
W. W. Doraty, Nash dealer in 
Lakewood, O., for many years, now 
is among greater Cleveland’s new- 
est Hudson dealers. 
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HELP WANTED 





SERVICE MANAGER 
FOR DODGE DEALERSHIP 


New York area. 15 mechanic shop. Must be 
thoroughly experienced in all phases of serv- 
ice operation. 


Box 912,349 E. 149th St., New York 51,N. Y. 





SALESMAN for aggressive ‘‘Big Three’’ 
dealership in New England. Excellent 
opportunity for man under 35 to obtain 
a& permanent position with many oppor- 
tunities for advancement. Must be de- 
pendable and well qualified. Write Box 
2007, c/o Automotive News, Detroit 26. 


SALESMEN. Wonderful opportunity for 
ambitious men selling ‘‘Precision-Fit’’ 
seat covers to new car dealers. Known, 
advertised for over 30 years. Fabric seat 
covers offer steady income, very liberal 
commission. For information, write giv- 
ing territory desired, qualifications, etc. 
Fabric Mfg. Co., Inc., Box 1259, New- 
ark, N. J. 


PARTS MANAGER for volume Ford deal- 
er. The man we want must be experi- 
enced and a good merchandiser. Good 
living conditions. Salary and profit shar- 
ing plan. Write giving full particulars 
to J & J Motors, 12th and Cherry, Can- 
ton, Ohio. 


WANTED—GENERAL MANAGER for a 
three-hundred new car dealership. One 
of the ‘‘Big Three.’’ Located in one of 
the major cities of New York state. 
Must be able to take over the active 
management of the entire business. Re- 
muneration will largely depend on the in- 
creased sales and profit job you produce 
in all departments. Box 1996, c/o Auto- 
motive News, Detroit 26. 


TRUCK SALESMAN. Florida Dodge deal- 
er has opening for experienced man. Sal- 
ary, commission and bonus arrangement. 
150 units truck department annual pro- 
jection. Producer can earn $7,000 up per 
year. Write stating age, previous experi- 
ence, education and other pertinent in- 
formation to W. A. Robinson, Joe Blank 
Motor Co., West Palm Beach, Fla. 


FORD MECHANIC WANTED who would 
like steady job in small well equipped 
shop. Guarantee and commission, Good 
housing available, fine schools, closed 
Saturday afternoon. Fine year-round cli- 
mate, southern New Mexico. Box 1995, 
c/o Automotive News, Detroit 26. 


AUTO PARTS SALESMEN. Aggressive 
salesmen seeking better future. Oppor- 
tunity to earn $6,000 to $8,000 per year 
at start with leading manufacturer, na- 
tional distributor. Salary, commission 
and bonus. Protected territories open now 
due to expansion and promotions. Estab- 
lished accounts. Repeat sales. Replace- 
ment auto parts, key machines, Selling 
experience necessary. Car required. Pay 
while training in field. Write fully. Curtis 
Industries, Inc., 1130 E. 222nd St., 
Cleveland 17, Ohio. 


PARTS MANAGER for 300 car GM deal- 
ership in Alaska, handling Pontiac, Cad- 
illac, Olds and GMC trucks, Good salary, 
permanent position. Must furnish excel- 
lent references. Wells Alaska Motors, 
Inc., Box 870 Fairbanks, Alaska. 


WANTED—Executive salesman with pilot 
and administrative ability to represent 
one of the biggest transportation equip- 
ment manufacturers in the United States. 
Box 1931, c/o Automotive News, De- 
troit 26. 


POSITION WANTED 


) as 





FORMER CHRYSLER LINE dealer wishes 
to purchase interest in 150 car or larger 
GM, Ford, L-M or Chrysler line deal 
Active participation. Box 1976, c/o Au- 
tomotive News, Detroit 26. 





POSITION WANTED 


NASH DEALER, who just sold dealership, 
desires manager connection with 250-500 
car contract deal. Fully qualified in com- 
plete dealer operation. Age 48, good 
health, appearance and habits. Fifteen 
years’ experience. Best recommendations. 
Money maker. Consider salary plus per- 
centage deal. Must earn $12,000 per year 
minimum. Southwest or middlewest loca- 
tion. Nash deal first choice. Box 2008, 
c/o Automotive News, Detroit 26. 


NEW OR USED car sales manager, Six 
years’ experience with ‘‘Big Three’’ as 
buyer, appraiser and manager. 32 years 
old. Box 1988, c/o Automotive News, 
Detroit 26. 


WESTERN SALES OPENING? Seasoned 
merchandiser, background 18 successful 
years in automotive after-market distri- 
bution on both manufacturer and local 
distributor levels, wants west coast con- 
nection with parts, accessory manufac- 
turer. Now located San Francisco. Full 
details on request. Box 1975, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


DEALERSHIP-AUTO AGENCY, handling 
Nash. Fifty car franchise; 1951 sales, 
75,000; display room, garage, gas sta- 
tion service; Gulf products; county seat; 
rent, $150; price $4,000, plus gas-oil-car 
inventory. Apple Company, ' Brokers, 
Cleveland, Ohio. 


FOR SALE. Dealership handling Pontiac- 
Cadillac in great industrial area of great- 
er Kansas City, Missouri. Box 2001, c/o 
Automotive News, Detroit 26. 


DEALERSHIP, handling Nash, in subur- 
ban Philadelphia, Has fully equipped 
shop, office and parts departments and 
service station handling popular brand, 
300 car franchise. 18,000 square feet 
floor space. Present owner on premises 
23 years and is selling for reason of 
health. Will lease building and need 


$65,000 to do business. Box 2000, c/o 
Automotive News, Detroit 26. 
DEALERSHIP, handling GM, in Chicago 


area. Handling about 400 units per year. 
Good parts and service volume. Excel- 
lent location. Modern facilities. Approxi- 
mately $275,000 to handle including real 
estate. Replies kept in strict confidence. 
Box 1999, c/o Automotive News, De- 
troit 26. 


NEW ENGLAND DEALERSHIP represent- 
ing independent. Strategically located 
building 150’x68’. Six year lease includes 
gas station, 100 car franchise. $25,000 
would handle. Box 2002, c/o Automotive 
News, Detroit 26. 


DEALERSHIP AVAILABLE, handling Kai- 
ser-Frazer and Henry J. Modern shop 
and equipment. Good lease on building, 
10,000 square feet. Located in city with 
75,000 population in northern California. 
Box 2003, c/o Automotive News, De- 
troit 26. 


“BIG THREE’’ DEALERSHIP for sale in 
midwest’s fastest growing city. In busi- 
ness nearly 20 years. 300 car contract. 
Very modern equipment. Owner has oth- 
er interest in the south, Buyer must 
qualify with factory. Will sell building 
and equipment or a lease available if 
desired. Box 2004, c/o Automotive News, 
Detroit 26. 


DEALERSHIP - AUTO AGENCY, handling 
Studebaker. Sales $120,000 year; fully 
equipped showroom, garage, gas station; 
Sohio products; ultra-modern building; 
unlimited car-truck quotas; price $22,500 
Plus new-used car stock. Apple Com- 
pany, Brokers, Cleveland, Ohio. 





DEALERSHIP 
HANDLING CHEVROLET 


Between 500 and 800 Units Annually 
Very high net profit. Require about $200,000 
cash. No blue sky. Answer by letter giving 
complete data as to experience, finances and 
ability to qualify. 

Box 2006, c/o Automotive News, Detroit 26 





DEALERSHIP, forced sale, owner’s health. 
Fine southern town, 20,000 population. 
New masonry building 75’x100’. Most 
modern equipped shop, used car lot 
75'x100’ adjoining. Best location in town. 
Same owner seven years. Total value 
including property about $175,000. Avail- 
able with or without property. Now 
handling Nash. Make offer. Box 1998, 
c/o Automotive News, Detroit 26. 





AUTO AGENCIES 


Large, medium and small "Big Three" auto 
agencies located throughout the United 
States. Write for brochure. 


DAVID JARET CO. 
Established Over 29 Years 


150 Montague Street Broeki N. Y. 
ULster 2-5660 “s 





DEALERSHIPS AVAILABLE 


DEALERSHIP - AUTO AGENCY. Cars- 
trucks. Nearby city; established seven 
years, present owner; sales $20,000 
month; employs seven; fully equipped 
showroom, garage, parts department; 
corner lot 250’x275’; 100 car franchise; 
price with property, $85,000. Apple Com- 
pany, Brokers, Cleveland, Ohio. 





DEALERSHIP 
Handling Dodge-Plymouth 


Lower Michigan metropolitan deal. Netted 
over $45,000 in 1951 on 135 new units. Doing 
i . Fine building and 


Purchase Price—$89,500 
Box 2011, c/o Automotive News, Detroit 26 





¥rOK SALE—Direct dealership, handling 
Chrysler-Plymouth. Located central Ohio, 
well established, Will sell at inventory of 
stock and equipment. Approximately, 
$45,000. Write Box 1992, c/o Automotive 
News, Detroit 26. 


eer 

FOR SALE. Leading independent dealer- 
ship in ‘Texas. Very close to city of half- 
million in city of 12,000. Thirty miles of 
finest recreation area in south. Fishing, 
hunting year-round. Low overhead, excel- 
lent lease. Should pay out in six to eight 
months. Box 1940, c/o Automotive News, 
Detroit 26. 


ing and facilities. Well trained staff. 
Parts and equipment at inventory. Own- 
er has other interests. 
strictly contidential. Box 1944, ¢/o Au- 
tomotive News, Detreit 26. 





WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 
Consult « Specialist 


LEO J. KLEM 
411 Curtis Bidg. Detroit 2, Mich. 





DEALERSHIP AVAILABLE, handling 


only Nash dealership in county. 
satisfactory facilities with long term 
lease, versatile business consisting of new 
and used car sales, service, wrecker serv- 
ice, 1.C.C. permit, storage, parking facil- 
ities, large gas and oil sales. Complete 
overhead can be carried without new car 
. Nearest metropolitan area located 
100 miles from this city, confining most 
of county’s business to this city. Fur- 
ther particulars write Box 1954, c/o 
Automotive News, Detroit 26. 


IF YOU WANT TO BUY or sell a Chrysler 
Corp., General Motors or Ford deal, we 
can get you quick action. Complete, con- 
fidential service, including financing. 
Business Investments, 825 Circle Tower, 
Atlantic 3141, Indianapolis 4, Ind. 


DEALERSHIP WANTED 


FORD—200-500 units. Cash. Ready to deal 
now. Strictly confidential. Box 1997, c/o 
Automotive News, Detroit 26. 


WANTED—Active interest in small 
Three’’ dealership in rural-urban trade 
area. Former dealer. Have $15,000 cash. 
Prefer southeastern states. Box 1978, 
c/o Automotive News, Detroit 26. 

















CASH FOR 
FORD or GM DEALERSHIP 
Anywhere 

Sell Your Assets? 

400 Units Minimum 

Will Consider Partner 

Best of References. Factory Approval 
Box 1986, c/o Automotive News, Detroit 26 


The Dealer's Market Place! 


BUY IT! 
SELL IT! 
TRADE IT! 
HIRE HELP! 
Through 


AUTOMOTIVE NEWS 
Classified Went Ads 
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BUSINESS OPPORTUNITIES 
AGENCY OPPORTUNITY. Northwest Flor- 


ida, small investment, established busi- 
mess seven years. Ready for operating 
th the larger tools, equipment, fix- 
tres, some parts. Large garage, display 

»m, four upstairs rooms rentable, two 
gas pumps, lubricating equipment, hoist. 
Center of growing town, thirty million 
dollar permanent project under construc- 
tion in area. Sacrificing for $2,500 to 
buy all—take over. Wonderful opportu- 
nity for prompt quick action. Would sell 
three bedroom home with deal. Box 
2005, c/o Automotive News, Detroit 26. 


USED CAR BUSINESS for sale. Beauti- 
fully established used car lot with 25 
late model cars, ideally located on Flag- 
ler St. in the heart of Miami, Florida. 
Lot can be leased and cars can be pur- 
-hased at a very attractive price. Gen- 
erous terms, if desired. Box 1993, c/o 
Automotive News, Detroit 26. 


DEALER SERVICES 


renee A SESS 
INVENTORY SERVICE, Parts and acces- 
sories. Top type personnel, organized 
procedures, up-to-date records. Model, 
vear breakdown for Ford, Chevrolet, 
L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot's Inventory 
Service, 124 S. Woodward, Birmingham. 
Mich. Midwest 4-5355 or 4-8460. 


INVENTORY SERVICE ; 
Complete parts and accessories inventories 
for all dealers by qualified, full time em- 
ployes. Final report discussed with dealer or 
his appointed representative only. Operating 
in Southeastern States. 


The Geo. E. Kinney Inventory Service Co. 


1731 Candler Bldg. Atlanta 3, Ga. 
Alpine 1140 


INVENTORY SERVICE 


py sean Dealership 
lor s 
Inventories taken, price extended and sum- 
marized within 24 hours. Expert partsmen 


confidential. Inventories 
accountants and by the government. 


ALLIED INVENTORY CO., INC. 
1831 E. 79th St. Chicaga, IIlinois 
ESsex 5-8300 


INVENTORY SERVICE 
Parts and Accessories an os 
Full-time experts. No pickup, part-time Pp; 
confidential and unbiased. Certified reports. 
i buy-sell service. Experienced 
organization — in business since 1939. Free 
booklet on Parts Department operation sent 
on request. Call or write for service details. 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6449 








SHOPPING SERVICE 
We locate genuine parts for all makes of 
cars and trucks (fenders, bumpers, grilles, 
shipped same day 
, at garage prices. 
fee 5% invoice, no results, no 
charge. We also delete your overstock. 
DISPATCHERS PARTS SERVICE 
5050 Joy Rd. Detroit 4, Mich. 
TExas 4-7450 





CARS FOR SALE 


FOR SALE. 1937 Cord, 
vertible. Excellent condition. 
Bath, N. Y. Phone 76. 


Seybolt's, 





KEN SCHAEFER'S 


The Only Indiana 


AUTO AUCTION 


In Continuous Operation Since 1943 
EVERY THURSDAY 


Dealers Meet at the Cross-Roads of America 
INDIANAPOLIS, INDIANA 
Art Grandi, Auctioneer 
CORNER CAPITAL AND MORRIS STS. 
Market 8541 — Belmont 015! 
IN THE HEART OF INDIANAPOLIS 








ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery Like New 
BUY NOW AT LOW PRICES 


1949 - 1950 
Plymouths — Fords — Chevrolets 


THE R. A. AGENCY 


54TH & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 


Morris Freedman, Mgr. 
SARATOGA 7-2300 


5 passenger con- | 


SHERWOOD 7-1700 | PHONE 394 


CARS FOR SALE 





—AUTO— 
AUCTION 


—AT— 





HORSEHEADS, NEW YORK 
EVERY FRIDAY 





—AT—_ 





DANVILLE, PENNA. 
EVERY WEDNESDAY 





You will always find real action ot 
both these auctions. 


R. D. WEST, PROP. 


Jos. E. Johnson Tex Rickard 


Auctioneers 








ATTENTION! 
USED CAR BUYERS 


| We currently have for sale a nice selectior 
;of low mileage 195! and 
Fords and Plymouths in coupes, two and four 
door sedans. 


These cars can be seen at— 
ROBINSON AUTO RENTAL, INC. 


Please note change of address 
229 S. HANSON ST., PHILADELPHIA 39, PA 
|. E. Spatig, Used Car Manager 
Phone: Granite 2-3013 


AUTO AUCTION 
TIM ANSPACH 


"Midway", Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 








Ben Fishel 
Auto Auction 


SALE EVERY TUESDAY 
Rain or Shine 


DEALERS ONLY 


Hube Elliott and 
Hugh James 


Auctioneers 


TONEY LEVILL, MANAGER 
Phones 222-223 


2nd and Ohio —_ Cairo, Illinois 





CARS WANTED 


WANTED TO PURCHASE. New or used 
1951-1952 Kaisers and Henry J’s. Also 
parts, accessories, signs. ‘‘We guarantee 
that these cars will not be re-sold above 
O.P.S. ceiling prices.’’ Phil Gardiner, 98 
N. Main, Mullica Hill, N. J. Phone 
5-6291. 

FINANCIALLY RESPONSIBLE organiza- 
tion wants to contract for twenty new 
Fords per month at invoice plus. 
guarantee that these cars will not be 
re-sold above OPS ceiling prices.’’ Box 
2009, c/o Automotive News, Detroit 26. 





WANTED NEW FORD CARS 
Will Pay $150 Over Invoice 


“We guarantee that these cars will not 
be re-sold above OPS ceiling prices." 


PRESCOTT MOTOR CO. 


PRESCOTT, ARKANSAS 





_AUTOMOTIVE NEWS, NOVEMBER 3, 1952 


1952 Chevrolets, 


| CARS WANTED PARTS FOR SALE 








Genuine Oldsmobile Parts 
Largest Olds parts wholesalers in the middle 
west, Shipments made promptly. 


GREBE OLDS 
3400 S. Kingshighway 
Flanders 0800 St. Louis 9, Mo. 


NEW FORDS 
WANTED 
Highest Prices Paid 


Contact 
JOHN DEKLE, Sales Manager 





TRUCKS WANTED 


WANTED. Trailer for moving large stor- 
age tanks. One with swivel bolster, one 
with stationary double bolster. Capacity 
50 tons each. McCanna, 148% East 40th, 
New York City 


J. C. LEWIS MOTOR 
Co., INC. 
FORD DEALERS 
SAVANNAH, GEORGIA 
Phone No. 4-4421 





USED JEEPS WANTED 


We Pay Top Prices in New 
York and New England 


Write or Phone Gaspee 1-4848 


ALBRIGHT MOTORS 


“We guarantee that these cars will not 119 Snow St. Providence 3, &. 1. 


be re-sold above OPS ceiling prices.” 











WE WILL BUY 


| New Untitled 
Chevrolet Cars 


and 
One-Half Ton Pickups | 


‘We guarantee that these cars will not | 
be re-sold above OPS ceiling prices." | 





JEEPS 


WANTED 
WE BUY GOOD JEEPS | 


Highest Cash 
Wholesale Prices 


69 


MISCELLANEOUS 
| FAMOUS SIDEWHEELER spare tire car- 
riers for pickup trucks—side mount. 
Dealers, garagemen, jobbers write men- 
ufacturers. Byines & Byrnes, Box One, 
Robinson, Il. 


ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co. Inc., 800 Commerce _8&t., 
Lynchburg, Virginia. ~ 





FOR PRESTIGE, use embossed business 
cards. 1,000 postpaid—$3.85. Write now 
for free samples. Business Cards, Bex 
8066, Albuquerque, N. M. 


AS NEAR AS YOUR PHONE 


Automatic BraKing 


WITH BRAKE HOOK-UP 


ONLY .. °51% sus 


Meets 1.C.C. Strength Requirements 
e e e 


COMPLETE with 
Guide Cables and 56] 45 
BRAKE HOOK-UP ........... 

Meets ALL 1.C.C. Requirements! 


QUICK-TOW, Bumper- 
to-Bumper Tow Bar 
TRI-KING 3-Point Hook- 
Intra-State Tow Bar .... 
(Folding "V"’ Type) 


ALL MAKES TOWING 
EQUIPMENT 
FOR AUTOMOBILES AND TRUCKS 





FOR ALL BUYERS AND SELLERS 
OLD TIME SOUTHERN BARBECUE 


FREE 
Wednesday, November 5, 1952 


You are especially invited to attend our auction sale Wednesday, November 
Sth, the day after election. Come early, stay late. Let's make it a big day. All 
the FREE BARBECUE you can eat will be served immediately after the sale. 
After the BARBECUE is served, we will have on the premises, a TURKEY SHOOT. 
You may bring your own gun or we will furnish one to you. 


THIS IS A DEALER AUCTION—Parking Space for 1,500 Automobiles 


COLIE’S AUTO AUCTION 


F O. Jessup, Md. Phones: Laurel 922 or Elkridge 887 


AUCTION EVERY WEDNESDAY AT 1 P.M. 
Also Distributor for Moto-Matic Tow Guides and Steering Cables 


Located on U. S. Highway No. | — Midway Between Washington, D. C. and 
Baltimore, Md. (3'/2 miles North of Laurel, Md} 


FREE 


Wire—Write—Phone 
Bob Jackson 
Jackson Chevrolet Co. 
Pueblo, Colorado 





PARTS FOR SALE 


PONTIAC PARTS. Fast service on grilles, 
fenders, doors, panels for Pontiac and 
GM cars, 1937-1952. Prompt shipment on 
any part. Stacy Trent Pontiac, 224-236 
West Hanover St., Trenton. N. J. Phone 
4-5194. 


PLYMOUTH - DODGE-DeSOTO-CHRYSLER 
—New special DeSoto tools. I am retir- 
ing from business. Parts will invoice for 
$3,000. Make me an offer. Phone or 
write me for list of parts. Samuel Clulo, 
Martins Ferry, Ohio. Phone 81. 





WILLYS PARTS 
50°% Below Dealer Cost 


Our inventory of fast moving parts and 
accessories at the sacrifice sale price of 
$1,000. These parts inventory over $2,200 
at dealer cost. 


listing Upon Request 


S & S MOTORS. INC. 


541 Pittsburgh St. Springdale, Pa. 


Phone 924 


BUICK PARTS 


Wholesalers 
“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS” 
Quantity Shippers—All GM Parts 
Shipped Same Day 
| WRITE—WIRE—PHONE 
All Shipments C.O.D. 


GORDON BUICK 


Formerly 
ROBERTSON BUICK 
“EDGE OF THE LOOP" 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 
| WaAbash 2-1030 


| 


SPECIAL! 8QH4235 AXLES . . . $19.95 
WIRE — WRITE or PHONE — ME 4460 


NORWOOD AUTO SALES 


Ford Dealer Since 1923 


5050 Montgomery Road Norwood, Ohio 
BODY PARTS OUR SPECIALTY 





To All Hudson Dealers 
| Former Dealer Has Large Parts Inventory 
Anything From ‘47 to ‘51 
Also Sheetmetal 
This inventory can be bought for 50% 
below cost. Also bins, filing indexes, show 
cases. Complete setup. Garage service 
equipment, etc. 
For More Information, Call 
WEbster 3-5311 
| 10330 Grand River Detroit 4, Michigan 





Call, Write, Wire 


FISHER MOTORS, INC. 


—SPECIAL— 
Protecto Covers (Tailor Made) .... $6.95 
Carrying Bags 





Bi Vv Tel. 1844 
retiehere, Vermont - SAFETY CHAINS, set of 2, only .... $2.50 
WE STOCK ALL TYPE PARTS 
BUGS WANTED FOR IMMEDIATE DELIVERY 
WANTED THREE new or late model | All Prices Include 8% Fed. Excise Tax 


school buses. 46 passenger or larger. e e . 


Must be good buy for cash. Box 2010, 
TOW BAR SALES CO. 


c/o Automotive News, Detroit 26. 
Exclusive Factory Distributors 





BUSES FOR SALE 


FOR SALE. 35 passenger Studebaker 
school bus. Rebuilt motor, good tires, AN 3-8888 Nite bo +4408 
forward drive. In excellent condition. DE 2-0700 DO 3-8373 


$500. J. C. Stephens Motor Corp., 3484 


em a. Bete 40 So. Clinton St., Chicago 6, Ill. 





School Buses 
NEW —/Immediate Delivery 


3 Ford F-6 

2 GMC a 
2 Dodge JS-212 

1 Dia. T 520 

2 Reo 
1 Chev. 


8 out of 10 
DEALERS PREFER 


THE ENTIRELY NEW 
MOTO-MATIC 


TOW e GUIDE 


WITH 4 CONTOUR GRIP 
BUMPER COUPLERS 


NO ADAPTORS NECESSARY 


54 
54 
54 
54 
48 


E-121 
67G2 ... 
TRANSIT SALES AND 
SERVICE, INC. 

F. T. Mee, Jr. 


Danbury, Conn. 


Tel. 8-5645 





SHOP EQUIPMENT FOR SALE 











FOR SALE. 14’ Studebaker sign. Reason- 

. ’s, - fi h ‘ : 
a Ss a . S. Se Meets 1.C.C. Strength Requirements 
BOES RADIO TESTING bench and cabi- 

net. Complete with parts. Public address 
system, 13 stations. Stan Roper Motors, FACTORY 3 85 Federal Tax 
Benton Harbor, Mich. NET PRICE Included 
MISCELLANEOUS LIBERAL QUANTITY DISCOUNTS 
TO AUTOMOTIVE JOBBERS 
WANTED AND DISTRIBUTORS 


SURPLUS SEAT COVERS 


We can use your dead seat cover stock 
Send samples and inventory list for appraisal 


SEAT COVERS INCORPORATED 


377 MAIN ST. WATERTOWN, MASS. 
Telephone Watertown 4-8296 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
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New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [1] 
for which check is attached [[] or send bill [J 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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BOSTON NEW YORK 





Watch for the new International Roadliner, 
the cab-over-engine LC D-405! It’s built to haul 
more payload with greater efficiency, economy, 
and safety. 


This diesel-powered International Roadliner 
can pull a 35-foot semi-trailer and remain with- 
in the overall length limit in any state— using 
less roadspace than a 32-foot trailer with a 
conventional tractor! 


More payload plus , 


Greater payload space, yes! And there are 
many more advantages. 


The new International LCD-405 has the big- 
truck power to move smoothly— over hills, in 
congested traffic. The driver sits high above 


RICHMOND CHARLOTTE ATLANTA 


New International LCD-405 cab-over-en- 
gine Roadliner with sleeper cab, 35-foot semi- 
trailer, Gasoline, Diesel or LP Gas power. 






NOW- USE A 35-FOOT TRAILER 
ANYWHERE IN THE U.S.A. 


the road, commands a view of traffic over other 
vehicles, hill crests. The International Comfo- 
Vision Cab with one-piece Sweepsight wind- 
shield offers exceptional comfort, convenience 
and all-around visibility. The steering wheel is 
of advanced design. New green-tinted safety 
glass is optional. 


Exclusive International Features 


This new International Roadliner provides the 
economy of operation and maintenance, the de- 
pendability and stamina that have kept Inter- 
national first in heavy-duty truck sales for 20 
straight years. No wonder International Truck 
Dealers value their franchise so highly. 


INTERNATIONAL HARVESTER COMPANY « CHICAGO 


International Harvester Builds McCormick Farm Equipment and Farmall Tractors ... Motor Trucks . . . Industrial Power. . . Refrigerators and Freezers’ 


Better roads mean a better America 


VX 
UPVC) gecoh sr Ued 


‘Standard of the Highway” 











PL ee eee 


